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© As FINE a spring tonic as can be 
recommended is careful perusal of 
the figures, tables and sales plans set 
forth in the following pages. The ac- 
complishments of the industry in 1934 
and its objectives for the post-depres- 
sion year of 1935 arouse real enthusi- 
asm for the future. After the enforced 
diet for the past five years, the pro- 
gram is just the thing to build the 
strength and vitality of the patient 


rapidly. 


© FEDERAL Projects have provided 
both respectable amounts of work and 
business for the West and a series of 
headaches for those who fear govern- 
mental competition not only in the pro- 
duction and sale of power but also in 
the merchandising of electrical equip- 
ment. Those interested in a complete 
and analytical discussion of the federal 
power program embodied in Grand 
Coulee, Bonneville, and Boulder Dam 
will find the facts and data on pages 
24 to 36. 


® EFFECTIVELY DIsPELLING the buga- 
boo of surplus capacity, the sales plans 
of individual companies and various 


appliance societies are worthy of seri- 


Number 2 
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What the Figures Mean..... 39 
Sales Review and Forecast... 40 
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Where to Buy It in the West... 71 


ous study. In these days of mumbo- 
jumbo economics, aggressive selling 
may seem a primitive idea but this is 
one time that the old fashioned rem- 
edy is better than the advice of spe- 
cialists. As proof, scrutinize the sales 
acomplishments of 1934 on page 39. 


© INSPIRATION FOR a profitable busi- 
ness year will be found in the state- 
ments by executives from every branch 
of the industry in “Opportunities For 
1935.” The universal optimism with 
which our leaders are attacking their 
problems should be encouraging to 
every one connected with the electrical 
business. Re-established confidence in 
the future is the bed-rock foundation 
upon which to build new standards of 
public service. 


® Facts anp Statistics, less dry this 
vear than for the past few 
they reflect decided business improve- 
ment, make an unpalatable diet with- 
out the sauce of a little humor. This 
month Electra’s Husband discusses the 
Facts of Life Bill 
philosophical about the gentle art of 
“2 Plus 2.” As 


usual their comments are thoroughly 


because 


and Jones waxes 
managing salesmen in 


enjoyable and not a little provocative. 











Case History 2 


Bi LL SMITH, 
master salesman, 
is always on the 
alert for profit- 
able lines. That 
is why he has 
stocked the new 
L.E.S. lamp and is 
pushing those 
units at every op- 
portunity. By cap- 
italizing on the 
advertising campaigns for Better Light— Bet- 
ter Sight and tying in with the local power 
company’s advertising and home lighting dem- 
onstrations, Bill knows that he can build a 
profitable sales volume. Watch him go into 
action and SELL a study lamp to a lady who 
has just entered the store. 


BILL: (walking to meet her) “Good afternoon, 
may I help you?” 


Prospect: “I would like to look at a bridge 
lamp.” 


Bit: “Certainly. Will you please step this way. 
I supose your lamp will be used for reading and 
general room illumination too?” 


@ Bill starts by investigating the conditions 
which prompted her inquiry. Knowing the 
prospect’s requirements is essential. 

Prospect: “Yes. It will probably be used most 
of the time for reading. Have you something that 
will look well in a room at not too high in price?” 

@ Bill discovers that his prospect really 
wants to buy home illumination and he 
knows that she can buy more for her money 
if he sells her an ILE.S. lamp. Also 
he picks up the valuable clue that his pros- 
pect came into the store looking for an in- 
expensive item. Immediately he plans his sale 
to impress on the customer’s mind the value 
and real economy in the long run of buying 
good lighting. 

Brit: “We have a wide assortment. If you want 

a safe, comfortable light for reading, I can recom- 
mend this lamp most highly. (Bill snaps on an 
.E.S. Floor Lamp in the display.) This is called 
the I.E.S. lamp. The initials stand for ‘Illumin- 
ating Engineering Society’. This is the first 
piece of lighting equipment ever to receive the en- 
dorsement of that scientific body of engineers and 
eyesight specialists. It was designed from 
specifications developed by that society for a read- 
ing and study lamp that would be kind to your 
eyes and decorative to your home. It’s a handsome 
lamp, isn’t it?” 


Selling nla 





Prospect: “Yes, it is but it isn’t just what I had 
in mind. Is it so much better than this type here?” 
(She indicates a conventional bridge lamp.) 

Brit: “I see that you are a good judge of qual- 
ity. That’s why I know you will appreciate the 
several reasons why this type of lamp is recom- 
mended by illumination experts. Our eyes are best 
adapted for distant vision in normal daylight. With 
our modern life, they are required for reading, 
sewing, and other close, fine work which not only 
is performed for long periods, but also under arti- 
ficial light. In spite of being an extremely delicate 
mechanism, the eye can adapt itself to this fine 
work without strain if sufficient illumination is pro- 
vided. Under a poor light the eyes become strained 
and continual eye strain will result in permanent 
injury. It’s hard to realize, isn’t it, that over 30 
per cent of the college students are afflicted with 
eye defects, most of which are traceable to 
reading under the wrong kind of light during child- 
hood?” 


Prospect: “Is that so?” 


Britt: “You know, I dare say, that eye strain 
causes headaches, nervousness or physical fatigue. 
It takes almost as much energy to sit still and read 
under the wrong kind of light as it does to perform 
manual labor. This lamp is designed to give you 
the right kind of light. It will safeguard your 
eyes, conserve energy and protect your health.” 


Prospect: “Of course I want to have a safe read- 
ing light but I don’t know that I like my room 
with as much light as this unit gives. We always 
leave the center fixture off and read under the in- 
dividual lamps around the room.” 

@ The prospect is definitely interested in safe 
light but her objection is one common to 
many women who have preferred very sub- 
dued lighting in their homes. Bill uses this 
opportunity to explain the danger of glare or 
“spot” illumination. 

Bitt: “I know how you feel, yet I wonder if 
many of us realize that we have come to that con- 
clusion about light because our eyes are constantly 
drawn toward a bright glaring light source. Be- 
cause we tire rapidly under such a light, uncon- 
sciously we decide that we don’t like it. This also 
is true if you read under a bridge lamp with the 
rest of the room dark. The contrast requires 
continual adjustment of the eye which rapidly be- 
comes fatigued. You probably have noticed that.” 
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Prospect: “Yes, I have.” 


Brit: “There is another reason, too, why more 
illumination is desirable. You desire to bring out 
the color combinations, patterns and styles of your 
rugs, furniture, and drapes to make your rooms 
warm, pleasant, comfortable places for your family 
and guests. The additional light this unit throws 
on the ceiling not only makes other lamps in the 
room appear softer and actually become decora- 
tive, cheerful color spots, but also every color in 
your rugs or furnishings comes to you in its full 
richness.” 


Prospect: “How much is this lamp?” 


@ Sensing that his prospect wants the unit, but 
that its price may be more than she intended 
to pay, Bill sums up all of the advantages she 
will receive before mentioning the price. In 
this way he hopes to show her that she is 
getting more value than the price asked. 

Britt: “This beautiful lamp, which is scientific- 
ally designed to give years of service and which 
will safeguard the vision of the family and provide 
many years of reading comfort, sells for only 


$11.95.” 


Prospect: “Oh, that is much more than I in- 
tended to pay. Haven’t you anything cheaper?” 

Brit: “Considering the eye comfort and protec- 
tion guaranteed by the scientific design of this 
lamp are you sure you want a less expensive type 
which would not provide the soft, high intensity 
light necessary to prevent eye strain? Such cheap 
lamps are apt to be so much more costly in the 
long run. You know, we have only one pair of 
eyes. They mean so much to us that nothing is 
really too good for their comfort and good health. 
Don’t you agree that the few extra dollars required 
to buy this high quality lamp would be a good in- 
vestment in eye protection?” 


@ Bill shows the prospect that the lamp is worth 
the money because it gives real protection 
and eye comfort—something 
she can’t buy in any low- 
priced lamp. 


Prospect: (doubtfully) “Yes, 
I suppose it is, but this lamp 
must use more _ electricity. 
Heaven knows our bill is high 
enough as it is.” 

@ Price objection is overcome 
but there is still an element of 
indecision manifested by cost 
of uperation. Bill retains com- 
mand of the sale by proceed- 
ing to eliminate this objection, 
citing an experience of his own. 


Briv: “I used to think the same 
way, but one night when my wife 
said the same thing, we checked 
up to see just what we were buy- 
ing. Our gasoline bill was over 
ten dollars that month and we 
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didn’t think anything about it. For the five dollars 
we paid for electricity we ran a refrigerator, toaster, 
percolator, washing machine, vacuum cleaner, radio 
and a lot of other small gadgets and also had 
plenty of light. We use electricity for so many 
things nowadays that we don’t realize what a big 
bargain it is. Now take this lamp, for instance. 
You could operate it for less than one cent an hour 
—perhaps a total of fifty cents a month to get 
scientific lighting. That’s a pretty low rate of in- 
surance on good eyesight for the family, isn’t it?” 


Prospect: “It probably is but I’m not sure that 
this lamp would look well in my living room.” 


@ Bill has overcome all of the main sales re- 
sistance that the prospect could muster by 
steadily plugging away at the advantages and 
quality of the study lamp. As a last resort 
the prospect has injected the weak objection 
about appearance. 


Brit: “I can see that you are discriminating in 
your selection of your home furnishings. There- 
fore, I know that you can see that the designers 
of this lamp did not forget beauty. Notice the slim, 
graceful appearance of the stand. It will harmonize 
with practically any style of interior decoration 
and be a distinct asset to the furnishings of any 
room. Indirect lighting of this type is becoming 
increasingly popular. I’m sure you, too, will be 
well satisfied with this modern lamp. Do you pre- 
fer the table or the floor model?” 


Prospect: (finally deciding) “I believe that | 
like the floor model best. Can you send it out 
today?” 


Biiu: “It will be there before five o’clock. You 
will always be happy that you bought this model 
for it will give you so much comfort and enjoy- 
ment. If you would like to be sure that all the 
lighting in your home is safe for comfortable read- 
ing, | would be glad to arrange to have one of the 
home lighting specialists of the 
power company call and check 
up on it for you with one of the 
new accurate sight meters. There 
is no charge for this service and 
it is always good to know if we 
are asking our eyes to over-work. 


q Bill is not satisfied with merely 
taking the order. He “follows 
through” by capitalizing on the 
interest he has created in better 
lighting. He knows that the 
power company home lighting 
specialist will find a receptive 
audience and that any recom- 
mendations which are made 
very probably will result in 
additional lamp and fixture bus- 
iness for Bill Smith. It’s not 
hard to see why Bill Smith 
makes a success of being an 
electrical dealer. 
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any G-€ 
DISTRIBUTORS 
OFFICE 


— 


Everybody’s talking about G.E.’s New Model AW-24 Washer— 
and all other new G-E washer models. They are all saying, 
“they’re a lot of washer for the money.” Customers see them 
and say it. Distributors, dealers, salesmen, even the most hard- 
boiled service men are saying, “they’re a lot of washer for the 
money.” See them and you will agree. Why pass up a real 


profit opportunity? 


Model AW-24—Features galore—Designed by Lurelle Guild— 
9-lb. capacity—Famous G-E Activator—DeLuxe ‘‘one control’’ 
G-E wringer—2),-in. soft rubber rolls—quiet operation—silent- 
type G-E motor, rubber mounted—only four moving parts—no 
oiling ever required—foot-pedal control—white lacquer cabinet 
—black enameled tub—flared splash rim—flat polished alumi- 
num tub cover—easy-rolling casters—impeller-type pump with 
telescopic swivel nozzle—rubber-covered cord approved by un- 
derwriters—one-year General Electric guarantee. 


Clip and MAIL THE COUPON NOW! 








g{RONG.HOT Ling, 
@ 





x *) } General Electric Company, Section H-542, 
Meichandise Department, Bridgeport, Conn. 
1 want additional information about this New G-E Line. 


| GENERAL @ ELECTRIC 


HOME LAUNDRY EQUIPMENT 


MERCHANDISE DEPARTMENT, GENERAL ELECTRIC COMPANY, BRIDGEPORT, CONNECTICUT 
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HOTPOINT’S 
PLAN AIMS 

AT A CURVE 
LIKE THIS 47s 


ORDINARY 
LOAD CURVES 


LIKE THIS 


APPEAR —_ 


Aaa TT Ya 


Every utility man realizes the great load- building 
potential of electric ranges and water heaters. Hotpoint's 


1935 program provides for 12-month promotion. 


Hotpoint’s year ’round plan for 
building load quickly and progressively 
is meeting with enthusiastic response 
from utility men everywhere. 


This comprehensive program ade- 
quately meets the need for adding profit- 
able revenue every month. It covers five 
major activities with a complete cam- 
paign for each, including sales promo- 
tion and advertising material specially 
designed to support each period. 


See this complete and timely program 
with Hotpoint’s sales contests, advertis- 
ing, sales promotion material, sales train- 
ing and direct factory sales assistance. 
Hotpoint’s experienced and capable Dis- 
trict Managers, Range Specialists, Home 
Economists and Service Men are ready 
to help you in every way to increase your 
1935 range business. 


Spring Campaign now ready 


Hotpoint’s second major activity, the 






ELECTRIC RANGES AND 
WATER HEATERS 


Spring Modernizing Campaign, is now 
ready for release. The Hotpoint District 
Representative in your territory will 
gladly present this material to you and 
go over the whole 1935 program for 
continuous load building. 

We urge you to get in touch with him 


at once, so you may get the story early. 


EDISON GENERAL ELECTRIC APPLIANCE CO., Inc. 
5612 W. Taylor Street, Chicago 









* CALROD—Horpoine’s improved 
Hi-speed Calrod brings a new high 
oe standard to electric range perform- 


ance. It combines remarkable speed 
with amazing durability. 


| THE TREASURE — One of Hotpoint’s new 1935 


' | ranges, with modern styling. Priced surprisingly low. 
















The Graybar Salesman is a part of an experienced 
service of supply, started in the earliest days of 
the Power and Light Industry ... Graybar service to 
utilities includes warehouse stocks and quick, 

intelligent service from 74 conveniently 
located warehouses . .. and a friendly 
understanding of your problems. 


The Graybar Salesman also works in the interest 
of the Power and Light Industry by selling 
thousands of load building devices to home, 
ofice and industry. Lighting equipment, 
motors, radio, refrigeration, a com- 
plete line of electrical appliances, and 
other equipment are all included. 





| Gaigba aR 


Tay COMPANY 


EXECUTIVE OFFICES: GRAYBAR BUILDING, NEW YORK, N. Y 





OFFICES IN 74 PRINCIPAL CITIES 
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THE FORGOTTEN S!UXVICI MAN! 


HE GENERAL ELECTRIC Monitor 

Top cut refrigerator servicing costs 
75%. Expensive dealer service depart- 
ments became unnecessary. Even where 
thousands of General Electric refriger- 
ators have been in use for years, only a 
skeleton organization is required. In one 
territory where there are over 150,000 
Monitor Tops in operation every day, 
many over five years old, the service re- 
quired averages less than 5 minutes per 
machine per year! 


Sealed in ageless steel walls, protected 
from air, dirt, moisture and tampering 
fingers, the amazing trouble-free perform- 
ance of the G-E Monitor Top has built 
matchless good will with its owners. 


Today the recommendation of a friend 
who is a user, is the strongest favorable 
sales influence any household appliance 





can have. Every time an owner tells a 
friend or a neighbor about the amazing 
performance of her General Electric, the 
way is being paved for another sale. In 
every survey “Recommended by a friend” 
takes foremost rank among answers to 
the question “Why did you buy that 
particular make of electric refrigerator?” 


Over 1,500,000 satisfied users now 
enthusiastically recommend their 
General Electric refrigerators to 
friends and neighbors. The G-E 
retailer not only makes more re- 
frigerator sales through “using the 
user,” but finds every G-E refrig- 
erator owner to be a preferred 
prospect for other General Electric 
appliances. General Electric Co., 
Specialty Appliance Sales Dept., 
Sec.DC 2,Nela Park, Cleveland, O. 


GENERAL @ ELECTRIC 


ALL-STEEL REFRIGERATORS 
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“WEATHER DOESN'T BOTHER 


RELIANCE U-R:C: 


WEATHERPROOF WIRES AND CABLES” 


Yes—let'er storm. Any weather and any temperature is a made to order condition 
of service for Reliance U. R. C. Weatherproof Wires and Cables. Ask for 
samples now—see for yourself why these wires and cables make replacement due to 
exposure a thing of the past. ‘‘Reliance’”” Wires and Cables tully conform to U. R. C. 
specifications. Complete saturation with high melting point compound insures long 
life despite the ravages of exposure and overloading. Low temperature pliability 
is provided to meet any bend test or operating requirements. The copper is 
“right” and braids are of best quality. Processes and equipment are not “new” 
to us. Stocks and manufacturing facilities insure of ‘Service’ 


comparable to 
the quality of the product. 


{ Our specification folder will be mailed to you upon request. } 





r AMERICAN STEEL & WIRE COMPANY 
P Waited Seales Seal 8 Ceaptcration editing 


Pacific Coast Distributors 


COLUMBIA STEEL COMPANY 


__SAN FRANCISCO LOS ANGELES PORTLAND SEATTLE 





~~ 
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YOUNGSTOWN 


* Ww 


A never-interrupted program at Youngstown is the promotion 
of metallurgical research. The record of its achievement has 
justified, many-times-over, the time, the money and the effort 
involved. American industry today is profiting from many a 
new alloy, specification and process developed by Youngs- 
town research specialists in advance of industry's need for the 
new discovery. 


THE YOUNGSTOWN SHEET AND TUBE COMPANY 


Manufacturers of Carbon and Alloy Steels 


General Offices ° . YOUNGSTOWN, OHIO 
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Many years ago the instrument specifications of the 
electrical industry were written . .. around Weston 
instruments. Today, and all through this period of a 
half century, those specifications remain unchanged 
. .. for Weston ideals and the dependability of every 
instrument bearing this name have never changed. 


In switchboard instruments, Weston 6” Rectangu- 


lars are accepted as standard the world over. These 
instruments are incomparable in their simplicity of 
construction — the ready accessibility of the move- 
ment for minor adjustment and inspection — their 
space economy; and their bold markings on wide, 
open scales. They can be mounted on metal panels 


WESTON hesiepiies 





WESTON 


Ce 
Y 





without special provision for insulation. The location 
of connection studs permits of standard switchboard 
drillings and interchangeability of instruments. Re- 
sistors where required are mounted externally on the 
back of the instrument, affording a simple, compact 
arrangement. These instruments can also be supplied 
with flush type cases. 

For switchboard use, or any instrument requirement, 
you can assure instrument dependability by making 
the name Weston your guide. Literature describing 
the complete Weston line on request . . . Weston 
Electrical Instrument Corporation, 577 Frelinghuysen 
Avenue, Newark, New Jersey. 





PACIFIC COAST REPRESENTATIVES 


Eicher & Bratt, Cc. F. Henderson, 
420 Market St. 
San Francisco, Calif. 


263 Coleman Bide. 
Seattle, Wash. 


Electrical Engr. Sales Co., 
Subway Terminal Bldg. 
Los Angeles, Calif. 
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YOUR OWN EXPERIENCE SAYS: 
RELIABLE IS THE WORD FOR 


@ Details of transmission line design and con- 


struction go forward with experience to meet 
new conditions. But the real fundamentals of 
high tension lines, which you pioneered in the 
West, remain unchanged, a tribute to sound 
engineering. 

It was the West that gave first recognition to 
the merits of A. C. S. R. for high voltage trans- 
mission. Yours was the first proof, years ago, that 
A. C. S. R. would do exactly what the curves, 


the tables and the calculations said it would. 


Saaz = 
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You had the belief, and you have provided 
the proof, that A. C. S. R. is not only most eco- 
but 


depend on, year after year. 


nomical to build with, most reliable to 

Transmission engineers, now depending more 
than ever on the proved reliability of A. C. S. R., 
owe much to the pioneering spirit and the engi- 
neering foresight of western engineers. It has 
been a distinct privilege to have had the oppor- 


tunity of working with you. Aluminum Company 


of America, 1832 Gulf Building, Pittsburgh, Pa. 
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A Consistent 
Effort for.... 


Higher Efficiency 







Reduced Maintenance 


Lower Operating Cost 


H YDRO plants yield a return in proportion to 
their mechanical efficiency, cost of mainten- 
ance and cost of operation, whether reservoirs are 
filled or whether stream flow must be maintained. 

Any hydraulic power installation—particularly the 

older units—can well justify an analysis to deter- 
mine the possibilities of improving operating char- 
acteristics. The slightest change may produce far- 
reaching economies. 
In the progress of the hydraulic art marked im- 
; provement has been effected in design of water 

wheel buckets, construction of straight flow noz- 
zles, simplification of operating mechanism and de- 

" velopment of automatic devices. Substitution of 
1 these parts has already produced remarkable re- 

sults in many obsolete plants at slight cost, increas- 

ing unit capacities, and decreasing unit operating 

expense and outage time. 
Pelton engineers will gladly assist in any plant 
i analysis, offering their long and intimate experi- 
a ence without obligation. 


FP « 


ie THE PELTON WATER WHEEL COMPANY 


aS HyprAULIC ENGINEERS 
Bea 120 Broadway 2929 Nineteenth St. Paschall Station 
; NEW YORK SAN FRANCISCO PHILADELPHIA 
ne Pacific Coast Representatives for BaLpwin-SoutHwark Corporation, De La Vercne Enoine Co., 
eg Cramp Brass & Iron Founpries Co., and Larner Encineertnc Co., of Philadelphia, Pa. 
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T...: choice of housing for your watt- 


hour meters is, of course, important. To 
meet your requirements, the new G-E Type 
I-20 meters (I-20-A, I-20-B, I-20-C, and 
I-20-S) can be furnished in several styles of 
housings. 


But more important than housing is the 
selection of the meter itself. Upon accurate 
registration depends your revenue—and 
therefore your profits; and we want you to 
consider the features which contribute 
toward making the I-20 meter exceptionally 
accurate under all conditions of service. 


High torque, which insures accurate regis- 
tration for long periods of time. 


Long-range accuracy, which insures cor- 
rect registration from light loads to the heavy 
loads taken by present-day residential con- 
sumers. 


Independence of circuit conditions, 
which means ithat variation in voltage, fre- 
quency, and wave form do not affect per- 
formance. 


Temperature compensation, which allows 
the meters to be installed anywhere, regard- 
less of the most extreme variations in tem- 
perature, and still register with remarkable 
accuracy. 


And of vast importance is the service record. 
The element in the I-20 meter is fundamen- 
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Any Housing You Want 






an ACCURATE 
Watthour Meter 





The ae ee aaa called 
the I-20-A. It fits into every conventional 
installation. If you desire safety discon- 
nect and reconnect features, to take care 
of the new meter sequence, specify Type 
I-20-B. This meter is identical with the 
I-20-A except that it has terminal blocks 
and cover. The I-20-C meter is for the — 
fully protected, completely armored in- _ 
stallations, either indoors or out. We — 
can also furnish the I-20-S meter, which 

is a socket, or plug-in, type. 


i cat on —_ 


tally the same as the element in our well-known I-16 meter, 
and the millions of I-16’s in use, many for more than eight 
years, attest to the reliable and accurate performance of G-E 
watthour meters. 


A new catalog on G-E watthour meters (GEA-615C) is soon 
to be issued. If you will address a request to the nearest G-E 
office, or to General Electric, Dept. 6D-201, Schenectady 
N. Y., we shall be glad to send you a copy as soon as it is 
available. 
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ADE in Type H or unshielded 
constructions, for a wide range of volt- 
ages, single or multiple conductor. 
Shown above, from left to right, are 
the following Roebling Paper Insu- 
lated Cables: 


{1} Three-conductor; Type H; Lead Encased 
{2} Single-conductor Stranded; Lead Encased 
{3} Three-conductor; Belted; Lead Encased 


All Roebling Impregnated-paper- 
insulated Cables meet the design, 
manufacturing, test and guarantee 
specifications prepared by the High 
Tension Cable Committee of the 


Association of Edison Illuminating 
Companies in consultation with the 
Insulated Power Cable Engineers 
Association. 


OVER 60 OTHER TYPES 


Power Cables: Paper; Cambric; Rubber » Parkway 
Cable » Tree Wire » Service Cables » Station Cables 
» Rubber Covered Control Cables » Rubber Covered 
Wires and Cables: Code; Intermediate; 30% and 40°% 
Performance; 35% and 40% Performite; Plain Rubber 
60% Sheath Power Cable and 40% or 60% Sheath Flex- 
ible Cords » Slow Burning Wires and Cables » Weather- 
proof Wires and Cables » Submarine Cables » Portable 
Cords » And a wide variety of other wires and cables. 


JOHN A. ROEBLING’S SONS CO. OF CALIF. 
San Francisco « Los Angeles « Seattle + Portland 


ONLY A FINE PRODUCT MAY BEAR THE NAME ROEBLING 








Roebling Rub er 
Insulated Cable. 


at 





Roebling Varnished Cambric 
Insulated Cable. 
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MOULDED BAKELITE SHIELDS 
PROTECT THE WINDINGS 


CONSTRUCTION FEATURES 


Frame—cast steel with feet cast 
integral. 

Stator Core—twistless, distortion- 
less, and self supporting. 


Stator Windings—Seal Clad; me- 
chanically protected from dust and 


peri Have ee Permanent Coil Protection 


brazed to end rings. 


Dell Reteinde ted in duet ITH the new Seal-Clad construction, intro- 
tight cartridges. duced by Allis-Chalmers, induction motors are 
Sleeve Bearings—sealed enclosure now provided with hard, smooth Bakelite shields sealed 
prevents entrance of dust and dirt : a : 

end escape of lubricant. over the stator coils, giving protection against damage 


from metallic dust, grit, oil, moisture, mild acids and 
other agents injurious to insulation. 


SEAL-CLAD motors are of the open type and are built 
in ratings up to 25 hp, 1800 rpm. 


See nearest Allis-Chalmers district office or write for 
Leaflet 2182. 





ALLIS-CHALMERS MANUFACTURING COMPANY 
MILWAUKEE, WISCONSIN 


ALLIS-QCHALMERS 
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With the New Oil-Circuit 
Recloser You! Can 
REDUCE LINE MAINTENANCE 

IMPROVE SERVICE 

GET BETTER PROTECTION 

on outlying and low-capacity lines 


Here’s Why: The oil circuit recloser’ provides all the 
advantages of larger automatic reclosing 
equipments for lines which produce small revenues. When a 
fault eccurs, the recloser clears the line and then automatically 
' recloses. After reclosure if the fault is cleared, it resets for 
another complete duty cycle. It will clear any number of 
momentary faults without attention and with minimum service 
outage. On sustained faults it locks out after a predetermined 
number of reclosures. It will reduce patrol work and confine 
service outages to the short-circuited line. @ Here is the answer 
to the problem of automatic fault protection for your outlying 
__ and low-capacity lines. For details, ask for Bulletin GEA-2003. 
Address the nearest G-E office, or General Eiectric, Dept. 
6—-201, Schenectady, N. Y. : 


sii is a os ciel 


810-53 


GENERAL & ELECTRIC 
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ELECTRICAL WEST 


Devoted to the economic production, transmission and distribution of electric power and 
its application to industry, commerce and the home in the Pacific Empire, and to the sale 
and distribution of electrical utilization devices, equipment and appliances in that area 


February 1935 


Figures Show Recovery Has Started 


XAMINATION and analysis of 
the statistics for the light and 
power industry of the 1] West- 

ern states for 1934 show that the re- 
covery from the depression lows which 
started in the middle of 1933 has car- 
ried the industry forward throughout 
the year to figures that approach the 
1930 peaks in many jnstances. Al- 
though disquieting factors clouded the 
horizon and still, to a degree, obscure 
the future, the trend is unmistakenly 
upward. Confidence has been restored 
and hope renewed as a result of the 
gains which the past year has shown. 

Here briefly is the record told by the 
figures: Energy generation increased 
6 per cent over 1933 to 15,049,085,000 
kw.-hr. Gross revenues showed a gain 
of $11,000,000 or 5 per cent. The 
total number of customers served ap- 
proached within 1.5 per cent of the all 


Table I—Central Station 


Energy Generated (millions of kw.-hr.). 
Energy Generated in Hydro Plants 
Energy Generated in Steam Plants 
Percentage of Total Energy Produced by Hydro 
Gross Revenue from Sale of Energy..... 
Capital Expenditures 
Maintenance Expenditures 
Total Customers 

Domestic Customers 

Farm Customers 

Installed Generator Capacity (kw.) 


Installed Hydro Generator Capacity (kw.) 


*Based on ten months’ operations. 
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(millions of kw.-hr.) 


(millions of kw.-hr.) 


time record of 1931, the gain for 1934 
having been 68,750 bringing the total 
to 3,222,901. Estimated expenditures 
for extensions, replacements and main- 
tenance for 1935 are $36,800,000, an 
increase of 16 per cent. This is exclu- 
sive of the millions to be spent on va- 
rious Federal and district power pro- 
jects in this area. 

Among other noteworthy and signifi- 
cant facts revealed by the comparative 
statistics are the effects of the drouth 
which caused an increase of 59 per cent 
in the amount of steam generated energy 
required to serve this territory, with a 
consequent increase in operating expen- 
ses. For the first time in history the 
installed capacity of generating plants 
reported to the U.S.G.S. declined, the 
drop being 17,838 kw. Thus time and 
obsolescence take their toll. However, 
the coming three years will tell a dif- 


Operations in 11 Western 


11 Western States 
1933 1934* 
14,198,112 15,049,085 


12,405,929 12,196,284 
1,792,183 2,852,801 
87.9 80.4 
$223,000,000 $234,000,000 
$21,200,000 $25,100,000 
$10,500,000 $11,700,000 
3,164,151 3,222,901 
2,480,245 2,534,423 
183,665 188,300 
5,351,416 5,333,578 
3,422,870 3,410,615 


ferent story with the initial installations 
at the Diablo, Boulder and the Bonne- 
ville hydro plants scheduled for com- 
pletion. 

Mounting taxes constitute a serious 
problem. A study by E.E.I. estimates 
that government took 13.9 per cent of 
all revenue in 1934. 

As the industry goes into 1935, there 
are more favorable entries on the bal- 
ance sheet than there are unfavorable. 
Uncertainties as to legislative and po- 
litical action are offset by the general 
stability of the operating companies. 
Rates are trending downward as use 
increases due to the national acceptance 
of the electrical idea. Load and output 
are growing as general business im- 
proves. All together 1935 should show 
ereater than 1934. 
If it does, the industry has no cause for 


gains as great or 


worry. 
States, 1933 and 1934 
Per Cent 
United States 1l Western States 
1933 1934* of Total U.S 
85,401,732 90,140,000 16.7 
34,427,418 32,620,000 37.4 
50,974,314 57,520,000 5.0 
40.3 36.2 
$1,773,000,000 $1,833,000,000 
$170,000,000 $201,000,000 
$84,464,000 $93,350,000 
24,295,515 24,85 189 ) 
20,004,098 520,870 4 
8 731.67 5 
6,205,24 ,832,878 4 
9,767,243 96,510 





ena. 











Table I]—Energy Generated in Public Utility Plants of 11 Western States, 1924-1934 





State 1924 





ENERGY GENERATED (THOUSANDS OF KW.-HR.) 


1925 


1926 


1927 


1928 1929 


1930 1931 1932 1933 1934* 
COD Fe oo ono hobs tasers 5,566,440 6,215,813 6,898,620 7,355,548 7,979,837 8,849,622 8,948,326 8,796,177 7,948,505 8,023,242 8,542,815 
EE wit tos ceckiodaessase 678,394 729,859 831,135 844,654 1,040,743 1,161,386 1,219,250 1,176,987 968,980 965,748 994,369 
WOO 0c ov ccicde consider 1,503,560 1,623,007 1,807,792 2,121,939 2,361,024 2,552,325. 2,555,233 2,572,134 2,486,754 2,438,832 2,634,886 
PUGURES | bois 8 6 ca 0k's cc chnseenens 41,623 39,703 36,840 51,236 54,935 43,840 42,895 19,006 32,749 24,231 32,941 
SOON Aids Ase san b'h'y Ses on bse 266,946 339,967 349,604 338,067 282,791 402,005 292,550 276,483 275,476 327,379 195,976 
ROE 56 exces dacsiencavntag 153,196 130,531 172,243 278,559 335,755 283,023 384,443 404,309 280,898 295,688 340,381 
Maw TRIO ans vckvecvcesvves 19,913 21,787 25,993 33,462 52,326 67,179 75,871 179,658 157,611 157,482 170,332 
CORRGED: <n eweadndsvevesedcsen 490,030 522,892 561,962 551,173 541,150 563,813 573,341 528,817 478,263 459,453 502,815 
WHOM oie cs sicwert serene ees 53,556 55,544 59,381 66,493 83,931 98,665 98,215 94,539 84,633 78,964 88,958 
SRN iekcscbst ston kxareratenss 792,532 754,079 810,789 806,402 947,709 894,417 911,709 796,484 584,589 594,428 689,246 
DACRE 65s cin s'<0 oot ndeeacsneces 1,145,285 1,262,629 1,407,903 1,394,655 1,619,351 1,613,688 1,319,800 966,097 635,093 922,814 856,365 
*12 months ending November 30. 
Table IlI—Classification of Central Station Customers, 1933 and 1934 

Total Electric Customers Domestic Customers* cean Four Oamean ssuieeenes Geuelies 

State 1933 1934 Change 1933 1934 Change 1933 1934 Change 1933 1934 Change 
rr eee 1,868,498 1,899,720 +31,222 1,492,397 1,515,357 +22,960 258,634 264,802 +6,168 117,467 119,561 -+-2,094 
QEEBON cecccccccectocvescesosss 236,927 245,760 +8,833 183,052 190,115 +7,063 33,676 34,307 +631 20,199 21,338 +1,139 
WRI Sins cebapceccectusas 424,377 434,216 +9,839 322,017 329,771 +7,754 59,804 59,974 +170 42,556 44,471 +1,915 
ROU hive c .0.506c0stcoescecenn 17,492 18,423 +931 13,313 14,325 +922 3,169 3,176 +7 1,010 1,012 +2 
CUM. dite dns ob nk eSnie pees setnn 109,128 112,484 +3,356 81,414 84,433 +8,019 11,711 11,852 +141 16,003 16,199 +196 
RIRITRE | 9006s cencsdsonsdtcvess 70,268 72,968 +2,700 53,008 55,491 +2,483 9,831 9,918 +87 7,429 7,559 +1306 
New Maxleo ....ssccccescnccces 34,754 35,218 +464 26,427 26,747 +8,200 6,275 6,414 +139 2,052 2,057 +5 
GOMMMRES 6 oo dis ccc vcdticccccccese - 204,220 207,145 +2,925 161,330 163,897 +2,567 28,607 28,839 +232 14,283 14,409 +126 
WHOMMME co cceccsccvccsiccces eose 32,776 33,254 +478 25,697 26,402 +705 5,856 5,713 —142 1,223 1,139 —84 
TRRRD evccvcesssensies ccvccceece 78,617 82,297 +3,780 53,295 56,068 +2,773 11,801 12,177 +876 13,421 14,052 +631 
OIE 56.6 n dees vadsnneendak ons 87,194 91,416 +4,222 68,295 71,817 +3,522 15,366 16,012 +646 3,533 3,587 +54 
11 Western States.............. 8,164,151 3,222,901 +68,750 2,480,245 2,534,423 -+56,968 444,730 453,184 +8,454 239,176 245,384 +6,208 
Total United States............. 24,295,515 24,855,989 -+-560,474 20,004,098 20,520,870 +6516,772 3,697,324 3,734,293 -+36,969 694,093 600,826 +6,733 


*In irrigated regions farm customers included under Wholesale Power and Miscellaneous. 


Table V—Generator Capacity in Utility Plants, 1934* 











Total 
State Com. Plants Capacity 

panies? Kw. 
SemOG: sakbasseess 7 28 310,599 
ere ee eer 18 48 226,980 
WN ck 6 xc0ne 20 35 43,527 
Cole: wavaseccsdci 28 68 233,888 
New Mexico ......... 17 29 85,911 
RT ce cekne 450-0800 19 44 143,621 
RU. Sst chevteeeceans 20 55 135,790 
PR A vac dseedkanne 5 11 11,327 
Washington ......... 28 70 893,134 
CN Akin via seeacen 21 64 336,954 
ee 29 151 2,911,847 
11 Western States.... 212 603 5,333,578 
United States ........ 1,590 3,819 35,832,878 


1,346 





—Generator Capacity of Plants Operated By——— ———__________, 


—————_One Ty pe of Prime Mover———_-—___,, -—Combination of Two or More Types———, 


Water Power 


No. Kw. 
15 299,610 
41 222,990 

8 15,580 
21 53,652 
1 200 
ll 87,050 
50 89,312 
7 8,895 
45 706,434 
40 174,454 


116 1,742,193 
355 3,400,370 
9,533,450 


Steam Power Internal Comb. Total Water Steam Comb. 
Engines Power Power Engines 

No. Kw. No. No. Kw. No. Kw. Kw. Kw. 
7 7,863 3 1,448 3 1,678 268 445 965 
3 1,100 1,300 3 1,590 980 0 610 
17 24,307 g 2,940 1 700 400 300 0 
33 172,791 9 5,151 5 2,294 1,344 175 775 
12 76,861 12 4,399 4 4,451 808 1,617 2,026 
9 30,790 17 4,870 7 20,911 0 2,657 18,254 
41,000 2 1,833 2 3,645 1,520 0 2,125 
0 0 2 1,000 2 1,432 396 600 436 
15 182,270 2 173 8 4,257 2,299 880 1,078 
15 155,710 5 1,690 4 5,100 2,030 500 2,570 
29 1,163,275 6 6,014 1 365 200 0 165 
141 1,855,967 67 39,818 40 46,423 10,245 7,174 29,004 
1,338 24,977,056 851 399,469 284 922,903 263,060 543,810 116,033 


_——e—e—e—e—e—e———e—eeeeeEeEeaeaEaEeEaeaeaeaeaeEaEaaaaeeeeeeeeeeEeEeEeEeEeEeEeeEeeeeeaeeEeEEeeeeeeeeeeEeeeeeeEEEEeEeeeEEEeEeEEeeee—e—————eeeEeEeEeeeeee———ESEE———SSESSS 


*Data from U. S. Geological Survey. 


, | Includes all public utility plants of 100 kw. or larger and embraces also electric railway and other plants gener- 
ating energy used for public utility purposes. 


tIncludes private companies and municipalities that have generating plants. Excludes those purchasing all their energy. 
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Opportunities for 1935 + + + 











We Offer the Best Value 
In the Market Place 


F WE were to accept the conclusions 

of many financial writers and other 
minor prophets, the outlook for the 
utilities in 1935 is not promising. It 
would appear that it has become the 
vogue with a considerable group of 
commentators, under the influence of 
dark forebodings, in part engendered 
by political fulminations, to write dis- 
couragingly on the future of the utili- 
ties. As in the case of many popular 
fashions or vogues, this one has been 
somewhat overdone. The picture is not 
so dark as it seems to those who have 
concentrated their gaze upon the dark 
side. 

Many of the dreadful things with 
which the utilities are said to be faced 
are in the category of things which 
“may happen.” We can conjure up all 
sorts of dreadful things which “may 
happen” to our economic structures— 
public and private. Yet I daresay that 
if the administrators of government and 
our legislators are so unwise and unjust, 
not to say utterly stupid, as to do all the 
things which the utility bears say they 
are going to do to the utilities, then 
their other policies probably will be so 
destructive in other directions as to 
leave the utilities in a relatively favor- 
able position. We should prefer to 
believe that there is enough common 
sense left in government to prevent ex- 
cessive abuse, and that those who inter- 
pret threats too literally and look on 
the dark side, are wrong. In any event, 
it is the part of practical wisdom to 
adopt the trouper’s creed, that “the 
show must go on.” In that spirit let 
us throw the spotlight on the oppor- 
tunities rather than the obstacles of 
1935. Since the wailing wall is already 
overcrowded, let us betake ourselves to 
the clearer and more refreshing, albeit 
thinner air of the mountain-top, from 
which vantage point we may discover 
the more pleasing, and overlook the 
meaner, aspects of the situation. 

This is the advertising age. It is 
also the electrical age. No business 
and no service in America is today re- 
ceiving even half so much advertising 
as is the electrical industry. True, not 
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Executive Vice-President, Southern 


California Edison Co. 


all of this advertising is favorable, or 
intended to be so, but there is consider- 
able truth in the idea behind the state- 
ment said to have been made to a news 
editor by a once prominent politician: 


“I don’t care what you say about 
me, but for God’s sake, keep say- 
ing something.” 

Now, whatever else may be said of 
the volumes of free publicity which is 
being given today to the electrical in- 
dustry, we should be grateful for the 
fact that this publicity is hammering 





Utilities... 





in upon the consciousness of the Amer- 
ican people each day, and from many 
different sources, this central idea: 
“Electricity, electric service in the home, 
on the farm, in the store and factory, 
or wherever it is utilized, is the most 
important element in life.” 

The greatest propaganda machine 
which the world has ever seen has been 
developed by the present national ad- 
ministration, and a principal effort of 
this great machine is devoted to em- 
phasizing the importance in American 
life of the very service which the elec- 
tric utilities are furnishing. As a con- 
sequence, the American public is elec- 
tric-minded today as never before. The 
great competition which we must meet 
is competition for the consumer’s dol- 
lar and in that competition the battle 
is half won when the desire for your 
service is created in the mind of the 
consumer. It is reasonable to assume 
that this constant emphasis upon the 
value of electricity in the achievement 
of “the more abundant life” is creating 
desires for increased electric service in 
tens of thousands of homes and busi- 
ness establishments. That is our oppor- 
tunity. 


Furthermore, we of the electric indus- 
try know that the values we have to 
offer are the best values in the market. 
We know that the dollar spent on elec- 
tric service brings the greatest return in 
human comfort, in assistance to the 
work of mankind wherever it is carried 
on, of any dollar spent by the con- 
sumer. We can take a just and honest 
pride in the fact that we have kept 
abreast of the advancing tide, both in 
standards of service and in reduced 
charges for that service. We are pre- 
pared to meet the challenge of all who 
dispute these claims. 

The year 1934 brought concrete 
proof of the growing appreciation of 
the values of electric service. We find 
the proof in the fact that in 1934, 500,- 
000 families were added to the number 
of domestic consumers in the United 
States; in the fact that in that year the 
use of electricity for domestic purposes 
reached the highest point in our history. 
In 1934, 1,300,000 new electric refrig- 
erators were sold and probably at least 
twice as many radios. The increasing 
demand for and intense interest in air- 
conditioning equipment is evident on 
every. hand, and in that undeveloped 
field there lies the greatest opportunity 
presented to any of America’s indus- 
tries today. To those who are asking 
“What is to be America’s next great 
new industrial development?” we are 
prepared to answer, and it is: “Air- 
conditioning.” 

Here then, is our answer to those who 
are mourning over the outlook for the 
electric utilities: 

Far from being decadent, we claim 
to be both the most progressive and 
aggressive group in America. The de- 
mand for our service is being promoted 
by the greatest publicity campaign in 
the world today. We are prepared to 
meet that demand. We have the goods 
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and the man-power, and we offer the 
greatest value for the consumer’s dollar 
that can be obtained. If the American 
people honestly mean to attain the 
more abundant life, we propose to be 
the principal agency in the attainment 
of their objective. We will be most 


instrumental in increasing production, 
in advancing human comfort and in 
increasing the pleasure of work. If 
America is going forward, we propose 
to lead the advance. There are ob- 
stacles, of course, but we have met them 


before. And, finally, if it should be 


true, as some of the more discouraged 
insist, that the United States is approach 
ing the end of its great and glorious 
epoch, we shall still insist that the elec- 
tric utilities will be there at the finish, 
still on their feet, and still crying 
“Forward!” 


Manufacturers Hopeful as Customer 


Demand Quickens 


O prognostication for the future 

can be attempted without some 

reference to the past. While it is 
an old axiom that coming events cast 
their shadow, it is also a recognized fact 
on the part of manufacturers that trends 
for the coming year are indicated in 
business of the year previous. 

As we in this company—and our op- 
erations are typical—take stock of the 
year just past, we find the following 
conditions prevailed. From the first 
of 1934 up until June, our business 
throughout the eleven Western states 
was definitely on the up grade. From 
June until after November 6 the Epic 
cloud hovering over California defi- 
nitely retarded our business in this area. 
Throughout the Pacific Northwest and 
the great Southwest business continued 
to improve, but throughout California it 
fell off sharply. Our Texas and Colo- 
rado plants showed continual gains, 
while our Los Angeles and San Fran- 
cisco plants either showed declines or 
no progress. 

Since November all sections of the 
eleven Western states in which we oper- 
ate have shown a definite improvement 
as far as all phases of our business are 
concerned. In some sections of the West 
the change has been most marked; in 
other sections, very slight. 

Business for the electrical manufac- 
turer in the West may be divided into 
three broad market classifications: first, 
the consuming public; second, the in- 
dustrial consumer; third, the agricul- 
tural consumer. 

While past experience leads us to 
feel it will be March or April before 
there is any marked building improve- 
ment, we have already noticed a quick- 
ening in this phase of general consumer 
demand through the activities of the 
National Housing Act. This move on the 
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part of the federal government, in which 
most manufacturers connected with 
building are taking an active coopera- 
tive part, is also the long needed tonic 
for building and loan associations. 
These associations, which have been 
more or less quiescent during the past 
three or four years, are now taking a 
new lease on life and with government 
assistance and guarantee of government 
support, are again loaning money for 
building, buying and refinancing. 





Manufacturers... 





Industrial improvement is very 
marked. In the first place, government 
activity has again started the wheels 
moving in the industrial field. Moneys 
appropriated for such projects as 
Boulder Dam and Grand Coulee Dam in 
the Pacific Northwest have constituted 
a source of business for California 
manufacturers. The activities of various 
other government agencies, such as the 
CCC and the SERA, have also stimu- 
lated the sale of electrical equipment. 

The systematic and energetic activity 
of the various electrical utilities of the 
West have been invaluable in stimulat- 
ing business, not only from the general 
public, but from the industrial field 
as well. 


As a direct result of the NRA Code, a 
better understanding has been built 
among not only the manufacturers of 
electrical equipment, but among the 
manufacturers of electrical appliances 
and the utilities themselves. It has elimi- 
nated many of the unfair trade practices 


in our line, and the united efforts on the 
part of all three groups to increase the 
electrical load and the outlet for ap- 
pliances and equipment. 

It is hardly necessary to mention the 
marked development which has taken 
place during the past six months in 
agricultural areas. In California and the 
Pacific Northwest farmers and ranchers 
are for the first time in a position to 
buy new farm equipment and new elec- 
trical equipment. Crop and live stock 
prices have increased in some instances 
as high as sixty per cent. California 
citrus crops will this year be bigger than 
ever before. This fact, coupled with the 
disastrous frost in Florida, assures Cali- 
fornia citrus growers of a good profit 
on their fruits in Eastern markets. From 
the manufacturers of electrically pow- 
ered agricultural equipment we learn 
that all are experiencing an increase in 
business. 

On the basis of these very definite 
trends, we feel that the year 1935 will 
be better than any experienced since 
prior to the depression. We believe that 
the gradual move towards business 
normalcy can be likened to the period 
directly following the Great World War. 
During this period we husbanded our 
resources, we gave that our troops in 
Europe might be better equipped to 
battle the enemy. Our morale was 
better during that period than it has 
been from 1930 to 1934. It is always 
easier to arouse national enthusiasm 
and maintain morale in case of actual 
warfare, than it is in case of economic 
warfare. Regardless of this variance in 
conditions, recovery after a war or after 
a depression is much the same. Industry 
and individuals have deprived them- 
selves to support the government, aid 
the unemployed, protect their own inter- 
ests, during a period when national fear 
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was very great, national morale very 
low. 

Today fear has nearly vanished from 
the national scheme of things. Our 
manufacturers and our citizens have 
come to realize that, regardless of what 
may happen, America is going forward. 


Monetary policies may remain uncer- 
tain, our political and economic struc- 
tures may change, but through it all 
will be noted a steady and sure advance- 
ment on the part of each of the forty- 
eight states that comprise this 


great 
Union. 


What 1955 Offers the Dealer 
of Electrical Appliances 


ROPHESY may be dangerous, but 

surely there can be no reason why 
one cannot face the future courageously 
when the facts of today are such a 
strong index of what may reasonably be 
expected tomorrow. In this spirit, as 
a dealer, I can at least speculate as to 
what 1935 can mean to us and to our 
organization if we are alert to our op- 
portunities, as we have every intention 
of being. I am sure, furthermore, that 
if any other dealer will pause to reflect 
with me over the aspects of business at 
the present time he will come, as | do, 
to the conclusion that the year 1935 
shall be one of genuine opportunity. 

On what do | base my optimism? 
Suppose we review the progress of re- 
tail business at the end of the 
twelve months. 

General conditions in business, espe- 
cially in retail business, have given us 
enough evidence to assure us of reason- 
able improvement in all lines. With 
increased employment, so far as elec- 
trical appliances for home use are con- 
cerned, I feel that there is more than 
a reasonable expectancy for a substan- 
tial volume. 

The sale of such appliances have 


past 


J. T. TEMPLETON 





February, 1935 — Electrical West 


By J. T. TEMPLETON 


Colvin-Templeton Co., Inc., Dealer and 
Distributor, San Francisco 


back of them these strong influences: 

First, the United States Government, 
with its electrification program, is giv- 
ing to electrical appliances a wealth of 
publicity which cannot help but stimu- 
late interest and make it easier for the 
alert dealer to continue this interest 
through to the consummation of a sale. 
Not only is the government giving pub- 
licity to electricity but it is making it 
possible for families to purchase the 
major appliances as a part of its pro- 
gram for better homes and home mod- 
ernization. To the dealer this means 
both help and moral backing from the 
government. 
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Second, it has become imperative for 
the public service companies of the 
West to increase their load. This they 
are endeavoring to do with every rea- 
sonable inducement in the way of pro- 
motional rates for the householder. For 
the dealer this removes one of his for- 
mer sales obstacles, that of cost of oper- 
ation, and should materially assist him 
to convert more of his prospects into 
users. 

Third, the manufacturers of electrical 
wares now feel that business conditions 
have improved sufficiently to warrant 
them to give an order to go ahead with 
production schedules, with sales and 
with advertising. Many factories have 
spent hundreds of thousands of dollars 
to increase or at least to get their pro- 
duction facilities in shape to produce 
a larger volume of the products we sell. 


This means that stock will be available 
to the dealer and that he can sell with 
an assurance that he can make deliv- 
eries to his customer. 

Fourth, the publicity and merchan- 
dising that will be done in 1935 through 
the cooperative efforts of manufacturers, 
distributors and retailers will be quite 
an impetus, one that will reflect itself 
in a more energetic selling spirit. In 
the West here there will be some spe- 
cific line or appliance pushed each 
month throughout the year in some 
cooperative campaign. 

Fifth, another thing is the fact that 
the machinery is set up in such a way 
as to finance the sales appliances on 
such a liberal basis that it will be pos- 
sible for what we have come to term 
the class C, D, and even E purchasers 
to avail themselves of these appliances 
This in itself will contribute materially 
to increase the dealer’s volume. 

Justification for all of the foregoing, 
to my mind, is based on the premise 
that practically every housewife who 
has not a modern kitchen, or the appli- 
ances to make it such, is already thor- 
oughly sold on the idea. The desire 
has been created. It has been sold to 
her by every home magazine, by every 
exhibit of home modernization, by the 
world’s fair at Chicago, by radio and 
by neighborly example. At the earliest 
opportunity that housewife will buy the 
appliances to consummate this desire 


for a modern home, with its modern 
electrical kitchen. 

But the business will not just fall 
into our hands without effort. In fact 


the amount of business each of us as 
retailers secures will depend wholly 
upon the amount of effort we put forth 

effort in advertising, in display, in 
demonstrations, in merchandising of all 
kinds. It has been many years since 
the people of the classes I have referred 
to have had the opportunity that will 
be theirs in 1935 to avail themselves of 
the appliances we have to offer them. 

In the refrigerator field alone, the 
best estimates available. those made 
upon facts which have some foundation, 
place the total of refrigerators sold in 
1934 at something near 1,400,000 units. 
I feel certain that we have a right to 


expect the sale of between 1,900,000 
and 2,000,000 units in 1935. 
Now it may be inferred from what 


I have said that we should expect, in 
the West, to sell a great volume of the 
type of appliance which has been de- 
veloped by the manufacturers for the 
TVA. Yet it must be remembered that 
these were developed to meet a specif 
problem, one which is not to be found 
duplicated to any extent in the West. 
Except for small apartments, these ap 
pliances have not proved successful in 
our dealer 
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they are not a profitable item. In fact 
they cannot be profitable to anyone 
concerned in the operation. Since their 
first announcement we have found a 
decided swing by the public back to 
the larger. models and better merchan- 
dise. 

I have said that the opportunities are 
here for dealers in 1935. Perhaps I 
would be remiss if I did not complete 
the thought with a reminder—it is one 
we all seem to need, no matter how 
many times we have heard it before— 
of how each dealer must prepare him- 
self and his salespeople to seize the 
opportunities the year presents. 

The secret, if it is a secret, to my 
mind, has always been and always will 
be—tbetter trained salespeople. In our 
own organization we insist upon having 
each salesman make the complete and 
overall demonstration of an appliance 
to his purchaser. Each man gives the 
same demonstration in the same way, 
with the single exception that it is in his 
own language. This demonstration has 
been developed to bring into it every 
selling feature of the appliance, every 
benefit which the prospect may expect 
to receive from its use in his own home. 
When the prospect has had this demon- 
stration in full we feel that no matter 
how much shopping about he does sub- 
sequently, we can feel safe that our pro- 
duct will remain most prominently in 
his memory, that it will bring him back 
to buy if anything can bring him back. 
Because our own organization is both 
distributor and dealer I know from ex- 
perience one policy is of vital impor- 
tance to both. It makes for that feel- 
ing of security and faith so important 
to good clean selling. I refer to the 
policy of strict control of distribution 
through established and _ franchised 
dealers. By this policy the dealer is 
assured that his distributor is fair with 
him, and that the privilege to sell that 
distributor’s merchandise is a real privi- 
lege. It means that much of the chisel- 
ing which is so damaging to price ad- 
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herence on good merchandise is stopped 
at its source. The dealer can stand by 
his price with a full assurance that 
his own distributor will not defeat him 
by selling around him through any 
other type of dealer outlet from which 
the purchaser may be able, through 
friendship or other forms of reciprocity, 
to exact a lower price at the sacrifice 
of the legitimate profit margin. 

This has always seemed to me to be 
the foundation for a good operation, 
since it is the very backbone of success- 
ful selling—confidence in the product 
and in the manufacturer and distribu- 
tor of it. 


Selling requires technique and policy 
as well as opportunity in order to mean 
anything to the dealer. For these rea- 
sons I emphasize the need for sound 
methods of selling, and strong distribu- 
tion policies as a corollary of the op- 
portunities that I believe are to be 
found today. With the application of 
good selling methods, backed by sub- 
stantial and fair-minded policies, and 
with the excellent merchandise that is 
now available, the dealer can take full 
advantage of the opportunities that 
better business conditions, government 
help and sanction, and well organized 
cooperative activities offer him in 1935. 


Let the Contractor Become 


A Creative Salesman 


By S. G. HEPLER 


Arrow Electric Co., Seattle, Wash., 
Chairman, 11th Region, 
Electrical Contracting Code Authority 


ROSPECTS for the electrical con- 

tracting industry during 1935 will 
depend primarily upon an equitable 
solution of the long-standing problem 
of distribution. There are other fac- 
tors which tend to make the outlook 
promising, but if the contractor is to 
assume his former high place in the 
industry, his business must be made 
profitable, and there can be no profit 
until the channels of distribution are 
cleared of the flotsam and jetsam accu- 
mulated during recent years. 
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The contractor has been accused of 
lack of salesmanship, but if salesman 
ship has been lacking, the fault does 
not rest solely with him. It is the re- 
sult of a combination of circumstances 
largely beyond his control. A dearth 
of business, not only for the contractor 
but for the wholesaler and manufac- 
turer as well, coupled with the anxiety 
of these other branches to get what they 
thought was a fair share of the available 
volume, forced the contractor into a 
mad scramble to get his proportion of 
what is actually staple wiring business. 


Under these conditions, creative sales- 
manship was not only decidedly un- 
profitable but futile as well. 

There can be no argument that expe- 
rience has proved that there is but one 
most logical and efficient method for 
the distribution of electrical merchan- 
dise and supplies, and that is from 
manufacturer—to wholesaler—to con- 
tractor or dealer—to consumer. Other 
branches of the industry have had 
doubts as to the efficacy of this system, 
but the contractor will not quarrel with 
them. He believes in this system and 
is back of it. However, he has been 
annoyed at some points, such as in the 
case of certain classes of industrial 
sales, he has been by-passed by the 
wholesaler. Wholesalers in turn have 
met with similar treatment from manu- 
facturers. 

These manufacturers claimed that 
business conditions warranted experi- 
ments in distribution, that the whole- 
saler was lax in his sales efforts. The 
wholesaler retorted with the charge that 
his margin precluded business develop- 
ment activities. The contractor object- 
ed because industrial accounts were sold 
direct. Each branch met charge with 
countercharge, accusation with indict- 
ment. The accumulative result has 
been chaos, losses, suspicion, and irrita- 
tion that have not been good for the 
industry as a whole. 

These things are a matter of record. 
They have been cussed and discussed 
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for several years with no approach to 
an equitable settlement. However, con- 
ditions have changed, and it is this 
which leads me to be optimistic about 
1935. 

To me it appears that the whole- 
salers’ and contractors’ codes, properly 
coordinated with the manufacturers’ 
code, are going to clarify the situation. 
These codes with their definitions of the 
functions of each branch of the indus- 
try which they cover, are going to lay 
a foundation for understanding and co- 
operation. Now for the first time, 
there is an instrumentality which will 
permit these branches of the industry 
to get together on a business develop- 
ment program. Whether or not the 
codes remain as permanent institutions, 
the opportunity is here today to pave 
the way for harmony and understand- 
ing. 

With the contractor working in his 
natural field, that is, with the consumer 


of electrical supplies to create new bus- 
iness and with the wholesaler acting in 
his capacity of advisor and sales spec- 
ialist, there is bound to be profit for 
all concerned. The contractor can as- 
sume some of the sales burden hitherto 
carried by the wholesaler and in return 
can reduce the latter’s cost of selling. 
The number of the whalesalers’ ac- 
counts will be reduced and his effect- 
iveness increased. The sphere of the 
contractor would be broadened and 
made more attractive, that of the whole- 
saler would be concentrated. 

Under such circumstances what man- 
ufacturer can question the logic or the 
effectiveness of the manufacturer—to 
wholesaler—to contractor—to consumer 
theory of distribution? This is how 
the codes can be used to solve a prob- 
lem that has vexed the whole industry. 
With its solution will come benefits in 
which the whole industry may partici- 
pate. 


Bargains in Convenience Should 
Bring More Business 


LECTRICAL wholesalers of the 

Pacific Coast are looking forward 
to the coming months of 1935 with 
optimism. Business in 1934 in this 
territory exceeded that of the previous 
year by more than twenty per cent. The 
improvement in 1935 is expected to 
equal or exceed the gains registered 
last year. The regions where sales have 
been the lowest are the ones making 
the best showing today, which is a rep- 
etition of the events of all past depres- 
sions. 

One need not look far to discover the 
source of this additional business. Re- 
pressed wants, needs and desires of the 
American public, coupled with obso- 
lescence in the home, the factory, the 
store and the office simply reached the 
breaking point. These unsatisfied re- 
quirements outweighed the many com- 
plexities of existing circumstances in 
business and government, which had 
caused money to be saved and hoarded 
during the previous four years. As a 
result people went out and bought con- 
venience and it so happens that the 
electrical industry had big bargains to 
offer in this particular field. And our 
bargains in convenience are by no 
means exhausted because old appliances 
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are being improved, new appliances and 
services are being offered and our prices 
are doubly attractive. 

Merchandise showed the largest in- 
crease last year and this improvement 
is carrying over into 1935. The unit 
sale on merchandise was appreciably 
higher than .for previous years, indi- 
cating that refrigerators, ranges, wash- 
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ers, ironers and other heavy appliances 
are being purchased in large volume. 
Incidentally, a decided improvement in 
the electric range business is confident- 
ly anticipated in 1935. 

Industrial sales began to increase to- 
ward the close of the year as factories 
expanded production or were forced by 
obsolescence to revamp their electrical 
systems. With the general business im- 
provement in this territory continuing, 
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sales to his classification are expected 
to expand. Supply lines are beginning 
to feel the stimulation of the Federal 
Housing Administration program and 
as title II of this act begins to function, 
further improvement is expected. There 
is a definite shortage of housing facil- 
ities in many sections of the West and 
the FHA program is certain to result in 
more building construction. 

Relations of the electrical wholesaler 
with other branches of the industry 
were never more promising. The code 
of the electrical construction industry 
has brought stability in prices, ma- 
terials and workmanship. The educa- 
tional work which the code has neces- 
sitated among electrical contractors has 
been good for the whole electrical in- 
dustry. 

Manufacturers, after experiments 
afield, now recognize that the whole- 
saler is entitled to a fair margin for 
his creative sales work. Codes have 
brought market stability and this, in 
turn, has brought industry unity and 
industry harmony. 

Business promotional activities of the 
utilities, particularly in the creation of 
domestic load, have reflected tangibly 
on the business of the wholesaler. In 
practically every district in this West- 
ern territory the wholesalers are work- 
ing more closely with the power com- 
panies in the stimulation of appliance 
load. Rates, prices and financing ar- 
rangements today are such that extra 
sales effort on appliance lines will 
bring to the wholesaler both volume 
and profits. 

The optimistic tenor of this state- 
ment regarding the prospects of the 
wholesaler for 1935 should be quali- 
fied. Business is going to be good 
for the salesman. Out of the unfor- 
tunate experiences of the last few years 
all business has learned one lesson 
there is no substitute for selling. The 
rosiest outlook and the most alluring 
expectations count for nothing unless 
the salesmanship that can capitalize on 
them is displayed by the industry. 
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Power Economics vs. Federal Projects + + + 





WANTED: 
One Billion Kw.-hr. 


O FIND a market for 190,000 

: kw. of new generating capacity 
that is being dumped by the gov- 
ernment in the next few years on top of 
a present surplus of 440,000 kw. in the 
three major markets affected is one of 
the major economic problems immedi- 
ately facing the people of the Pacific 
Northwest. This problem is created by 
the present construction and rapid pro- 
gress of the two federal developments 
on the Columbia River, Bonneville with 
an initially allotted capacity of 86,400 
kw. and Grand Coulee with 102,900. 
But this is not a complete statement 
of the problem, since both these pro- 
jects, if they are to produce really cheap 
power, which is the stated aim of the 
administration, must be developed to 
their ultimate capacities, which total 
952,000 kw. On top of this, the city 
of Seattle is proceeding with the instal- 
lation of 120,000 kw. at its Diablo dam 
on the Skagit River, and has up its 
sleeve on that stream 666,000 kw. more, 
for which financing by municipal bor- 
rowing could probably be found if and 
when a need became apparent. In addi- 
tion, the private companies in the terri- 
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Buyers for 


tory and one other municipal system 
could, at comparatively small invest- 
ment per kw., provide an additional 
515,000 kw. at their existing partly 
developed hydro sites. 

But disregarding that available power 
which is not in more or less immediate 
prospect, the figures on surplus are 
staggering enough to give pause to the 
market areas concerned as the following 
tabulation indicates: 


= 
432,000 kw. 


Bonneville _... 
Grand Coulee _ 617,000 kw. 
Diablo vedennentnasiasin Lae eer. 


1,169,000 kw. 
440,000 kw. 


New Surplus ...... 
Present Surplus” .. 


1,609,000 kw. 
The problem then becomes one of how 
to find an economic use for this surplus, 
in a manner that will justify the public 
investment in the incoming plants with- 


*In the three market areas affected, defined as 
(1) Puget Sound area, (2) Lower Columbia and 
Willamette River area, (3) Eastern Washington 
and northern Idaho area, which will be meant 
hereafter in this article, wherever figures or dis- 
cussions pertain to markets in the Northwest, or 
wherever the terms “market territory” or “3 
market areas affected’ are used. 





The site of Grand Coulee Dam, 
showing the approximate location 
and height of the dam dotted in. 
The white arrow shows the location 
of the huge conveyor that carries 
excavated material from the dam- 
site into a nearby canyon. The 
black arrow marks the head of the 
Coulee 


out wrecking the private investment in 
existing power systems. 

Since the allottment of funds for both 
federal projects in the fall of 1933 and 
the commencement of work soon there- 
after, a number of official and semi- 
official agencies have put in consider- 
able study on the economic aspect of 
these developments. As a result a vol- 
ume of facts have been produced and 
are being assimilated, and further stud- 
ies and investigations are being con- 
tinued. It will be the purpose of this 
article to summarize the more perti- 
nent facts and figures and present the 
more competent conclusions thus far 
reached. Before taking up this phase 
of the subject, however, it will be well, 
by way of furnishing a background for 
a better understanding of the situation, 
to review some of the physical aspects 
of the Columbia River and the federal 
projects under construction thereon at 
Bonneville and Grand Coulee. Much 
of the basic data presented hereinafter 
have been secured through the courtesy 
of the Army Engineers. 


Columbia River 


HypROLOGY 


The Columbia River proper, rising 
in Columbia Lake, British Columbia, 30 
miles north of the international boun- 
dary, has a total length of 1,210 miles. 
A tributary of the Kootenay, forming the 
upper portion of the same drainage 
basin, rises in British Columbia, flows 
southeasterly across the international 
boundary, through northern Montana 
and northern Idaho for 167 miles, then 
turns north into Kootenay Lake in Brit- 
ish Columbia, the outlet of which flows 
into the Columbia. Large lakes in the 
upper regions of the storage basin, 
afford storage possibilities for nearly 
18,000,000 acre-ft., and these storages 
are factors in river flow regulation. 

About half way from the Canadian 
border to the sea the Columbia is joined 
by the Snake River, a stream 1,036 
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miles in length, draining all of southern 
Idaho and a large part of eastern and 
southern Oregon. 

The total fall from the mouth of the 
snake to tidewater is 309 ft., or an aver- 
age of 1.7 ft. per mile. From the Cana- 
adin border to the Snake the fall is 
975 ft., averaging 2.3 ft. per mile. 
Concentrations of steep gradient are 
(proceeding up river) at Cascade Rap- 
ids, Celilo Falls, Priest Rapids, Rock 
Island, Grand Rapids and Kettle Falls. 

The volume of flow along the length 
of the river varies greatly with seasons 
of the year and of course with distance 
from the mouth. Table I gives the 
minimum, mean and maximum flow dur- 
ing the period 1913 to 1930 at three 
points on the river, and also the max- 
imum known flood occurring in June 
1894, which, it is estimated, need be 
expected to recur only every 80 yrs. 
Both Grand Coulee and Rock Island 
sites are below the mouth of the Spo- 
kane River but above the mouth of the 
Snake. Bonneville is about 180 miles 
below the Snake. The flood season 
occurs in June and July and the low 
water period in the fall and winter. 


NAVIGATION 


From a navigation viewpoint the 
Columbia River divides naturally into 
three sections: (1) the tidal section 
from the mouth to the approximate 
head of tidewater at Bonneville Dam, 
140 miles; (2) the middle section from 
Bonneville to the mouth of the Snake, 
180 miles; (3) the upper section from 
that point to the Canadian border, about 
440 miles. 

The present ship channel with a min- 
imum depth of 35 ft. extends from the 
mouth of the river 111 miles to the 
mouth of the Willamette River, thence 
up the Willamette to the Port of Port- 
land. The balance of the tidal section 
from the mouth of the Willamette to 
Bonneville, is not navigable by ocean- 
going vessels, but it is proposed that a 
30-ft. channel be dredged to the Bonne- 
ville Dam where revised plans call for a 
ship lock with a depth of 27 ft. Army 
Engineers have made no recommenda- 
tion as yet on this dredging project, nor 
is any adequate survey in existence to 
show what its cost would be. 

In the middle section occur two prin- 
cipal rapids acting as a bar to naviga- 
tion. Through the first of these, the 
Cascade Rapids immediately above the 
Bonneville Ram site, the government 
built locks in the early 1890s. The 
dam will drown out these rapids and 
locks. The second, Celilo Falls, was 
canalized by the Celilo Canal in 1915. 
This Canal with its lower end at mile 
188, is 8.6 miles long, contains four 
locks with a 265-ft. useable length, 45- 
ft. width and controlling depth at low 
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Table I—Flow of the Columbia 





Miles Flow for Period——— 
from 1913-1930 Flood of 
Site Mouth Min. Mean Max. June, 1894 
— - —Second Feet a 
I NS ig dh onwedewececned 597 17,000 109,000 462,000 725,000 
Pe SD ccetecdeswtckewess owen 453 21,000 121,000 528,000 740,000 
I tin a in Wha og ae way Seno ae 140 43,000 190,000 800,000 1,170,000 


water of 7 ft. Above this Canal to the 
Snake River the limiting draft for all 
year navigation is 4% ft. In times 
past the river, from the mouth of the 
Willamette to Lewiston, Idaho, on the 
Snake, has been a minor factor in local 
commerce, but in recent years the river 
born traffic above The Dalles, which lies 
just below the Celilo Canal, has been 
negligible, and even from Portland to 
The Dalles it has been so small as to be 
of very little importance. 


IRRIGATION 


In that part of the Columbia drain- 
age basin lying east of the Cascade 
Range, where rainfall is generally in- 
sufficient for crops, there are some 
6,000,000 acres of excellent agricultural 
lands, ranking high for production of 
fruits, vegetables, grains and other 
crops if irrigation water is applied to 
them, and classified as irrigable. Some 
4,000,000 acres are under irrigation, 
mostly by water from tributary streams 
and largely under gravity systems. Of 
the remaining 2,000,000 irrigable acres, 
approximately 1,200,000 acres lie with- 
in the projected Columbia Basin devel- 
opment which will be referred to in 
more detail later in this article. The 
other 800,000 lie along the Columbia 
on lands above the gravity systems on 
tributaries, and at lifts which form 
serious economic bars to pumping, also 
to be discussed later. 


this power, except one small block. has 
been the fact that at no site could the 
power be economically developed in 
successive small steps and no demand 
developed for the sale of a large enough 
block of power to warrant the complete 
development of any one site. The one 
exception to this is the Rock Island site. 
near Wenatchee, which lent itself to a 
low-head development of 150,000 kw. 
ultimate, and a comparatively cheap de- 
velopment of a portion of this ultimate 
for the initial installation. At this site, 
the Puget Sound Power & Light Co. 
has 60,000 kw. installed in four units 
under a maximum head of 50 ft. with 
space provided for six similar units. 

With a view to undertaking a large 
industrial development with heavy 
power consuming industries at the dam 
site, an affiliate of the Electric Bond & 
Share Co. in the 1920’s explored the 
site at Priest Rapids, planned a half- 
million hp. project and made an ex- 
haustive investigation of the possibility 
of selling the power. After some years 
of unfruitful effort the project was 
abandoned. 

An exhaustive study of the power 
possibilities on the entire river from 
tide-water to the Canadian border was 
undertaken some years ago by the Army 
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Table II—Proposed Power Developments on the Columbia River 
and Their Main Features 
Normal Proposed Estimated Dam Height 

















Miles Pool El. Power Constr. Costs Foundation Max. Useful 

from Above Sea Install. (Exclusive of to Normal Power Storage 
Dam Site Pacific Level, Ft. Kw. Locks) Pool, Ft. Head Acre-Ft. 
Grand Couleet ........... ~ 597 1,287.6 1,575,000 $171,000,000 475 351 5,028,000 
err 546 928.6 49,000,000 205 164 *36,000 
Se os ute bang be we 504 762 450,000 39.000,000 137 92 *47,000 
Recky Ranadh .......- 2.000 474 665 836,000 38,000,000 80 59 *20,000 
Pe “ca pac ucevae's 453 599 60,000 (built) 119 50 *10,000 
eer eee 397 540 644,000 63,000,000 192 131 *160,000 
Umatilla Rapids .......... 292 330 910,000 60,000,000 104 70 *135,000 
PE I tab civ ccsc aves 213 258 1,080,000 110,000,000 159 102 *250,000 
IE ci nso ha has beeen 192 150 1,370,000 84,040,000 260 75 *80,000 
GES — paae ss du baxaars 140 72 430,000 42,000,000 140 64 100,000 

RO cn 6a. wae dhe gae © 7,546,000 656,100,000** 


Engineers. In that study 10 sites were 
chosen to utilize 92 per cent of the 
available head, and these sites were esti- 
mated to have an ultimate capacity of 
7,546,000 kw. Nine of these projects 
(excluding Rock Island) were estimated 
to cost (power development only) 
$656,100,000. Table II lists these sites 
with some of their principal features, 
while Fig. 1 portrays them in profile, 
showing their relation to each other. In 
addition to this power on the river 
proper, it is estimated that 4,775,000 
kw. is possible of development on the 
tributaries of the Columbia in addition 
to generating capacity already devel- 
oped on these tributaries by private 
companies and municipal enterprises. 


Bonneville Project 


The Bonneville project under con- 
struction for a little more than a year, 
is a power and navigation project, 140 
miles from the mouth of the river, and 
about 40 miles east of Portland. Sit- 
uated at the head of the ordinary tidal 
effect, with ordinary low water at El. 
15 and extreme low water at El. 5, the 
dam’s crest will rise to El. 97. The 
normal pool level above the dam will 
be at El. 72 with a possibility of regu- 
lating it up to El. 82.5. The slack 
water pool above will extend about 50 
miles upstream to the lower entrance 
of the Celilo Canal, but it will not 
contain sufficient useable storage to 
have any material effect on flood con- 
trol below. This pool elevation will 
necessitate the re-location of 8.8 miles 
of existing railroad—4.8 miles of Spo- 
kane, Portland and Seattle Railroad in 
Washington and 4 miles of Oregon, 
Washington Railroad and Navigation 
Co. line in Oregon. 

The site makes use of Bradford Island, 
dividing the river at this point. Between 
the island and the north bank (Wash- 
ington) is the main channel of the 
river across which will be placed a 
spillway section. This will be a straight 
gravity dam 170 ft. high from its low- 
est foundation, 1,250 ft. long over all 
with a spillway crest length of 900 ft. 

+ High Dam. 


* Pondage with 5-ft. fluctuation of forebay. 
** Exclusive of Rock Island. 
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Kighteen 50-ft. square lift gates be- 
tween piers are designed to pass a flood 
of more than 1,600,000 sec. ft., or 1/3 
more flow than the greatest known flood 
of the river, June 6, 1894. 

Across the island and down stream 
about 1,000 ft. will extend an earth 
dike with suitable rip-rapping. Between 
the island and the Oregon shore, across 
what is known as Bradford Slough, will 
stand the power house, on the south 
end of which the navigation lock is 
cut through. This lock, originally 
planned for barge navigation only, was 
later changed in design to accommodate 
ocean-going vessels. It will be 500 ft. 
long by 76 ft. wide with 27 ft. of water 
over the sill at low water. 

The power plant is intended to have 
ten 43,200 kw. units, two of which are 
to be installed in the present plan with 
foundation and skeleton structures for 


four more. These six units on 82-ft. 
centers are sufficient to close the chan- 
nel completely, and the other four units 
of the ultimate development can be 
added later by extension of the power 
house on Bradford Island. 

The wide fluctuation in flow of the 
river at this point, causing a rise in the 
tail water from an extreme low of +5 
ft. to a maximum high of +63, led to 
the decision to use an adjustable pro- 
peller-type turbine. The Kaplan type 
designed for 60,000 hp. was chosen. At 


- a 49-ft. head each turbine can develop 


full power using 12,420 sec.-ft. Head 
water can be regulated so that less than 
49 ft. of head will be present only 6 
per cent of the time, or when the flow 
exceeds 500,000 sec.-ft. 

The type, kind, size and number of 
fishways to be provided in the dam to 
protect the extensive salmon runs using 
the river for spawning ground have 
been the source of much study and con- 
troversy since the project was started. 
Plans for the fishway installation are 
at date of writing being drawn, and it is 
understood they combine ladders, locks 
and elevators. It is interesting to note 
that in the original cost estimate, $800,- 
000 was allotted for fishways. As de- 
mands from the $10,000,000 commercial 
fishing and packing industry, from game 
fishing organizations, State Fish Com- 
missions, ichthyologists, and others be- 
came increasingly articulate, and as the 





Status of Bonneville Project 


Description 


To Be 
Purchased 


DAM Gravity type overflow spillway dam surmounted by 


PRIME MOVERS 


GENERATORS 


TRANSFORMERS 


LOW VOLTAGE 
SWITCH-GEAR 


HIGH VOLTAGE 
SWITCH-GEAR 





TRANSMISSION 
LINES 


eighteen 50x50-ft. gates—maximum height 180 ft., 
length 1,200 ft., connected to powerhouse by earth 
levee on top of Bradford Island. Maximum head 
64 ft. Storage 100,000 acre-ft. Firm power 
4,000,000,000 kw.-hr. Installed capacity: 

Initial 

Ultimate 
Vertical type, movable blades, propeller turbines 
rated at 60,000 hp. 
2 43,200 kw., 0.8 P.F., 13,800 volts, 3 phase, 60 
cycles, 75 r.p.m., vertical type. 
1 4,000 kw. 0.8 P.F., 2,400 volts, 3 phase, 60 cycles, 
257 r.p.m., vertical type. 
6 18,000 kva., 13.8/66 delta/115 wye kv., OIWC, 
single phase, 60 cycles. 
3 1,667 kva., 13.8/2.4 kv., OI[WC, single phase, 60 
cycles. 
6 333 kva., 2400/480 volts, OISC, single phase, 60 
cycles. 
2 Oil circuit-breakers, 3,000 amps., 15 kv., 1,000,000 
kva., 3 pole, vertical lift, metal enclosed indoor 


type. 

2 Oil circuit-breakers, 3,000 amps., 15 kv., 1,000,000 
kva., single pole, vertical lift, metal enclosed in- 
door type. 

4 Oil circuit-breakers, 600 amps., 115 kv., 1,500,000 
kva., 3 pole, outdoor type. 

8 Disconnecting switches, 600 amps., 115 kv., 3- 
pole, single throw, gang operated. 


None. 
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conditions to be met became better un- 
derstood, the plans for fishways became 
more and more elaborate, until now it 
is estimated that $3,500,000 to $4,000,- 
000 will have to be spent on this fea- 
ture of the development. 

Bonneville Dam was authorized Sep- 
tember 1933, and $250,000 of PWA 
funds were allotted for exploration and 
preliminary work. In October 1933, 
$20,000,000 was allotted, and at a later 
time $11,000,000 more. When it was 
decided to install the ship lock instead 
of the barge locks originally planned, 
$1,200,000 was added, making the total 
allottment at the present time $32,450,- 
000. The original estimate of the cost 
of the development with two power 
units was $31,000,000, but in spite of 
the fact that about $1,000,000 was saved 
by moving the spillway dam about a 
half mile down stream from its orig- 
inally planned site, where a better foun- 
dation was found, the estimate is now— 
unofficial—that the initial development 
will cost $39,000,000, chiefly due to 
unforeseen demands for a ship lock and 
more elaborate fishways. 

Work commenced on the project 
shortly after the first money was allot- 
ted and has been rapidly pushed for- 
ward so that at the present time exca- 
vation for the navigation lock has been 












Status of Grand 


and contracts 
spillway dam, 


practically 
have been let for the 
earth dike, power house structure, and 
part of the necessary railroad re-loca- 


completed 


tion. Coffer dam cribs are being sunk 
for un-watering the south half of the 
main dam, and concrete is being poured 
for the power house. The work is being 
done by the Army Engineers under Ma- 
jor General E. M. Markham, chief of 
engineers. The local organization is 
headed by Col. T. M. Robins, engineer 
for the North Pacific Division with 
headquarters in Portland. In direct 
charge of the work is Major C. F. Wil- 
liams, district engineer and C. I. Grimm 
is his chief civilian engineer. 





Coulee Project 





Construction at Bonneville is well 
under way as this view of activities 
at the power house site shows 


Grand Coulee and the Columbia 
Basin Project 


The Grand Coulee project now under 
constructon is the so-called “Low Dam” 
power project without any immediate 
bearing on irrigation. Because it forms 
a step in the “High Dam” Columbia 
Basin Irrigation project, however, it is 
rated by the Federal government as a 
reclamation project. It was commenced 
under a PWA allottment of $63,000,000 
originally made in August, 1933, to the 
Columbia Basin Commission, a state 
body, but because of the inability of 
this commission to put up the security 
required by PWA, the allottment was 






































To Be é ion Bureau, 
Item Description icin’ = Dial transferred to the Reclamation Bure 
| sravi thus making it a Federal undertaking. 
| DAM Gravity type; height, 450 ft. above . f f 
average level bedrock; maximum A knowledge of the general eatures 0 
354.6 ft.; storage, 5,028,000 acre the “Low Dam” and “High Dam” pro- 
Se firm oo. ee ee kw.- jects and their relation to the Columbia 
ur.; secondary power, 4,000,000,000 : : : ject j ‘essary 
kw.-hr.; installed capacity, 1,984,- Contract aes enn, 
000 kw.; ultimate capacity, 1,984,- let an understanding of what 1s 2 
500 kw.; initial development to be at this site under the present plans. 
Ls wbong type os 2 — Boe The Columbia Basin Irrigation pro- 
above average e c ° ° a ° 
wall 15 ender ae coded at 34.300 = — of ae studies, de- 
kw. ates and controversies for many years, 
PRIME MOVERS 15 vertical type reaction turbines involves a grandly conceived plan for 
rated 147,000 hp. at 120 r.p.m. watering 1.200.000 acres of fertile arid 
Initial units equipped with tempor- land lying on the high plateau east of 
ary runners for head of low dam. 1936 the Columbia and north of the Snake. 
GENERATORS* 15-105,000 kw. (120,000 kva.), 120 The site of the dam is near the Grand 
at ice cana oo = Coulee, a dry canyon thought to have 
will use low head eeiliantion vated once been the bed of the Columbia. 
34,500 kw. each. This coulee, 23 miles long and 6 to 10 
| 26,000 kw. house units. 1936 iles wide, with a dike at each narrow 
TRANSFORMERS 15 transformer banks for raising ee ; ‘iin 
voltage to 220,000 volts 1937 end, would form a storage basin into 
LOW VOLTAGE ao which the water from the high dam 
SWITCHING ‘ storage would be pumped some 300 ft. 
eens 1937 up by the power developed at the dam, 
oaaeeee and from which a system of canals and 
EQUIPMENT 1937 pipes would extend to reach the areas 
TRANSMISSION to be watered. The water would be 
| LINES 1937 dropped from the maximum flow line 
*Note: It is not certain as yet whether the high head turbines will be installed in level in Grand Coulee reservoir, at El. 
the a = _ ar =. dam tg wy) — the ene —— it is 1,570, to El. 500 at Pasco. Along the 
possibie that low head turbines wi e installed in the first development. owever, — ac 7 > irri 
there is strong hope of having the high dam authorized before the first unit is very far way 200,000 acne would be irrigated 
under way. by auxiliary pumping out of canals with 









ST 4 si as lifts exceeding 100 ft. 
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The high dam, built to El. 1,300, 
would raise the water approximately 
370 ft. above its present level and would 
store 5,028,000 acre-ft. of useful stor- 
age. There are proposed for this devel- 
opment 18 power units of 105,000 kw. 
each, making a total capacity of 1,890,- 
000 kw. of which 850,000 kw. would 
be firm. The pumping load to raise 
the water from the high dam storage 
300 ft. to the Grand Coulee is estimated 
to be about 500,000 kw., and the sec- 
ondary power can: be applied to this 
load. This would leave all the primary 
power and about 500,000 kw. of second- 
ary power for sale, from which propo- 
nents of the scheme expect to liquidate 
the cost of the dam and power plant 
and 50 per cent of the cost of the irri- 
gation improvement. In other words a 
subsidy from power profits would be 
applied to reduce the charges for water 
on the land to equalize production cost 
on this land in comparison to other 
land similarly used. 

The cost of the project is estimated 
at about $400,000,000 of which $171,- 
000,000 would be applicable to the dam 
and power plant. The irrigation de- 
velopment would be accomplished in 
successive stages as use for the land was 
found. It is contended that the land 
could be settled and occupied at the 
rate of 20,000 acres per year, requiring 
60 years to complete the entire develop- 
ment. 


GRAND CouLEE Low Dam 


The project actually under construc- 
tion at Grand Coulee bears little re- 
semblance to the project just described. 
With its dam 200 ft. lower than the high 
dam and its power units operating on 
low head wheels; with its firm avail- 
able output of 2,200,000,000 kw.-hr. 
situated in an area of comparatively low 
population density which in its best 
year demanded a total of only 650,000,- 
000 kw.-hr., for the supply of which 
there is now available 930,000,000 kw.- 
hr.—with these and other facts about 
it becoming better understood it appears 
more and more clearly to a greater 
number of people as the economic mon- 
strosity it was dubbed by informed en- 
gineers and economists when it was first 
authorized.* 

The site is about 20 miles northwest 
of Almira, Wash., and 76 miles west of 
Spokane. The low dam is to be a 
straight gravity dam 3,500 ft. long and 
300 ft. high from its lowest foundation. 
Its top crest will rise to El. 1,116 with 


*For competent interpretation of facts about 
this project, see resolution of the Water Resources 
and Power Division, Pacific Northwest Planning 
Conference, passed at Seattle, Dec. 14, 1934, ap- 
pearing in EvectricaL West for January, 1935, 
page 51, and further, see editorial in Engineering 
News-Record for Jan. 3, 1935, entitled, “‘A Mistake 
That Sould Be Corrected,”’ page 23. 
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the spillway crest at El. 1,085, which 
raises the water above normal low water 
in the river 152 ft. The spillway sec- 
tion, 1,800 ft. long, is designed for a 
capacity of 1,200,000 sec.-ft. The 1894 
flood at this point ran 725,000 sec.-ft. 
In the right side of the spillway section, 
at El. 935 near normal stream level, will 
be installed 10 pairs of slide outlets, 
5 2/3 ft. by 10 ft. These 20 regulating 
outlets will be protected by trash racks 
and controlled by hydraulically oper- 
ated slide gates. 

Included in the plans for the low dam 
is the placement of a permanent con- 
crete coffer dam about 400 ft. down 
stream from the axis of the main dam. 
This permanent coffer dam will be 
erected to El. 935, and, if and when the 
high dam is added, it will become the 
toe of this dam and part of the ultimate 
power house foundation. 

The power plant will be divided into 
two sections, one on either side of the 
river down stream from the toe of the 
dam, each to house nine main generat- 
ing units. Plans for inital installation 
are three main generating units and two 
station service units in the west power 
house, but enough foundation and sub- 
structure will be completed with the 
initial construction to permit un-water- 
ing for the foundation of the rest of the 
power house structures, when they are 
to be built. The units to be installed 
are the 105,000 kw. units designed for 
the high dam, but the wheels will be 
equipped with low head runners to de- 
velop 34,300 kw. at the head supplied 
by the low dam. 

The contract for the main dam was 
let in the summer of 1934 and work 
was begun shortly thereafter. The ten- 
tative government schedule calls for 
completion of the main dam by October 
1937. The work is being supervised 
from the Denver office, U. S. Bureau of 
Reclamation, with Raymond F. Walter, 
chief engineer. Field operations are in 
charge of Frank A. Banks, construction 
engineer, U. S. Bureau of Reclamation, 
with headquarters at Almira, Wash. 


Power Situation in the Northwest 


To furnish a quick-picture background 
for consideration of the power situa- 
tion in the Northwest, Tables III, IV 
and V are presented. Table III shows 
the power capacity and available out- 
put of the two Federal projects on 
the Columbia River as they are now 
planned. Should the high dam Grand 
Coulee project with its irrigation pump- 
ing be built, the picture would be as 
portrayed in Table IV. This contem- 
plates the operation of the 5,000,000 


acre-ft. of useful storage behind the 


high dam in part for the river regula- 





tion with its consequent effect on firm 
capacity and output at Bonneville. 


Table 11]—Capacities of Federal 
Plants as Planned 


Low Grand 

Project Bonneville Coulee 
Initial installed capacity (Kw.) 86,400 102,900 
Ultimate installed capac. (Kw.) 432,000 617,400 
Firm capacity (Kw.)........ 295,000 365,000 


Firm energy (1,000 Kw.-hr.). 1,580,000 
Total energy (1,000 Kw.-hr.).. 3,600,000 


2,200,000 
3,600,000 


In the market territory, within reas- 
onable transmission distance of these 
projects, the available output of existing 
systems, private and municipal, is 4.6 
billion kw.-hr. In this analysis the data 
given are consolidated from the five 
largest private utility companies and 
the municipal plants of Seattle and Ta- 
coma in the three market areas pre- 
viously referred to, and these data in- 
clude probably 90 to 95 per cent of the 
total in those areas. At the present 
time the net use (sales to ultimate con- 
sumers including losses) is 2.8 billion 
kw.-hr., leaving a surplus of 1.8 billion 


Table [V—Capacities of Federal 
Plants with High Grand Coulee 


High Grand 
Project Bonneville Coulee 
Installed capacity (Kw.)..... 432,000 1,890,000 
Firm capacity (Kw.) ........ 310,000 850,000 
Firm energy (1,000 Kw.-hr.). 2,720,000 7,500,000 
Pumping energy (1,000 Kw.- 
SS). <n 88S dG Roads terbi ketene, | aauew 2,400,000 
Total energy (1,000 Kw.-hr).. 4,200,000 11,200,000 


kw.-hr., which is 39 per cent of exist- 
ing capacity. The peak use occurred 
in 1930 when 3.33 billion kw.hr. were 
sold to ultimate consumers. Should the 
return of normal industrial activity 
again create a demand for this use be- 
fore the federal developments are com- 
pleted, there will still be a surplus 
approximating 1.3 billion kw.hr. in the 
territory, or about 28 per cent. A 
breakdown of these figures into the three 
market areas, into which the general 
market territory has been divided for 
analysis, is portrayed in Table V. 

Into this situation will shortly be 
thrown the initial installations of the 
two Federal developments adding about 
1,000,000,000 kw.-hr. of available out- 
put. In the meantime the city of Seat- 
tle’s initial Diablo development, to be 
completed in 1936, will add another 
500,000,000 kw.-hr. It will be noted 
that these three developments will add 
an available output greater than the 
surplus of existing plants, assuming the 
return of the 1930 peak condition. The 
ultimate development at Bonneville and 
Low Dam Grand Coulee will add a 
potential output of 7.2 billion kw.hr., 
which with the actual present available 
output plus the additional under con- 
struction at Diablo, will bring the grand 
total available output in the market 
territory to 12.3 billion kw.-hr., or 3.7 
times as much capacity as the territory 
has ever used in its best year. 
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Table V—Present Power Capacities and Output 


Lower Columbia Eastern 


Puget Sound River Washington Total 
Market Area Market Area Market Area Market Area 
Suteiiin oapbetie CIE.) occ dcecis's cccicscesiass 598,000 310,000 204,000 1,112,000 
1929 system capacity factor................. 0.45** 0.48 0.52 0.47 
Output available (1,000 Kw.-hr.)............ 2,360,060 1,305,000 930,000 4,595,000 
Present Conditions: 
Net use (1,000 Kw.-hr.)*....... ccocee 1,281,000 923,000 588,000 2,792,000 
eR Te eS ee eee eee 1,079,000 382,000 342,000 1,803,000 
Surplus capacity (Kw.).......ccccccoeee 274,000 91,000 75,000 440,000 
Return of Peak Load: 
Net use (1,000 Kw.-hr.)*............ .. 1,586,000 1,089,000 658,000 3,333,000 
Surplus (1,000 Kw.-hr.) ........... rhe 774,000 216,000 272,000 1,262,000 
Gempias -cnpaitg: (TGP occ ck ccc cwiecaes 196,000 51,000 60,000 307,000 


* Sales to ultimate consumers including losses. 


** System capacity factor in 1929 was 38 per cent, but due to new steam installations and additional 
storage construction since this period it is assumed that under present conditions operation at a 


45 per cent capacity factor would be possible 


One other fact is pertinent to a con- 
sideration of the power resources of the 
territory, and that is that there is a po- 
tential cheap development at private 
and municipal sites already in the ini- 
tial stages of development amounting to 
1,301,000 kw., listed in Table VI. Sev- 
eral of these sites are already developed 
up to their low water flow, but in all 
except the Ruby development of the 
city of Seattle, which has not been be- 
gun, additional units could be installed 
with comparatively small investment, 
and the operation of these additional 
units could be co-ordinated with the 
existing plants on the various systems 
to supply a much larger market than 
is now available. It should be noted 
further that these low investment addi- 
tions would tend to decrease production 
cost on the systems affected. 

In many respects the Puget Sound 
market area occupies a unique position 
in the picture. Far from either of the 
federal developments on the Columbia, 
and having in its center the extensive 
present and prospective municipal de- 
velopments of Seattle and Tacoma, en- 
joying some of the benefits tending to 
make government plants generate cheap- 
er than private plants (i.e., cheap bor- 
rowed money and freedom from taxa- 
tion), the Puget Sound area promises 
to be in a position to bid favorably 
against either Grand Coulee or Bonne- 
ville for any heavy power-consuming 
industry that might be induced to come 
into the territory. In fact, J. D. Ross. 
superintendent of the Seattle system, 
stated recently in a public meeting* 
that there was no necessity of bringing 
Grand Coulee or Bonneville power to 
Seattle, and that Seattle had never lost 
.any prospective power business by rea- 
son of any power rate offered elsewhere 
in the northwest. He advocated inter- 
connection of Grand Coulee and Bonne- 
ville with the inter-communicated mu- 
nicipal systems of Seattle and Tacoma, 
offering Skagit power to supplement 
low head operation at Bonneville dur- 
ing periods of high water, thus setting 
up the Seattle municipal system as an 


* Pacific Northwest Planning Conference, Seat- 
tle, Dec. 12-14, 1934. 
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exporter of power rather than as an 
importer. 

Thus emerges a situation in which 
each of the three principal concentra- 
tions of population and market, already 
amply supplied with cheap power to an 
extent greatly in excess of their needs 
even in the recent boom years, will have 
within a few years large additional 
capacities whether they need it or not. 
And now that the picture takes shape 
clearly, showing the cart before the 
horse, let us see what the Northwest is 
doing about it. 


PLANNING BopIES AND ENGINEERING 
STUDIES 


Three agencies have undertaken a 
study of ways and means of finding an 
economic use for this surplus power, 
and have made considerable progress 
toward clarifying the situation for the 
public and toward the development of 
nlans and policies that indicate some 
possibility of success. These are the 
Army Engineers, the Water Resources 
and Power Division of the Pacific 
Northwest Planning Conference, and 
the so-called Bonneville Dam Commis- 
sion appointed by Governor Meier of 
Oregon and directed to report to that 
state’s 1935 legislative session. 


PROSPECTIVE MARKETS FOR POWER 


Three types of markets for the pres- 
ent surplus and the new power that will 
be made available on the completion of 
the present authorized projects are rec- 
ognized: These are: 

1. Normal growth in the present load 
due to increase in population, increased 


use per customer, and growth in pres- 
ent industrial and mining activities. 

2. Irrigation and drainage develop- 
ment, requiring electric energy for 
pumping. 

3. New markets created by new in- 
dustries that might be attracted to the 
area by government subsidized induce- 
ments. 


1. Normal Growth—In the decade 
1920 to 1930 electric power load in the 
market territory under discussion in- 
creased at a compound rate of about 
91% per cent per annum. This was due 
chiefly to the growth in population and 
the consequent increase in demand for 
domestic, commercial, industrial and 
municipal uses for power; the exten- 
sion of distribution systems into new 
areas; the intensive cultivation of the 
domestic market by the application of 
attractive promotional rates and the 
aggressive sale of appliances; and in- 
creased uses of electric power in lumber 
mills and related industries and in min- 
ing activities. Normal growth may be 
expected to be resumed and to exert its 
influence on power demand, but a num- 
ber of factors tend to indicate that it 
cannot compound the increase in power 
load at the rate maintained between 1920 
and 1930 without unusual stimuli. 

The average domestic consumption in 
the territory is about 1,100 kw.-hr. per 
year as compared to about 600 average 
over the United States as a whole. De- 
spite this fact and despite the fact that 
increased sale of power in this market 
depends upon the ability of the consu- 
mer to incur large capital expenditures 
for appliances, it is thought that the 
domestic field yet offers a major field 
for exploitation. With lower promo- 
tional rates, lower cost appliances and 
a continued aggressive sales policy, one 
authority estimates that average use can 
be increased to 2,400 kw.-hr. per year. 
The new energy demand for this in- 
crease, plus the domestic, commercial 
and industrial demands from growth in 
population at the same rate as during 
the past decade, but excluding new large 
industries, would amount to 3 billion 
kw-hr. per year in twenty-five years. 


Table VI—Possibility of Low Investment Additions at Existing Plants 


Proposed 
Additional 
Name of Company Name of Plant Installation 
Portland General Electric Co. ; oe Oak Grove ied ‘ ; 25,000 Kw 
Northwestern Electric Co.................. esac reel 5 135,000 
The Washington Water Power Co... hence vs cue. Gs Sg ; : 48,000 
Puget Sound Power & Light Co.... .Rock Island .. : 90,000 
Puget Sound Power & Light Co.. Baker River ; : 40,000 
City of Tacoma obs ko deka i ...e.-+-.Lake Cushman ‘ 27,000 
City of Seattle ........ a TTS ST a Pe Diablo (a) i 240,600 
City of Seattle .. Dad Wake Uae wee ae warkes .~Ruby (b) ; , 360,000 
Gate of Senttie .....«.. Eines Se cee ae weceee-- Gorge (c) 186,000 
Rocky Mountain Power Co................ ....«Flathead Lake (id) 150,000 
CN tI en oo aes Sah. bine Male we caw 1,301,000 Kw 


(a) No installation at present, two 60,000-kw. 


units under construction. 


(b) No development at present, proposed ultimate development 


(c) 54,000 kw. already installed, not included. 


(d) Construction started, but suspended indefinitely in 1933 due to drop in load 
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House heating is looked upon by 
many as furnishing a large potential 
load. However, studies by the house 


heating sub-committee of the Northwest 


Planning Conference to date are not 
optimistic. It is pointed out that to 
compete with other fuels at present 
costs, electricity for resistance systems 
of heating would have to be made avail- 
able at from 214 to 4% mills per kw.hr. 
But it is found that distribution oper- 
ating charges alone, excluding utiliza- 
tion, new business, general and miscel- 
laneous expenses, to serve 100 per cent 
of the domestic customers in a typical 
urban area, would be 514 mills per 
kw.-hr. 

Using the reversed refrigeration cy- 
cle, the rates for electricity to compete 
with other fuels is placed at from 6 to 
9 mills per kw-hr., which appears to 
be within the realm of possibility, but 
the capital cost of equipment is as yet 
too high to make this type of heating 
commercially feasible. Another impor- 
tant aspect of house heating by elec- 
iricity is the low annual load factor 
which would vary in this territory from 
20 to 25 per cent. The annual plant 
load factor might be raised by balancing 
a summer load, such as irrigation pump- 
ing, against the heating load in winter, 
but this would have no effect on the low 
load factors under which extensive trans- 
mission and distribution systems serving 
two independent and remote seasonal 
load centers would have to operate. At 
the present time, therefore, it is not ex- 
pected that house heating can be made 
any considerable factor in the absorp- 
tion of the surplus energy, although new 
developments may warrant a consider- 
ation of this field in the future. 


2. Irrigation—Large areas of irri- 
gable lands in the tributary area are 
possible of development physically, but 
present a different aspect when viewed 
from an economic standpoint. The 
1,200,000 acres planned to be irrigated 
under the Columbia Basin project with 
the Grand Coulee high dam may be 
ignored in this discussion, since this 
project is not now authorized. It should 
be stated in passing, however, that, 
since the economic development of this 
project depends on a one-half mill rate 
for 2 billion kw-hr. of secondary energy 
for pumping, and the absorption of 7 
billion kw.-hr. by commercial or indus- 
trial use at a profit to the project in 
order to repay one-half the irrigation 
cost from surplus power revenues, the 
construction of this project would ag- 
gravate rather than help solve the pres- 
ent surplus power problem. 

Approximately 380,000 acres adja- 
cent to the Columbia River below the 
Snake River are susceptible to irriga- 
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tion by pumping with heads varying 
from 300 to 850 ft., which might ab- 
sorb over a billion kw-hr. Economic 
development of these lands with this 
high pumping head would demand an 
energy cost not exceeding one mill per 
kw.-hr. at the pumping plant, and firm 
energy could not be generated and trans- 
mitted at this price. Therefore, their 
development is dependent upon the 
availability of cheap secondary power. 

Preliminary studies indicate that 
some 700,000 acres of land in the Wil- 
lamette Valley, now largely dry farmed, 
would be benefited by supplemental ir- 
rigation. The development of these 
lands based upon a pumping lift of 30 
ft. would require an annual energy de- 
mand of about 60,000,000 kw.-hr. Data 
on underground water conditions, feasi- 
bility of irrigating these lands from 
stream flow by storage construction, and 
the rate the lands could afford to pay 
for electric energy for pumping, are, 
however, lacking, and the determina- 
tion of the economics of the situation 
must await further investigation. 


3. New Industries—The compara- 
tively small possibilities for the ab- 
sorption of new power capacity in the 
preceding two categories leads to the 
obvious conclusion that, if these large 
blocks of power to be made available by 
the Federal projects are to be absorbed 
within a reasonable time, new industries 
particularly of the heavy power con- 
suming type, must be attracted into the 
territory. It should be remembered in 
this connection that an influx of indus- 
try would bring with it population and 
the consequent increase in demand for 
all commodities and services, which 
would carry with it a power demand 
augmenting the power demand of the 
industry itself. It should also be re- 
membered, however, that the Northwest 
is not the only section of the country 
in which power surpluses are being cre- 
ated by the government, and that con- 
sequently this section of the territory 
will be in competition with many other 
sections. 

Any section of the country combines 
advantages and disadvantages in the 
eyes of any industry looking for a lo- 
cation. The advantages of the North- 
west seem to be (1) cheap power; (2) 
cheap ocean-going transportation (as 
far as the Puget Sound and lower Co- 
lumbia River market areas are con- 
cerned; (3) large sources of certain 
minerals and raw materials; (4) near- 
ness to the Pacific Coast and Far East- 
ern markets; (5) cheap land on tide 
water. The disadvantages to be over- 
come are: (1) lack of certain basic raw 
materials necessary for various electro- 
metallurgical industries; (2) distance 


from major domestic markets found 
now largely in the Middle West and on 
the Eastern seaboard; (3) a new land in 
the eyes of industrialists, remote from 
well-established production centers 
where investments and initial develop- 
ments have been made with a view to 
future expansion; (4) a generally un- 
favorable tax situation backed by a phil- 
osophy of state and municipal govern- 
ment that has not been encouraging to 
industrial development. (a factor not 
yet given much consideration by official 
planning bodies but one that it is felt 
should be recognized as being a definite 
disadvantage). Thus it becomes appar- 
ent that not only a very low power rate 
will have to be offered to industry to 
bring it to the Northwest but also other 
inducements will be necessary, partic- 
ularly cheap land and assurance of low 
taxes. 


INDUSTRIAL PROSPECTS 


The industries in which the cost of 
power is a large part of the production 
cost and the energy used by these in- 
dustries in 1929 are: 


Metals ....... Score 4,300,000,000 kw.-hr. 
Pulp and Paper 2,630,000,000 kw.-hr. 
Chemicals _.......... 2.570,000,000 kw.-hr. 


A study of the possibilities in these 
fields has produced some fairly defi- 
nite conclusions as to prospects and 
limitations. 


Metals—The perfection of a commer- 
cially feasible method for the extraction 
of aluminum from the alunite available 
in the Pacific Northwest, or the discov- 
ery of useable local bauxite deposits, 
which is a possibility, leads the plan- 
ners to believe that a development of an 
aluminum industry within the territory 
is within the realm of possibility. In 
the production of this metal. 25,000 
kw.-hr. are required per ton of finished 
product and power cost is approxi- 
mately 15 per cent of production cost. 

Although aluminum production has 
fallen off approximately 50 per cent 
since 1929, there appears to be a grow- 
ing demand, particularly in the trans- 
portation and construction fields, for 
light alloy metals of which aluminum 
forms the base. The Aluminum Com- 
pany of America is meeting this demand 
by expanding production facilities at 
Arvida, Canada, where cheap electric 
power and ocean going transportation 
are available. A freight differential on 
raw materials and on the finished pro- 
duct laid down in the present domestic 
consumption centers, exists in favor of 
Arvida against the Pacific Northwest. 
However, as the demand for this type of 
product increases, it seems possible 
that some of the production facilities 
might center in the Northwest. 

If a successful method of electro- 
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thermal extraction of magnesium from 
manesite and dolomite can be developed, 
it seems likely that a magnesium alloy 
industry would be possible, since large 
deposits of these ores are available in 
the state of Washington. Magnesium is 
the lightest available metal used as a 
component of aluminum and zinc alloys 
in the manufacture of ultra-light alloys 
and castings, and the use of these alloys 
is increasing. While the results of 
experiments with magnesite and dolo- 
mite are not final, proposed methods of 
reduction are found to require 17,000 
to 30,000 kw.-hr. per ton of product, 
with a power cost estimated to be from 
6 to 10 per cent of the total cost of pro- 
duction. 

Another potential outlet for the 
Northwest power surplus appears to be 
in the manufacture of iron and steel and 
the closely allied ferro-alloy industries. 
No pig iron is produced in the West 
except in Utah and only one sixteenth 
of the Pacific Coast steel demand, esti- 
mated at 2,500,000 tons per year, is met 
by Pacific Coast steel mills, which ob- 
tain their steel ingots from scrap metal 
and Eastern producers. Only 10 per 
cent of the tin plate consumed in the 
Pacific Coast canning industry is man- 
ufactured on the Coast and no pipe, 
plate, or rail is produced here at pres- 
ent. With cheap power, limestone and 
charcoal available in the Northwest, 
the electric furnace reduction of western 
or Far Eastern iron ores to supply the 
far Western markets may become econ- 
omically feasible due to the distance of 
these markets from present production 
centers. 

The increased electric furnace pro- 
duction of ferro-silicon and ferroman- 
ganese and the import of the latter from 
Canada and Norway in recent years, 
draws the attention of the planners to 
the possibility of developing a ferro- 
alloy industry in the Northwest. Various 
ferro-alloys produced in the electric 
furnace require from 3 to 10 tons of 
raw material per ton of finished product 
and from 5,000 to 9,000 kw.-hr. of en- 
ergy. Power costs range from 10 to 15 
per cent of total production costs. Large 
reserves of manganese, chrome, tungsten 
and other ferro ores are available in 
China, Russia and Africa, and some of 
these ores are found locally in the Pa- 
cific Northwest along with silica and 
limestone which enter into the process. 

Cheap water transportation to bring 
in the foreign ores, or the possible de- 
velopment of the local supply, are fav- 
orable factors looking toward the estab- 
lishment of the industry in the territory 
under consideration, especially if the 
closely related steel industry can be 
attracted to the territory. With respect 
to water transportation, it should be 
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noted that the import tonnage entering 
the Columbia River is only about 10 
percent of the export tonnage, resulting 
in empty cargo space on incoming ves- 
sels, which would indicate that an espe- 
cially favorable freight rate for import- 
ing these might be obtained. 

Pulp and Paper—The existence in 
Oregon and Washington of approxi- 
mately 50 per cent of the nation’s re- 
serve of spruce, hemlock and fir, has 
led to a consideration of the manufac- 
ture of additional supplies of pulp and 
paper in the Northwest as a possible 
use of some of the surplus power. In 
1929, the United States imported ap- 
proximately 16 per cent of the total 
paper it consumed and 30 per cent of 
the wood pulp and pulp wood that en- 
tered into domestic production. Amer- 
ican producers met domestic demand 
for all types of paper except news print 
of which 2,400,000 tons were imported 
duty free largely from Canada and 


Fort Peck Project, 
Missouri River 


The primary purpose of the Fort 
Peck project is improvement of 
navigation on the lower Missouri 
River. It is not a power project. 
Possibilities of power development 
are being investigated but no defi- 
nite plans have been released, and 

| power production is considered as 
| an incidental development. 

Studies indicate that approxi- 
| mately 105,000,000 kw.-hr. per 
| year of primary power, and 220,- 
| 210,000 kw.-hr. per year of sec- 
| ondary power would be available 
with a 50,000-kw. installation at 
50 per cent load factor. 

Work on the preliminary opera- 
tions at the dam site were begun 
October 23, 1933.. Pumping of 
| dredged material into the stripped 
base of the dam commenced Octo- 
ber 13, 1934. The earth fill will 
| be placed with government plant, 
| built at the site of the work, and 
hired labor, but many incidental 
contracts have been let to private 
companies. 
The four, 28-in., electrically- 
| operated dredges were launched 
| during 1934, but only one of them 
| was in operation. Installation of 
| machinery continues on the other 
three. Each dredge unit consists 

of the dredge, booster barge, and 
|. land booster unit and the pump 
| power demand of each dredge unit 
| is 12,500 hp. 

The transmission line was con- 
structed primarily to furnish power 
for dredges, other construction work 
and domestic use in the town of Fort 
Peck. It is a 154,000-volt, 50,000- 
kw., three-phase line, half copper 
and half aluminum. Towers are 
wood poles with creosoted butts 
framed, guyed, and anchored. It 
| is probable that this line will he 
| used for power distribution if plans 

are made to install power equip- 

ment at the dam. This work was 
| completed during 1934. 

















































Newfoundland. Power plays a relative- 
ly small part in the manufacture of 
paper using chemical pulp, but where 
mechanical pulp enters into the picture, 
as in news print, the cost of energy is 
about 5 per cent of the total production 
cost. 

The total annual consumption of 
news print in the Pacific, Gulf and 
Mountain states alone is estimated at 
900,000 tons, while the combined capa- 
city of mills in the Northwest now is 
only about half this. Pacific Coast 
mills cannot compete effectively in 
Eastern and Mid-Western markets on 
account of high freight rates, while 
Canadian and other foreign mills, due 
to the lack of an import duty, lower 
labor and power costs and closer co- 
ordination between the lumber and 
paper industries, can and do compete 
successfully in the Gulf and Pacific 
Coast markets. Under prospective con- 
ditions, Northwest mills should be able 
to supply a large part of the require- 
ment of the Southern and Western states, 
though if experiments now being car- 
ried on as to the suitability of southern 
pine for news print are found success- 
ful, the Southern market might be shut 
off to them. 

In the manufacture of pulp and paper 
from 8,000 to 20,000 lbs. of process 
steam are required per ton of finished 
product. This steam is now generated 
in the Northwest, largely by wood 
waste and fuel oil. Approximately 3,300 
kw.-hr. of electrical energy are required 
for the generation of 10,000 lb. of 
steam. Taking into consideration fixed 
charges on equipment, electric energy 
for such use would have to be available 
at about 0.9 mills per kw.-hr. to com- 
pete with fuel oil and about 0.5 mills 
to compete with wood waste. Firm en- 
ergy could not be made available for 
such uses at this price, and therefore, 
the generation of steam electrically in 
the paper industry would be dependent 
upon off-peak or seasonal secondary 
power. 

Production of other cellulose pro- 
ducts, such as cellulose plastics, lac- 
quers and rayon, from high grade 
spruce pulp is another potential indus- 
try for the Pacific Northwest where raw 
materials are available. The processes 
of manufacture of these products, how- 
ever, are not large users of electricity 
in themselves, but the chemicals enter- 
ing into their production, such as caus- 
tic soda, chlorine, nitric acid, and ace- 
tone obtained from calcium carbides 
can all be manufactured by electrolytic 
methods. 


Chemicals—Aside from the manufac- 
ture of chemicals that would be inci- 
dent to some of the manufacturing pro- 
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cesses of the industries discussed in the 
foregoing, the electrolytic and electro- 
thermal manufacture of fertilizers in 
the Northwest seems to hold promise. 
Ammonia could be manufactured com- 
mercially electrolytic hydrogen and oxy- 
gen, requiring approximately 12,000 
kw.-hr. per ton of product. With the 
development of the large deposits of 
phosphate rock in Montana, Idaho and 
Wyoming, phosphoric acid could be 
produced by the electrothermal process. 
One ton of phosphoric acid requires 
four tons of phosphate rock and one ton 
of other raw materials; and about 5,500 
kw.-hr. of energy. Potash is also avail- 
able in local alunite deposits and this 
could be developed to complete a mixed 
high-content plant food. 

In 1929 the United States consumed 
about 8,000,000 tons of fertilizer, or 
approximately 5.26 lb. per crop acre. 
This use per acre is about one fifth that 
of European countries at the present 
time, and as lands become more and 
more debilitated by continued crop- 
pings, the use of fertilizer in this coun- 
try may be expected to increase. 


SUMMARY OF CONCLUSIONS ON POWER 
MARKETS 


The conclusions reached from the 
study of prospective markets for power 
in the Northwest, outlined above, are as 
follows: 

1. Natural growth of the present 
market will be insufficient to absorb 
more than a fraction of the power made 
available by the new projects under con- 
struction. 

2. Due to the low rate necessary for 
irrigation pumping, such use, in gen- 
eral, affords no market for a large block 
of firm energy. 

3. The absorption in a reasonable 
period of time of the large block of new 
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energy being developed in the area is 
dependent upon the development of new 
industries which require cheap power 
in their manufacturing processes. 

4. The attraction of present devel- 
oped industries from their present well- 
established production centers and their 
development in the Pacific Northwest 
when market conditions warrant ex- 
pansion of their facilities is dependent 
not only on cheap power rates, but also 
on other inducements such as cheap 
water transportation for the raw materi- 
als and finished products, cheap indus- 
trial sites and low taxes. 

5. Exceptionally good possibilities 
appear to exist in the Pacific Northwest 
for the production of light alloys, ferro 
alloys, fertilizers, paper ‘and other cellu- 
lose products, by reason of the availabil- 
ity of the raw materials entering into 
such production, and the economic fea- 
sibility of the development of these pro- 
ducts should be thoroughly investigated. 


PoweER SALESMEN NEEDED 


The foregoing market studies are 
largely a summary of some of the more 
competent economic studies that have 
reported progress to date. Where fur- 
ther information is needed, these studies 
are being continued so that by the time 
the government power is ready for the 
market, it is assumed the situation will 
be well in hand with facts, figures and 
sales arguments for putting it to econ- 
omic use. But the mere existence of 
an attractive file of data will not be 
sufficient to induce industrialists to 
move West or start new in that compar- 
atively new territory. The situation 
appears to call for an aggressive cam- 
paign by a trained sales force. 

Of course before any of the power 
can be marketed, rates must be esta%- 
lished, but the government has set up 


machinery for this and it is understood 
considerable progress has been made 
toward the preparation of rate struc- 
tures. But the question is: Is the 
government the best agency for pro- 
moting the sale of the power? With 
large blocks of surplus energy in Cali- 
fornia, Nevada, Arizona, Wyoming, 
Montana, Tennessee, Alabama, and per- 
haps later New York, beside the two 
under discussion in this article, much of 
which will be highly competitive as 
between districts, the government would 
seem to be in a difficult position to 
undertake the necessary sales promo- 
tion. 

This is undeniably a community job, 
demanding the fullest cooperation of all 
business elements and the best efforts 
of its ablest citizens. The greater the 
stake in the community of these sales- 
men, the more effective will be their 
selling efforts to get industry to come 
to the Northwest instead of going to 
some other section of these “dam con- 
scious” United States. It is pertinent 
to point out that of all the business in- 
terests anxious to see these federal 
“oifts’ made an economic benefit to 
the communities, the public utility com- 
panies top the list, since their stake in 
the community is large and their very 
existence will be threatened if the power 
is not sold on an economic basis. Fur- 
ther, they know something about selling 
power. As a matter of fact their aid 
to the government and to planning 
bodies has already been generous and 
effective, and these organizations in the 
Northwest have begun to recognize the 
large potential value of having the pub- 
lic utilities as allies. 


Air view of the Bonneville site with 
proposed works drawn in by the 
artist. Bradford Island forms an 
integral part of the dam 
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Built Today for Tomorrow’s 
Markets 


OUND economic advancement of 
southern California and the Pa- 
cific Southwest underlies the in- 

ception of the Boulder Canyon project 
and the construction of the gigantic 
dam at Black Canyon on the Colorado 
River. First, and probably most im- 
portant is flood control. By regula- 
tion of flow provided for by the tre- 
mendous reservoir behind the dam, the 
threat of disastrous floods will be .re- 
moved from the rich irrigation districts 
in the extreme southeastern portion of 
California, notably among which is the 
Imperial Valley. 

The second sound objective of the 
Boulder Canyon project is the storing 
of water and delivering thereof for the 
reclamation of land and other beneficial 
purposes within the territorial United 
States. Probably the most beneficial 
aspect of this provision in relation to 
the economic development of the [a- 
cific Southwest is the stipulation giving 
Los Angeles and adjacent cities a con- 
tinuous flow of 1,500 sec.-ft. of water to 
augment their present supplies. The 
unprecedented growth of population in 
the southern California Coastal Plain 
in past years has necessitated a de- 
velopment of approximately four-fifths 
of the natural water supply contiguous 
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to that area. The deficiency in local 
waters had become a matter of seriou; 
concern and is now alleviated by the 
Colorado River allotmen: which should 
provide un ample water supply fer 
many years to come. This insurance of 
an adequate supply wi!] permit un- 
interrupted commercial and industrial 
expansion not only of the Pacific 
Southwest but of California as a whole, 
water being indispensible to the devel- 
opment of this area. 

Also important, in connection with 
water supply and as a correlated part 
of the Boulder Canyon preject is the 
All-American Canal which provides for 
a main canal 80 mi. long connecting 
the Colorado River with the Imperial 
Valley and 130 mi. of branch canals 
supplying an arable area of approxi- 
maiely 1,000,000 acres 

Third factor leading to the consiruc- 
tion of Boulder Dam is the generation 
of power, revenues from which are ex- 
pected tc supply most of the income 
needed to make the project a self-sup- 
porting, self-liquidating undertaking. 
When it is considered that electrical 
energy is to be purely a by-product of 
released storage as dictated by irriga- 
tion and other requirements, the feasi- 
bility of this objective is a matter of 


Ariel photo of Boulder Dam, now 
practically completed, clearly shows 
the structure, power house and the 
vast area behind the dam that soon 
will be inundated by the _ im- 
pounded waters of the Colorado 


much conjecture by manv economists 
and engineers. 


HypDROLOGY OF THE CoLorApo Rrver 


Draining a basin of 240,000 sq. mi. 
the Colorado River is noted for a tre- 
mendous volume of flow. sudden and 
severe floods, and the extremely high 
silt content of the water. From rece- 
ords over a 32-yr. period the annua! 
average flow has been estimated at 
18,000,000 acre-ft. During this period 
the minimum flow at Yuma, Ariz.. was 
7,000,000 acre-ft. annually and_ the 
maximum flow, 25,000,000 acre-ft. an- 
nually. In this connection it is inter- 
esting to note that for the first nine 
months of 1934 the recorded flow was 
3,719,000 acre-ft., or less than 20 per 
cent of the average for the 32-year 
period immediately preceding. . 

Upon its completion, the 700-ft. dam 
in Black Canyon will impound a reser- 
voir having a capacity of 30,500,000 
acre-ft. Of this reservoir 9,500,000 
acre-ft. must be reserved at all times for 
storage of flood waters of the river; 
from 5,000,000 to 8,000,000 acre-ft. 
have been set aside as a silt pocket be- 
hind the dam; and from 12,000,000 to 
15,000,000 acre-ft. is considered as ac- 
tive storage for irrigation, power and 
other requirements. As previously men- 
tioned, power will be generated only 
as a by-product of the waters released 
from storage in accordance with the 
following program of water allocation. 

Claims of various states on the usage 
of Colorado River water at times pre- 
sented almost insurmountable obstacles 
to the sponsors of the Boulder Canyon 
project. When the claims of six states 
had been adjusted satisfactorily, the 
project was started, although Arizona 
is still bitterly opposed to certain pro- 
visions regarding allocation of water 
and power rights. 

According to present contracts, Ari- 
zona will be entitled to 2,800,000 
acre-ft. (this is still in dispute), Nevada 
is entitled to 300.000 acre-ft., and Cali- 
fornia has been allocated 4,400,000 
acre-ft., 1,500 sec.-ft., or approximately 
25 per cent of that volume being re- 
served for the exclusive use of the Met- 
ropolitan Water District which will 
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take its share from the reservoir be- 
hind Parker Dam now being con- 
structed some 90 miles below the Boul- 
der Canyon project. The remainder of 
the California allocation will be taken 
by the various irrigation districts. 
Under this agreement, the price paid by 
the Metropolitan Water District for its 
allotment will be 25 cents per acre foot. 
In making these allotments no con- 
sideration has been given to possible 
claims of Mexico for stored water. 


Power ALLOTMENT 


In releasing this volume of water to 
the Boulder Dam turbines under an 
average head of 530 ft. it is expected 
that the energy developed will be 
equivalent to 4,240,000,000 kw.-hr. of 
firm power and 1,500,000,000 kw.-hr. 
of secondary power. Through the pro- 
visions of the original Boulder Dam 
contracts, this power will be assigned 
as follows: 

Metropolitan Water District Aque- 
duct, 1,526,500,000 kw.-hr.; State of 
Arizona, 753,200,000 kw.-hr.; State of 
Nevada, 753,200,000 kw.-hr.; City of 
Los Angeles, 551,200,000 kw.-hr.; 
Southern California Edison Co., Ltd., 
381,000,000 kw.-hr.; Pasadena, Glen- 
dale and Burbank, 254,000,000 kw.-hr. 

It is expected that the output of sec- 
ondary power will be absorbed by the 
Colorado River Aqueduct pumping 
plants of the Metropolitan Water Dis- 
trict which will require ultimately ap- 
proximately 275,000 kw. 

Power from Boulder Dam is delivered 
to the various distributional agencies on 
the high side of the station transform- 
ers, the price for firm power being 1.63 
mills per kw.-hr. and for secondary or 
dump power, 0.5 mills per kw-hr.. 
transmission facilities to be furnished 
by purchaser. 

On this basis the revenue from power 
sales would be $7,057,900 from _pri- 
mary power and $275,000 from second- 
ary power, assuming full utilization of 
the plant output. 

Provisions also stipulate that in the 
event that Nevada and Arizona are un- 
able to use their share of the power, 
it will be divided equally between the 
City of Los Angeles and the Southern 
California Edison Co. until such a time 
as those two states can utilize the en- 
ergy economically. Inasmuch as there 
is no immediate prospect of these states 
absorbing their share, it appears that 
the City of Los Angeles and the Edi- 
son company would be obligated to take 
totals of 1,314,400,000 kw.-hr., and 
1,144,800 kw.-hr., respectively. 

Delivery of power, due to rapid con- 
struction, will be possible some time in 
1936 (if stored water is available), at 
which time the City of Los Angeles will 
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be in a position to take its full allot- 
ment. The Southern California Edison 
Co., on the other Hand, is contracted 
to take power in 1938 and then only 
55 per cent of its allotment the first 
year. As.yet transmission facilities’ for 
this allotritent have not yet been ‘pro- 
vided and, ¢ven though the initial ‘in- 
stallation will be completed early- in 
1936 it is; questionable whether any of 
the other distributing agencies will ac- 
cept power before 1938 or 1939, 

The advent of over 4,000,000,000 


kw.-hr. of firm power in the area with-; 


in 300 miles of Boulder Dam will have 


a tremendous economic significance 


| Kw HRS. 
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Fig. 1—Graphic portrayal of the 
relationships between consumers, 
power consumption at present and 
the effect of Boulder Dam’s output 
on the Southern California market 


both on the territory and on the elec- 
trical industry. Within this 300-mile 
radius are thirteen California counties, 
having a population of 3,332,000:peo- 
ple; eight Arizona counties with a total 
population of 278,000; six Nevada 
counties with a total population of ap- 
proximately 35,000; and thirteen Uta 
counties with a population of -approxi- 
mately 125,000. In 1935, the popula- 
tion of this area represented .roughly 
1,000,000 domestic electrical censumers 
including electrified farms,.. 123,241 


-commercial and small power customers 


and 22,772 wholesale or large power 
consumers. To these customers the elec- 
trical utilities sold 2,800,000,000 kw.-hr. 
directly, and in addition sold 240,000,- 
000 kw.-hr. for electrical railway use 
and 200,000,000 kw.-hr. for street light- 
ing. Losses and company use brought 
the total generation in 1933 in this area 
to almost exactly 4,000,000,000 kw.-hr. 

Generating facilities at the present 
time total 1,444,277 kw. At a load fac- 
tor of 40 per cent, these generating 
facilities are capable of producing 
roughly 5,000,000,000 kw.-hr. or 1,000,- 
000,000 in excess of the amount re- 
quired in 1933. With the addition of 
the firm power from Boulder Dam, ex- 
clusive of the Metropolitan Water Dis- 
trict requirements, the present per cap- 
ita generation of 1,200 kw.-hr. in this 
territory will be increased to approxi- 
mately 2,000 kw.-hr. per capita should 
it be possible fully to utilize the out- 
put of Boulder Dam by 1939. This fig- 
ure does not include the present exist- 
ing surplus of roughly 1,000,000,000 


kw.-hrs. now existing in the area. 


Power MARKET 


In analyzing the potential utilization 
of electrical energy in the Pacific South- 
west, the physical characteristics of the 
area and the records of past energy con- 
sumption will serve as a guide. In com- 
mon with other Western areas, agricul- 
ture is the supporting .framework for 
the commercial structure in this terri- 
tory. Fertile soil, a favorable climate 
and the high market value of semi-tropi- 
cal crops characteristic of the Coastal 
Plain of southern California gave im- 
petus to a rapid growth in population 
which was augmented by a favorable 
climate for manufacturing and by the 
commercial needs of a rapid popula- 
tion growth in the area. Most of the 
territory capable of being served with 
Boulder Dam power other than south- 
ern California consists mainly of arid 
plateaus and desert unfavorable to agri- 
culture or other development except 
mining and metal production. 

In considering southern California, 
the discovery and development of oil 
and the growth in manufacturing both 


Electrical W est — V ol. 74, No. 2 





nin -« Scr ili «eel ell ee | 


“~~ == 65 bet, 


Or —s OMs amo =. 


| 





have contributed heavily to the eco- 
nomic development of this section. It 
is obvious from the population figures 
that southern California is the most 
logical place to expect a rapid growth 
in electrical consumption. 

Taking the territory as a whole, cer- 
tain significant factors in relation to 
the possible utilization of additional 
energy have been shown graphically in 
Fig. 1. An inspection of this sketch 
reveals that the domestic consumers 
representing 81.5 per cent of the total, 
use 43.5 per cent of the energy sold. 
Commercial and small power customers 
representing 10.8 per cent use 22.5 per 
cent of the power sold. The wholesale 
or large power users representing 2 per 
cent of the total use 34 per cent of the 
power sold. 

Also shown is the projected consump- 
tion of kilowatt-hours of the various 
groups of consumers in 1942 calcu- 
lated on a 5 per cent annual growth 
basis. If this actually occurs, it will 
be seen that existing generating capac- 
ity would be capable of supplying the 
demand at that time with the exception 
of approximately 350,000,000 kw.-hr. 
To this latter figure has been added the 
2,750,000,000 kw.-hr. of firm power 
from Boulder Dam which has been allo- 
cated to the distribution agencies in 
southern California. This block of en- 
ergy is almost wholly surplus and, 
should the Federal government decide 
to force its output on existing utilities 
under policies similar to those pursued 
in the Tennessee Valley at the expense 
of present facilities, very serious eco- 
nomic consequences may result. 

That Arizona and Nevada will be 
unable to use the 753,200,000 kw.-hr. 
allocated to them for many years is 
evident from the fact that in 1933 the 
total energy generated in the former 
was 296,824,000 kw.-hr. and in the lat- 
ter 21,953,000 kw.-hr. In the peak year 
Arizona generation was 404,309,000 
(1931) and Nevada 54,935,000 (1928). 

This latter figure is less than one- 
thirteenth of the amount assigned that 
state. 

On the other hand, conditions are 
favorable throughout the entire area for 
a greatly increased power consumption 
per capita in the domestic and com- 
mercial fields. 

Among the large power consumers, 
the low cost of natural gas offers seri- 
ous competition in many processes. Low 
power rates in the area have contributed 
much to the electrification of Pacific 
Southwest industry and the continuance 
of favorable electrical schedules, cheap 
water and a continued growth in popu- 
lation will attract additional industry 
to the manufacturing areas of southern 
California. 


February, 1935 — Electrical West 












| Status of the Colorado Aqueduct | 
















(ult.) 84,000 kva. 





Probably the greatest potential source 
of large power consumers is in the de- 
velopment of the rich mineral resources 
of Arizona, Nevada and Utah. The ex- 
treme low cost of power available at 
Boulder Dam would be an attractive 
factor in metallurgical and chemical 
processes utilizing large amounts of en- 
ergy. However, such developments 
await more favorable market prices for 
their output. 

It has been suggested by some that 
the surplus power at Boulder Dam 
could be disposed of economically in 
southern California by diverting the 
flow of power from the Big Creek de- 
velopment of the Southern California 
Edison Co. northward. The possibility 
has been thoroughly discussed by A. H. 
Markwart, vice-president in charge of 
engineering, Pacific Gas and Electric 
Co., in his article entitled “The En- 
gineering and Economic Aspects of the 
Power Surplus” (ELectrica, West, 
June, 1934, p. 43). Mr. Markwart 
estimates that at the present time there 
is a surplus of between 1,500,000,000 
and 2,000,000,000 kw.-hr. in northern 
California which must be disposed cf 
before power now used in southern 
California could be utilized. However, 
he estimates that it is physically and 
economically possible to dispose of ap- 
proximately 2,000,000,000 kw.hr. from 
southern California in addition to the 
2,000,000,000 kw.-hr. output of the Big 
Creek hydro development should load 


_— To Be | 
Item Description Purchased | 
AQUEDUCT Total length, 241.5 miles; concrete lines tunnels, | 
91.5 miles—excavation 60 per cent completed; con- 
duit 55.6 miles; lined canals, 64.9 miles; pressure 
lines and siphons, 28.3 miles; passage through res- 
ervoirs, 1.2 miles; profile elevation, 440-1807 ft. 
TRANSMISSION 400 miles, l-circuit, 230-kv. steel tower line con- 
LINE necting pumping plants with Boulder Dam. _Ini- 
tial installation 237 miles. 1936 
PUMPING Static head 290 ft., ultimate capacity for (1,500 
PLANTS* sec.-ft. flow) 61,000 hp. Initial installation (462 
INTAKE sec.-ft. flow) 22,800 hp. Substation capacity (ult.) 
54,000 kva. 1937 
GENE WASH Static head 302 ft. Ultimate capacity 64,000 hp. 
Initial installation 24,000 hp. Substation capacity 
(ult.) 120,000 kva. 1937 
IRON MT. Static head 440 ft. Ultimate capacity 94,400 hp. 
Initial installation 11,700 hp. Substation capacity 
(ult.) 30,000 kva. 1937 
EAGLE MT. Static head 438 ft. Ultimate capacity 91,200 hp. 
Initial installation 35,400 hp. Substation capacity 
(ult.) 84,000 kva. 1937 
HAYFIELD Static head 440 ft. Ultimate capacity 94,400 hp. 


Initial installation 35,400 hp. Substation capacity 


Note: Four pumping plants will be served from the 230,000-volt transmission line 
by a 230/6.6-kv. main and transfer bus substation. Intake plant is served from Gene by 
two 69-kv. lines. Pump motors will be of vertical synchronous type operating from 6.6-kv. 
bus; sizes and speeds depend upon static head of particular pumping station. 

*Pumping plant power figures for ultimate development are based on 8 pumps oper- 
ating. An additional standby pump will be installed at each plant. 


requirements in central California jus- 
tify this exchange. Considering cen- 
tral and southern California as a unit, 
Boulder energy is favorably situated for 
absorption over a wide aree providing 
a return to the normal growth curve 
of the last decade requires generating 
facilities in addition to those now only 
partially loaded by the present demand. 


Viewed from the optimistic stand- 
point in which the country as a whole 
returns to normal economic condition 
in the near future and to which may be 
added the liberal education in load 
building which the utility commercial 
departments have gained in the past few 
years, it seems feasible that normal load 
growth plus energetic load building 
may dispell power surplus bugaboos 
from California. On the other hand, 
a continuation of current economic con- 
ditions but slightly improved for the 
next few years confronts the electrical 
industry with the possibility of a very 
serious problem of surplus power. 

Boulder Dam is intended to be a self- 
liquidating project—the revenue from 
water and power being set up as to be 
sufficient to cover a sinking fund for 
cost amortization at 4 per cent and pro- 
vide for operation and maintenance ex- 
pense. The $7,000,000 a year revenue 
from electrical energy over a 50-year 
period would return almost twice the 
initial investment of $165,000,000. 
After construction costs have been com- 
pletely amortized, revenues in excess 
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of operation and maintenance would be 
allocated 1834 per cent to Arizona, 
1834 per cent to Nevada and 6214 per 
cent to the Federal government. 
Indications at present suggest that 
the Los Angeles Bureau of Power & 
Light is the only distributing agency 
which will be in a position to take 
power from Boulder. Dam in 1937 and 
1938. This does not reduce the surplus 
in the territory, because the Bureau of 
Power and Light has been purchasing 
some 400,000,000 kw.-hr. per year from 
the Southern California Edison Co., 
who will therefore be obligated to dis- 
pose of this amount of power elsewhere. 
While the Metropolitan Water District 
is expected to take 1,500,000,000 kw.-hr. 
of firm power and an equivalent amount 
of dump power for pumping on the 
aqueduct, there is no definite indication 
as to when the District will be in a po- 
sition to absorb this amount of power. 


Private utilities are not obligated to 
take power until 1938 or 1939 and 
probably will be able to assume their 
portion of the load only by shutting 
down their existing plants. In this con- 
nection there is no possible saving in 
the costs of power because 75 per ceri 
of the energy consumed in southern 
California already is generated by water 
and hence the saving on fuel, when 
using Boulder power, will be minimum. 
Further complicating the situation is 
the fact that, for the best service, addi- 
tional steam plant capacity will be re- 
quired to pick up load that might be 
dropped through outages either at the 
Boulder Dam power house or asso- 
ciated transmission lines. The smaller 
cities, Pasadena, Glendale and Burbank 
already have asked for extensions in 
time of three, five and seven years, re- 
spectively, to cover a ioad development 
period and for a reduction in price 
from 1.63 mills to 0.5 mills during the 
period. 


Balancing the factors incurred by 
early completion of Boulder Dam and 
power house is the extremely low run- 
off of the Colorado River in the past 
two years. Inasmuch as 7,500,000 acre- 
ft. must be impounded behind the reser- 
voir before power is generated, it is 
possible that several years might be 
required to fill the reservoir to this 
capacity should the flow of the past two 
years remain at the minimum level of 
the past year. . 

Because no forecast can be made 
of business conditions, Colorado River 
run-off, or the policy of the Federal 
government in disposing of whatever 
surplus power may be available at 
Boulder Dam it is difficult to prophesy 
just what effect.the completion of the 


project will have on the electrical in- 
dustry. 
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Status of Boulder Dam Project 


Equipment Description Purchased 
DAM Arch gravity type 

Height 726 ft. 

Maximum head 589 ft. 

Storage 30,500,000 acre-ft. 

Firm power 4,240,000,000 

kw-hr. annually (663,000 Completed 

continuous hp.) 1935 

Installed capacity,  ulti- 

mate, 1,320,000 kva. 

Initial installation 410,000 

kva. 
PRIME MOVERS 15 vertical reaction tur- 4 in 1933 

bines rated 115,000 hp., 

150-180 r.p.m. 

2 vertical reaction turbines 

rated 55,000 hp., 257% 1 in 1933 

r.p.m. 
GENERATORS 15 82,500 kva., 150-180 4 in 1933 

r.p.m., 13,200 v., 3-phase, 

50-60 cycle 

2-40,000 kva., 25742 r.p.m., 

13,200 y., 3-phase, 60 cycle 1 in 1933 
TRANSFORMERS 7 oil-filled, 16,320/287,000 1934 

v., 60 cycle 

4 oil filled, 13,200/138,000 

v., 60 cycle 1934 
LOW VOLTAGE 
SWITCHING 
EQUIPMENT Oil circuit break- 
HIGH VOLTAGE ers, etc. for initial 
SWITCHING installation pur- 
EQUIPMENT chased in 1934 
TRANSMISSION 1-287 kv., 2 circuit, 265 L.A.B.P. & Lt. 
LINES mile steel tower line— line complete 

L.A.B.P. & Lt. 

1-220 kv., 1 circuit, 400 

mile steel tower line for 

Metropolitan Water Dis- 

trict 

1 lire for Southern Calif. 

Edison Co. Ltd. (design 

not announced) 

Status of Parker Dam Project 

Equipment Description Purchased 
DAM Arch type 


Height 325 ft. 

Maximum head 85 ft. 
Practically stream flow plant 
Installed capacity 80,000 kw. 


PRIME MOVERS 


27,500 h.p., 240 r.p.m. 


GENERATORS 


v., 3 phase, 60 cycle 


TRANSFORMERS 


LOW VOLTAGE 
SWITCHING 


EQUIPMENT 

HIGH VOLTAGE 
SWITCHING 
EQUIPMENT 


Contract let 
Aug., 1934 


4 vertical reaction turbines rated 


4-20,000 kw., 240 r.p.m., 13,200 


Purchased 


2-1935 
3-1937 
4-194] 
2-1944 


1-1938 


2-1935 
3-1937 
4-194] 
2.1944 
1-1937 
4-1935 
7-1937 
6-194] 
3.1944 


4-1937 


As required 
by station 
expansion 


1935-36 


Probably 
in 1938 


To Be 
Purchased 


About 1950 
About 1950 
About 1950 


About 1950 


About 1950 
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Concerning the Facts 


OST of us can learn the facts 

of life from popular songs, 

but utilities ane supposed to 
learn them from the handwriting on the 
wall. So here’s my own handwritten 
fact which has to do with the life of 
private utilities: Sales and promotion 
must be so keyed up that two kilowatt- 
hours will be sold where only one is 
sold now. 

The reason is obvious. The govern- 
ment-made power surplus must be taken 
over by the private utilities if the gov- 
ernment is to be kept out of the utility 
business. To save its face and justify 
its action, the government must get rid 
of the surplus when it exists; if the 
private companies can’t be the distrib- 
utors, the government will be forced to. 

So oil up the sales promotion machin- 
ery, bring out the advertising guns, and 
turn on the heat. 


RATE expert testifying the other 

day for the city of Fresno, Calif., 
in its valuation case, said that he allowed 
nothing for good will in his figures be- 
cause public utilities don’t have any 
good will. “By the very nature of their 
business,” he said, “they create antagon- 
ism, not good will.” 

This alarming news may be disheart- 
ening to those executives whose job it 
is to write reports and prepare charts 
which prove that customers and com- 
panies are getting more chummy. But, 
actually, it only goes to show how wrong 
experts can be. Probably the expert in 
question never even saw one of those 
public relations reports, else he would 
have known better than to make such a 
rash statement. 


ERHAPS the very nature of a pub- 

lic utility’s business does create an- 
tagonism; if so, the nature of the busi- 
ness is at fault. I can think of a good 
many utilities who have worked so hard 
to develop their futures that they forgot 
to develop themselves. Right now all 
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thought must be given to the “corporate 
personality’—the apparent nature of 
the business. 

Electra didn’t quite understand this, 
when I talked it over with her, so | 
explained it thusly: The nature of an 
electric company’s business is the sup- 
plying of electricity, but no customer 
of my acquaintance ever got down on 
his knees to thank heaven that his lights 
burned when the switch was turned on, 
or that water flowed when the faucet was 
turned on. The only reaction the custo- 
mer gets is the one when the bill is paid. 

Yet, consider the hotel industry. The 
nature of that business is the supplying 
of rooms for weary travelers. There is 
a lot of talk about the high rates some 
hotels charge, but other hotels charge 
even more and customers are happy to 
pay the tariff. Why? Simply because 
the better hotels so disguise the actual 
nature of their business with extra serv- 
ices that the apparent nature of their 
business is seeing to the comfort and 
satisfaction of patrons. And do the 
patrons eat it up! A 5-cent newspaper 
at your door in the morning and a 10- 
cent bunch of flowers on the writing desk 
takes the sting out of the extra 50 cents 
a day you pay for the room. 

The public utilities would do worse 
than to adopt a similar theory. 


NSTEAD of appropriating a million 

dollars for an investigation here and 
a half million for a power study there. 
it might be easier on the taxpayers if 
Congress would have the Literary Digest 
conduct a straw vote on the whole idea 
of utilities. That would be a far less 
expensive method of getting the facts. 


XECUTIVES are and should be the 

best salesmen in the business. And 
when each power company executive 
arms himself with an order book and 
closes each business call with a sales 
talk, then more of the rank-and-file 
employees will get the sales spirit. And, 


of Life 


gosh knows, could there be any doubt 
that each executive has all the latest 
appliances, so that he can talk from 
experience ? 


TILITY taxes continue to increase 
about one per cent a year, here in 

the West. If this keeps up, the utilities 
will be in a good position to demand 
a subsidy because all the other tax-col- 
lecting agencies will be out of business. 


AVE you noticed that the munici- 

pal ownership advocates suddenly 
have forgotten about the Ontario Hydro- 
electric bubble? That’s because the 
Ontario bookkeepers are having such a 
devil of a time trying to make red ink 
look black. The 1934 report, due soon, 
probably will be required reading for 
students of legerdemain. 


UST how long any manager lasts 

in the job is becoming a sporting 
proposition in one of our “model” mu- 
nicipal utilities here in the West. An- 
other conscientious and energetic man- 
ager charges that he has been forced to 
“resign”. The same thing has hap- 
pened to two predecessors in as many 
years. It seems, one of the resignors 
told Electra and me over a consolatory 
glass, that it doesn’t do to take your 
job seriously. That is, you shouldn't 
insist that some of the political big 
shots of town, even though they run 
nice businesses and can afford it, pay 
their bills. Some of these “influential 
citizens” haven't paid an electric bill 
for a couple of years and sort of resent 
the idea that they should change their 
habits at a time like this. We are all 
familiar with the claims that consumers 
will pay less for electricity under pub- 
lic ownership, but in this town if you 
are a good politician you don't have to 
pay ANY electric bill at all. Viva! 


Utopia! 
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é< SUPPOSE”, said Bill Jones as 
he oozed into the Manager’s 
office one morning, “that you 
are quite capable of giving the answer 
to the problem of what 2 and 2 make?” 

“Probably. What is this? Is it sup- 
posed to be funny, or are you trying 
to give me an intelligence test? Any- 
way, if it will make you happy, I will 
play. Obviously the answer is 4.” 

“No,” said Bill, “it isn’t an effort to 
be humorous, and if I were seeking 
information about intelligence quo- 
tients, I would spend my time where 
results would be more promising. Any- 
way, your answer merely confirms a 
long-entertained conviction that the 
organ which you flatter by calling it 
‘mind’ is ossified and is suffering from 
an advanced state of obsolescence. Any 
old Has-Been would naturally be ex- 
pected to say that 2 and 2 make 4, but 
any disciple of the ‘Abundant Life’ 
could tell you, and has been telling you 
for a couple of years, that 2 and 2 
make 22. And that is one of the fun- 
damental differences between the New 
Dealers—(or are they New Orderers 
now)—and your mental contemporar- 
ies, the Egyptian mummies. For 2,000 
years and more the mummy also has 
been thinking that 2 and 2 make 4. 
Perhaps it would be more nearly ac- 
curate to say that without doing any 
thinking at all, he has taken it for 
granted just because somebody else has 
told him it was so.” 

“All right,” said the Manager, “hav- 
ing gotten that out of your system, what 
about it?” 

“What do you know about your Sales 
Department? Is it worth what it costs, 
or more, or less? How much of the 
business credited to it would have come 
to the company anyway, even if you 
didn’t have a Sales Department? 

“Well—uh—quite so,” hesitated the 
Manager. “I don’t think that I really 
know a lot about it. A Sales Depart- 
ment is sort of like advertising. You 
can’t actually put your fingers on direct 
results which justify the expenditure, 
but experience tells us that if we stop, 
we soon will wish we hadn’t. I think 
that my Sales Department is as good 
as any of them. 
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“Just about what I expected you to 
say,” said Bill, “and just about what I 
would expect practically any Manager 
to say. And here is one reason. A 
few years ago a small company was 
very proud of its achievement of plac- 
ing ranges on its lines. It was the first 
time they had made a real effort to 
speed up their range load building. 
When the smoke cleared away, they had 
sold a thousand ranges and their resi- 
dential consumption had increased from 
650 to 763 kilowatt-hours per annum. 
The Manager was delighted and author- 
ized a very liberal additional appro- 
priation to cover free wiring, more 
salesmen, etc. for the following year. 
The next year the selling expense per 
range went up very materially, as was 
expected the case would be. The re- 
sults were deemed more or less satis- 
factory until, at the close of the year, 
the Manager suddenly discovered that 
the annual Kilowatt-hour consumption, 
instead of continuing to increase, had 
actually decreased from 763 to 718; 
and then he went up into the air. ‘Why,’ 
he yelled, ‘I gave you a free hand, let 
you spend $60.00 more per range than 
we ever spent before, and instead of 
gaining, we are losing. What is the 
sense of spending big money for load 
building if the more you spend, the 
smaller the load? One thing this com- 
pany is going to-do is to have a new 
Sales Manager.’ And it did. 

“What- happened was this: 

“The first year was the valley of the 
depression for that community, and the 
company lost some thousands of meters, 
and of course the city lost population. 
Under such circumstances the Kilowatt- 
hour consumption per meter was almost 
certain to go up, and it did, very mate- 
rially distorting the picture. The sec- 
ond year some thousands of meters were 
reinstalled, and empty houses became 
filled again. The increase of new cus- 
tomers was entirely out of proportion 
to the saturation increase of ranges, and 
so every new lighting customer diluted 
the per capita consumption average. 

“The answer was always 2 and 2 
make 4, but the Manager read it to 
be 22. 

“Some time I am going to preach a 
sermon ‘About the tragedy of knowing 
too much.’ One of the peculiar obses- 
sions which strikes Sales Departments 
is that much credit will attach to them 
if they can present a brand new idea— 
one that is really original, that will 
‘knock ’em dead.’ There ain’t no such 
animal, and there can’t be. Selling is 
merely human nature, and human na- 


ture has never altered. All of the pos- 
sible changes had been made centuries 
before that original New Dealer, Noah, 
after a marvelous joy ride, began to 
entertain doubts and wonder where and 
when he was going to land. The Sales 
Manager who thinks he has hit on a 
new attack is deceiving himself and 
unduly advertising his self-inflation. If 
he will cease wasting his company’s 
time and his own energy trying to at- 
tain the unattainable, and instead will 
devote himself to doing the old job 
just a bit better than he had ever done 
it before, hell be worth his salary. 
And he’ll do his job progressively bet- 
ter as he opens his mind to the fact 
that other companies have Sales Direc- 
tors who also have brains, and, what is 
not of less importance, experience. 

“Did you ever overhear a bunch of 
doctors discussing the mental and pro- 
fessional attainments of one of their 
group who isn’t present? If so, you 
probably rushed into the drug store, 
bought a bottle of Lydia Pinkhams, 
dosed yourself, and let it go at that. 
The other fellow’s sales plan is as full 
of holes as is a ladder. ‘Yes, pretty 
good, but not yery brilliant and not 
much kick in it after all.’ Well the 
part of the universe you and I are in- 
terested in is suffering right now from 
too much brilliancy, too little common 
sense and constructive perspiration. 

“Insist that your Sales Manager visit 
and talk with other Sales Managers; 
but first of all, if necessary, take him 
across your knee and make him under- 
stand that he is to learn something from 
his visits, and then if he comes -back 
only with the idea of how much better 
he is than the other fellow, spank him 
again. Maybe you should fire him. 
What you require from him are results 
and not methods. His value to you is 
his ability, if any, of observing and 
evaluating information—not in taking 
over the self-imposed tasks of the Cre- 
ator. There never was a Sales Manager 
so poor in intellect attached to a com- 
pany so insignificant that he doesn’t do 
some parts of the problem better than 
his highest-salaried-visitor. 

“Upon second thought it occurs to me 
that possibly I have treated too casually 
the adherence of the mummy to the 
archaic idea that 2 and 2 make 4. An 
idea that has persisted from many 
centuries B.C. until 1932 perhaps is 
entitled to some respect after all. Ideas 
of that sort seem to run in cycles. Pos- 
sibly some day, perhaps at the end of 
another thousand years, the notion that 
2 and 2 make 4 may again be in style.” 
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What the 


Figures 
Mean to— 


VERYONE in the industry. Figures, 
after all, are the only barometer 
of selling. In your car you are pro- 
vided with instruments—a speedometer, 
oil gage, ammeter, temperature indicator 
—all to help you drive your car more 
intelligently, more effectively. Busi- 
ness, like a car, can be driven without 
such helps, but not nearly as well. In 
succeeding pages are the sales figures 
of dealers and utilities of the West, 
gathered with the assistance of both, for 
the past year. Also are the most intelli- 
gent estimates available of what both 
believe will be their sales this new year. 
These figures and the reports accom- 
panying them have a special value and 
significance to everyone in the industry, 
no matter in what vocation. 


Dealers— will find these figures a 
guide to their operations as a retailer. 
They give a picture of what was done 
last year, and what the objectives are 
this year. Against these the dealer can 
measure his own part with greater in- 
telligence. 

Knowledge of the utilities’ program 
gives him a chance to organize his own 
efforts to utilize the benefits of their gen- 


Company Name 


Alameda, City of 

B. C. Elect. Ry., Vancouver 
B. C. Elect. Ry., Victoria 
Burbank, City of 
California Oregon P. Co 
Cent. Ariz. Lt. 


Glendale, City of 

Idaho P. Co. 

Los Angeles Bureau P. 
Los Angeles Gas & Elect. Co 
Montana Power Co. 

Mt. States Power Co. 
Northwestern Elec. Co. 
Pacific Gas & Elect. Co 
Pacific Power & Lt. Co 
Portland G. E. Co 

Pub. Serv. of Colo. 

Puget Sound P. & Lt. Co 
San Diego Cons. G. & E. Co 
San Joaquin Lt. & P. Corp 
Seattle, Ltg. Dept. 

Sierra Pacific Power Co 
So. Cal. Edison Co. 

So. Colo. Power Co. 

So. Sierras Power Co 
Tacoma, Dept. Pub. Util 
Utah Power & Lt. Co 
Vallejo Elect. Lt. & P. Co.. 


Western Colo. P. Co 





eral promotional efforts and thus cash 
in on more sales for himself at the same 
time. He can plan his stock orders, ar- 
range for dealer helps from manufac- 
turers, plan his advertising and display. 
Wise use of this information will bring 
better sales results and greater satisfac- 
tion. 


Contractors—will find that though 
the codes do protect their competition 
from the ruthless chiseling of the past 
they do not create any new work. Pro- 
motional work by the industry is the 
only thing that will MAKE NEW 
WORK. Appliance sales mean loaded 


wiring facilities and a need, even if not 





Ranges, Water Heaters, Refrigerators 


Ranges 


1934 
Company Name 
Alameda, City of 
B. C. Elect. Ry. Co., Vancouver 
B. C. Elect. Ry. Co., Victoria 
Burbank, City of 
California Oregon P. Co 
Mt. States P. Co 
Central Ariz. Lt. 
Coast Counties G. & E. Co 
Glendale, City of 
Idaho P. Co. 
Los Angeles, Bureau P. & Lt 
Montana P. Co. 
Northwestern Elect. Co 
Se Ge OG. Ci Se nc tice vce cas 
Pacific P. & 
Portland G. E. Co 
Pub. Serv. of Colo 
Puget Sound P. & Lt. Co 
San Diego Cons. G. & Elect. Co 
San Joaquin Lt. 
Seattle, 
Sierra Pacific P. Co 
So. Cal. Edison Co 
So. Colo. P. Co. 
So. Sierras P. Co. 
Tacoma, Dept. Pub. Util. 
Utah Power & Lt. Co 
Vallejo Elect. Lt. & P. Co 


Western Colo. P. Co 


See accompanying reports for interpretation and explanation of these figures. 
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Water Heaters Refrigerators 
1935 1934 1935 1934 1935 
Sales Quota Sales Quota 
‘aw 56 eae 10 oe 
300 220 250 215 235 
100 35 50 75 100 
aan 4 bi 136 as 
3,000 199) 1,500 373) 1,800 
158) 855) 


' 420 2,372 
1,100 ene naa 
859 oss Jee 1,569 
550 200 2,137 
4,000 — 3,000 - 24,275 
540 540 635 
2,000 1,200 708 
225 10 1,376 
5,500 5,200 4,182 
300 500 3,500 
1,500 750 5,238 
1,500 500 198 
500 100 365 
4,600 2,000 17,867 
228 120 816 
bas oes 335 
600 253 500 900 
1,000 500 4,032 
250 15 75 350 
750 896 1,575 3,489 
50 eee 25 205 








Residential 
Customer 

1931 1930 

940 

740 

1,879 

665 

704 


1,447 
621 


695 


1,195 
723 - 
1,184 
1,004 
424 
1,107 
551 
916 
1,084 
781 
691 
561 
807 
1,494 
725 
609 
1,710 





realized by the public, for more wiring. 
The unexpectedly large sale of I.ES. 
lamps indicates a real hunger for better 
lighting equipment. Knowing of the pro- 
posed sales programs of utilities and 
dealers, contractors can organize their 
efforts to get more wiring jobs as a 
necessary adjunct to the appliances sold. 
The Housing Act loans re quire wired- 
in appliances, which create work. 


Wholesalers and Distributors— 
can plan their services to their trade 
with a better foreknowledge of the 
market. They can prepare stock move- 
ments to have adequate supply on hand 
for contemplated campaigns. From past 
campaigns they can determine — 
(such as indicated by the I.E.S. lamp 
sales of 1934) and prepare to antic ipate 
seasonal demands. From these reports 
they can prepare their sales forces to 
contact and assist their dealers at the 
right time to derive the most benefit 
from the utility promotional drives. 
All of this can be converted into better 
volume and profitable operations. 
Manufacturers—can learn from 
these figures and reports the size and 
location of markets, see trends and pre- 
pare their merchandise to meet the de- 
mand. Promotion, advertising, and 
stock can be planned for special seasons 
or campaigns. From the figures they 
can gage their own proportion of last 
year’s sales and gain an intelligent ap- 
preciation of the market expectancy for 
this year. Also they can better plan 
their western representation and sales 
effort, thus preventing unnecessary mis- 
takes and costly errors in marketing. 

There is meat for everyone in the 
following pages. Read -on— 
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Domestic Field Offers 
Greatest Opportunities 


By W. C. MAINWARING 
Merchandise Manager, 
B. C. Electric Railway Co., Ltd., 
Vancouver 


E feel there has never been a 

time when the domestic field 
offered such wonderful opportunities to 
utility companies as at present. 

The automatic electric storage type 
water heater offers load possibilities 
equal, if not in excess of the electric 
range. 

The demand for better home lighting, 
which has been responsible for the 
quick acceptance of the portable indi- 
rect lamp, makes possible tremendous 
increased revenue at very little addi- 
tional distribution cost. 

It is our intention to conduct vigor- 
ous campaigns, particularly on load 
building appliances, during 1935 and 
we feel quite satisfied that a very ma- 
terial increase in domestic load will be 
the reward. 

During 1934 there were approximate- 
ly 400 electric ranges added to our 
mainland system, of which 130 sales 
were made by dealers. Our 1935 quota 
covering our own sales is 300 and 
dealer sales should run about 100 more. 

During a four month period com- 
mencing April Ist we offered a special 
inducement of $45.00 free energy to 
all customers purchasing and installing 
electric ranges, this amount to be cred- 
ited on their monthly account at the 
rate of $2.50 per month for eighteen 
months. This undoubtedly helped our 
range sales considerably although we 
feel that the market insofar as our cus- 
tomers in the higher income groups is 
concerned is saturated to a point that 
we cannot expect to install many more 
ranges on our present selling plan and 
must look to customers in the lower in- 
come groups for future saturation in 
any volume. 

With this in mind we have developed 
a long term payment plan, which al- 
though not yet approved, we hope to 
put in effect early this year. Under the 
terms of this plan the customer would 
purchase an electric range over a period 
of years at the rate of $2.00 per month. 

Our electric water heater sales dur- 
ing 1934 amounted to 220, of which 
approximately 175 were of the auto- 
matic storage type. Our quota for 1935 
is 250. Up until two years ago our 
electric water heating effort consisted 


AO 


of promoting the sale of immersion type 
heaters on a flat rate of $3.00 per month 
on the 750-watt and $4.00 for 1-kw. 
size. 

During 1933 we commenced an edu- 
cational program on the new automatic 
storage type heater and have been mak- 
ing installations on a very conservative 
basis. No installation is made until the 
customer's home is carefully surveyed 
and the exact requirements understood. 
We then give the customer an estimate 
on the cost of operating this heater, 
which we supply at a rate of 8 mills. 
on an “off peak” basis, and without any 
doubt this group, numbering approxi- 
mately 250, are among our best satis- 
fied customers. 

We have been selling these water 
heaters on terms varying from $2.00 
per month up, depending on size, and 
the payments spread over a period of 
six years. Although we have been sell- 
ing units with galvanized tanks we are 
standardizing on monel metal tanks in 
the future and sell only this type. 

Our refrigerator sales during 1934 
amounted to 215 units and we have a 
quota for 1935 of 235 units. No in- 
formation is available on sales made by 
dealers but from the knowledge we 
have of some dealer sales we believe 
that our sales represent 50 per cent. 

Our program for 1935 starts off with 
an indirect portable lamp campaign 
with an objective of 1,000 units, from 
which we expect to receive additional 
annual revenue of $6,000.00 per year. 
The particular lamp we are campaign- 
ing will retail for $16.00 and be sold 
on terms of $1.00 down and $1.50 per 
month. Following that we expect to 
start our range and water heater activ- 
ities not later than March Ist. We will 
then start our refrigerator activity about 
April Ist, and while these are being 
carried through until July 31st, at the 
same time we will be conducting sales 
activities on washing machines, ironing 
machines and vacuum cleaners. 

During August we usually release 
most of our merchandise staff for sum- 
mer vacation and commencing early in 
September we devote considerable at- 
tention to the sale of radio sets and tube 
testing in the homes of our customers. 
Our tube testing has been particularly 
successfal, resulting not only in the 
sale of approximately 20,000 tubes an- 
nually but also bringing into service 
many hundreds of sets that were not in 
use and also bringing up prospects 
with old and battery operated sets. 


New Consumers and Load 
Added to Island System 


By S. J. HALLS 
Manager, Light & Power Dept., B. C. 
Electric Railway Co., Victoria 

HE Vancouver Island operations of 

the company made steady progress 
in the past year; 728 new domestic con- 
sumers were connected up, adding 1,700 
kw. to the system; average domestic 
consumption for the year was 753 kw.- 
hrs. 

In the industrial field there is a much 
better feeling prevailing, particularly in 
the lumber industry, and we contem- 
plate serving a number of new saw 
mills with power this Spring. 

At the present time we are construct- 
ing a 60 kv. transmission line from 
Bamberton (near Victoria) to the city of 
Duncan for a load of about 2,000 kva.; 
energy will be taken in bulk by the 
Nanaimo-Duncan Utilities Corp. for dis- 
tribution by them in the area served by 
that organization and extending norther- 
ly approximately 45 miles. 

As in the past our merchandising 
has been in friendly cooperation with 
local dealers. During 1934 a total of 
65 electric ranges, 35 water heaters and 
75 refrigerators were added to our Isl- 
and system; quotas for 1935 have been 
placed at 100 electric ranges, 50 water 
heaters and 100 refrigerators. We shall 
carry on indirect lamp and_ better 
lighting campaigns; washers, ironers, 
cleaners, radio, tube testing, etc. are 
also among contemplated activities. 

Christmas lighting and_ electrical 
decorations generally were made a spe- 
cial feature during the month of Decem- 
ber, and it is proposed to carry out for 
the festive season a . comprehensive 
scheme next year in both business and 
residential areas, and by these attrac- 
tions assist to still further develop the 


winter tourist trade of Victoria. 
& 


Mining and Lumber Build 
Back Power Loads in B. C. 


By EDMUND E. WALKER 
Sales Engineer, B. C. Electric Railway 
Co., Vancouver, B.C. 

N THE industrial power field the 

outstanding feature during 1934 was 
the revival in the lumber and shingle 
industry. Many mills were reopened 
and many new mills built. All lines of 
industry, however, generally speaking, 
showed substantial improvement over 
the previous year. 
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Mining operations, during 1934, were 
of considerable interest to us. Our sub- 
sidiary company, the Bridge River 
Power Co., installed a 5,000 hp. unit 
and 60 miles of transmission line in 
the Bridge River area, located some 
135 miles north of Vancouver. Six 
mines and 200 smaller consumers were 
connected on this system during the 
year. 

In our agricultural division the in- 
creased price of dairy products and the 
prospect of stabilization in the milk in- 
dustry, have resulted in improvement. 
Substantial reductions in lighting rates 
in rural areas were put into effect by 
us and this, combined with the general 
improvement, has resulted in the larg- 
est percent increase per customer of 
any class of load. Our agricultural di- 
vision spent a busy year promoting the 
use of electricity on the farm and our 
expectations are that this year will see 
continued improvement. 

During 1934 our commercial light- 
ing division tied in with the continent 
wide “Better Light-Better Sight” cam- 
paign. Sight meters, commercial light- 
ing demonstration kits were purchased 
and put into use and the customers sys- 
tematically-called on. This not only re- 
sulted in a substantial increase in light- 
ing load, but also offset the tendency 
to use lamps of higher voltage than 
standard. 

The kilowatt-hour consumption for 
our lower mainland system during 
1934, including flat rate water heaters, 
was 1,000 kw.-hr. per customer per 
year. The flat rate consumptions of 
course are on an estimated basis. 


Substantial Increases in 
Agricultural Power Uses 


By GLENN JACKSON* 
Vice-President in Charge of Sales, Cali- 
fornia-Oregon Power Co., and Moun- 
tain States Power Co., Medford 

ERHAPS the most important activ- 

ity in our electrical sales during 
the past year resulted from a revision 
of our rural electrification and commer- 
cial power sales departments and meth- 
ods. This proved a wise decision for 
the results for the year show clearly 
that there have been added substantial 
increases in all classes of agricultural 
power. Our loads materially increased 
in irrigation pumping, in poultry and 
dairying electrification. 

Likewise in the commercial depart- 
ment we were able to make good gains 
over the previous year. This was due 
chiefly to the increased activity in sell- 
ing better lighting, in line with the 
national “Better Light-Better Sight” 





*Reported by telephone. 
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program. The increases in commercial 
load were better than the average for 
the past few years. 

In domestic lighting we also were 
able to make a followup of the very 
successful kitchen lighting campaigns 
of 1933. Before the I.E.S. lamps were 
available we had made arrangements in 
San Francisco to obtain a quantity of 
indirect floor lamps of high wattage, 
and with the dealers pushed the sale 
of these lamps throughout the year. 
Altogether more than 3,000 of these 
lamps were sold by company and deal- 
ers in 1934. 

We carried on with the dealers last 
year a successful cooperative refrigera- 
tor campaign, in which the dealers sold 
over two thirds of the total sales made. 
This, like the other campaigns, was car- 
ried on jointly in both companies. On 
ranges we still have to carry the major 
responsibility of selling, although the 





Pacific Northwest... 





dealers are now more interested in these 
appliances than they have been for 
years. 

Our main program for ranges result- 
ed in the sale of over 2,000 ranges 
last year. Of these 893 were sold on 
the Copco system, and 1,204 on the 
Mountain States system. Our quotas 
for next year for both systems will total 
3,000 more ranges, we hope. 

The refrigeration campaign of which 
I have just spoken, resulted in the sale 
of 373 refrigerators on the Copco sys- 
ter, and 855 on the Mountain States 
system. Our quota for this year, with 
the help of dealers, is set at 1,800 re- 
frigerators. 

Water heating results for last year 
were not so satisfactory, but since we 
have no special or off-peak rates, were 
fair under the circumstances. On the 
Copco system there were added 199 
water heaters; on the Mountain States 
system, 158. We have set a more am- 
bitious quota for 1935, with 1,500 water 
heaters as our goal. 

The average kilowatt-hour consump- 
tion per domestic consumer on our Cal- 
ifornia-Oregon systems continued high, 
at 1,618 kw.-hr. On the Mountain 
States system, including a property in 
Wyoming where natural gas use brings 
down the average for the system, the 
consumption was 792 kw.-hr. 

We plan to continue actively to de- 
velop every bit of electrical business 
that our wide and scattered territories 
with their diversity of conditions and 
opportunities will permit. 


Helped With Financing 
of Range Wiring 


By A. ANDERSON 

Range Department, Sales Division, Dept. 

of Public Utilities, Tacoma, Wash. 

HIS department of the city’s utili- 

ties merchandises ranges and water 
heaters only. Our program for 1934 
included the trade-in of old cooking 
equipment and the financing of wiring 
up to $35. No special program has 
been worked out for 1935. 

Sales of ranges by the city totaled 
285; by dealers, 100, in 1934. In 1935 
the estimated quota is about 600 ranges. 
The city sold 103 water heaters; dealers 
150, in 1934, and in 1935 we expect an- 
other 500 water heaters will be sold. 
Dealers in Tacoma sold 900 refrigera- 
tors in 1934, and it is estimated that 
there will be 1,200 sold in 1935. 

As yet the compilation is not com- 
plete as to the average consumption per 
domestic customers in 1934. In 1933 
it was 1,410 kw.-hr. 

& 


Sold 5,000 LE.S. Lamps 
During Light Campaign 
By JOHN C. RYAN 


Vice-President, The Montana Power Co. 
UR merchandising activities during 
the year 1934 included a laundry 

equipment campaign during the months 

of March and April, in which a total 
of 638 irons, 32 ironing machines and 

119 washing machines were sold. Dur- 

ing the months of May and June, our 

campaign featured electric refrigerators 

and ranges, and during this period 728 

refrigerators and 112 electric ranges 

were sold. 

During the month of September, our 
empty socket campaign resulted in the 
sale of 118,399 Mazda lamps, having 
a total wattage of 7,230,000, an average 
of 1.8 lamps per total customer. Sales 
for 1934 also included 2,448 electric 
irons, 104 ironing machines, 553 wash- 
ing machines, 36] vacuum cleaners, 75 
radiant heaters, 147 electric fans and 
510 mixers. 

Commencing in October and extend- 
ing through the balance of the year, a 
“Better Light-Better Sight” campaign 
was put on, which resulted in the sale 
of 4,893 I.E.S. approved lamps. 

Our program for 1935 includes spe- 
cial campaigns, featuring refrigerators, 
electric ranges, laundry equipment and 
small appliances. In addition, we will 
continue our “Better Light-Better Sight” 
activities and will have our regular 
“empty socket” campaign during Sep- 
tember. The quota set includes 6,137 
I.E.S. lamps, 2,131 table cookery ap- 
pliances, 3,153 small appliances and 
603 washing machines. 
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PRESENT this COUPON to any 

Radio or Electrical Dealer for « 

copy of booklet on CARE OF YOUR EYES. 

wil find this booklet « valuable sid for 
GETTER SEEING, 


NORTHWESTERN ELECTRIC 


$20 8. W. Siath Ave. at Trylicr St.—ATweter 9421 


Light + Better Sight 
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Electric ranges sold during 1934 to- 
taled 374. The quota for 1935 is 359. 

We sell practically no electric water 
heaters on this system, nor do we fea- 
ture them, as the territory is almost 
completely covered with natural gas. 

Electric Refrigerators sold during 
1934 totaled 1,569, and our quota for 
1935 is 1,503. 

These figures for ranges and re- 
frigerators do not include dealers’ sales, 
as we have no data available to indi- 
cate what the dealers have sold. 

Kilowatt-hour consumption per resi- 
dential consumer for 1934 was 705 kilo- 
watt hours on our system. 


A Job to Maintain 
High Saturation 


By L. W. BRAINARD 
Sales Manager, Idaho Power Co., Boise 


HILE the sales results for 1934, 

as reflected by the tabulation 
below, show pleasing increases over the 
previous year and the resulting load 
building was sufficient to bring us back 
to an upward trend, it requires an 
increased volume of sales each year to 
maintain present saturations and our 
comparatively high average kilowatt 
hour consumption per customer. 


1934 Net Sales 1935 Quota 
Company Dealers Company Dealers 

475 885 520 

Refrigerators ... 1,819 580 2,650 

Water Heaters .. 583 0 420 0 
The kilowatt-hour consumption per domestic 
consumer for 1934 for the Idaho Power Co. was 

1,220. 


As a result of intensive sales effort on 
the part of both the company and asso- 
ciated dealers, it was possible to wind 
up the year 1934 with a domestic 
cooking saturation of 43.53 per cent 
which is down from a peak of 47.1 per 
cent in 1932. With approximately 
16,000 cooking customers, and figuring 


Lighting and sight were never so 
dramatically brought to the atten- 
tion of the public as last year. 
“Fog Light” ads which Northwest- 
ern Electric used to make every- 
one in Oregon conscious of inade- 
quate light; unique tie-up between 
the Central Arizona and the Pay’n 
Takit groceries; first of the Pa- 
cific Coast Electrical Bureau’s dra- 
matic new series on lighting, with 
the “cruelest woman” appeal; 
the sales department newspaper 
of Northwestern; one of a series 
of dramatic and human ads run 
by the San Diego utility for the 
Bureau of Radio and Electrical 
Appliances; straight from the 
shoulder ad of Sierra Pacific 
which tells the public to beware 
the shyster lamp salesman; B. C. 
Electric Railway Co.’s appealing 
series of ads on lighting 
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a replacement market of five percent, it 
would normally require the sale of 800 
ranges to maintain our cooking satura- 
tion. No doubt during the past few 
years many customers have continued 
the use of old equipment. For this 
reason a large volume of replacements 
are now overdue. 

Indications in the territory are that 
the sale of refrigerators, although at- 
taining a most pleasing volume during 
1934, will be materially increased dur- 
ing 1935 to attain a larger volume than 
in any previous year. 

We anticipate that range use will be 
supported by a material increase in 
dealer sales of electric ranges.  In- 
creased activity on the part of dealers 
in the electric range market, is the 
greatest thing needed to popularize 
electric cookery. It will put the electric 
range on a volume basis comparable 
with electric refrigeration and other 
items of electrical merchandise. Manu- 
facturers and jobbers can and should 
exert increased effort to increase dealer 
sales of electric ranges to a point where 
every retail outlet displaying and selling 
cook stoves of any type will give elec- 
tric ranges at least an equal favorable 
showing. 

Today the most profitable apparent 
market lies in the lighting field, both 
domestic and commercial. Every effort 
will be made to carry on local coopera- 
tive educational and_ sales activity in 
line with the national “Better Light- 
Better Sight” movement to develop this 
market. 

The promotion and development of 
the lighting market will, without ques- 
tion, result not only in increased use 
of electric service, but a pleasing vol- 
ume of equipment sales. As a result 
of these, profit will come to all types 
of merchants and dealers handling 
lamps, lighting equipment, wiring sup- 
plies and installation contracts. 


All Quotas Exceeded 
for 1934 Activities 


By J. C. PLANKINTON 
Manager Sales Bureau, Northwestern 
Electric Co., Portland 

T THE beginning of 1934 we set 

a goal of $320,000 estimated an- 

nual revenue increase, to be added 
through our sales efforts. This quota 
was reached within the first eight 
months of the year, and our total for the 
year amounted to approximately $400.- 
000. We were fortunate in securing 
larger loads for the construction work 
at Bonneville dam than was anticipated, 
and this one factor was mainly responsi- 
ble for our reaching the year’s quota 


before September. 


Our commercial lighting sales were 


outstanding. The addition of new cus- 
tomers was considerably beyond our ex- 
pectations, but the largest increases over 
quota came from additions to present 
customer's loads. Our excess above 
quota for 1934, in this division, is ap- 
proximately $30,000. 

Sales of major appliances, with the 
exception of sales to employees, were 
made through dealers. Range and water 
heater sales were fairly close to quotas, 
with a slight excess in range sales. Re- 
frigerators broke over the top of the 
12 months quota by the end of August, 
due principally to the remarkable suc- 
cess of the April campaign. This was 
a cooperative campaign, in which both 
utilities and dealers participated. 

In the domestic field, our home light- 
ing work was delayed due to difficulty 
in obtaining the desired personnel; and 
the training period for each girl took 
quite some time. 

The number of ranges sold 1934, all 
of them dealer sales, was 537. The 
quota for 1935 is 550. Water heaters 
sold 1934 by dealers totalled 39; by 
the company, 48. The quota for 1935, 
for dealers is 50, and for the company 
150. The number of refrigerators sold 
in 1934 by dealers was 2,061; and by 
the company, 76. Quotas for 1935, for 
dealers, 2,388, and for the company, 80. 

Kilowatt-hour consumption per do- 
mestic customer on our was 
1,200. 

Our 1935 plans are little changed 
from our 1934 plan. We are increas- 
ing personnel in the rural district 
as we believe our farm sales can 
be increased materially. Our gross 
figures have been, set somewhat higher 
than for the past year. Our goal is 
$337,320. To reach this figure is going 
to require more effort than was ex- 
pended in 1934, since for this year there 
are included no large industrial loads 
such as the construction of Bonneville. 

We will continue with the same per- 
sonnel in the Portland territory, but 
with a full 12 months for the entire 
sales staff. Last year most of our sales 
organization was added during the 
period from March to August. 

We expect to increase materially our 
home lighting load during 1935, along 
with farm lighting and appliance load 
increases. 


system 


Electric Refrigeration & 
Cookery Council of Oregon 


NDERGOING reorganization at the 

present time to include all domes- 
tic appliances in its programs, the Elec- 
tric Refrigeration and Cookery Council 
of Oregon last year featured a Spring 
“Kick-Off” advertising program on re- 
frigeration and when the table cookery 
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campaign came into being went into 
action on this drive. Two sales meet- 
ings were held by it for dealers and 
their salesmen. No shows or exhibits, 
however, were conducted. 

Officers of the organization are A. L. 
Shellworth, Sunset Electric Co., chair- 
man; Orr E. Crites, Portland General 
Electric Co., vice-chairman; Berkeley 
Snow, Northwest Electric Light and 
Power Assn., secretary-treasurer. The 
office of the Council is at the Spalding 
building. Membership in the Council 
includes eleven distributor members and 
six utilities. 
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Minimum Users Will 


Be Object of Drive 
By GUY E. DAVIS 
Merchandise Manager, Pacific Power 
& Light Co. 
PROGRAM which should mean 
more wiring for electrical con- 
tractors, and better sales opportunities 
for all those selling electrical appli- 
ances in the territory of the Pacific 
Power & Light Co. was inaugurated, be- 
ginning the first of January, by the 
company. The program is a drive di- 
rected toward the minimum bill users. 
It will have four main phases. 

First will be an education of the min- 
imum bill customer to require more 
convenient outlets for his home where 
he can plug in electrical appliances. 
Members of the sales staff have been 
asked to see that at least three mini- 
mum bill customers be contacted a day 
to sell the idea of more outlets. 

Second is an all-year-around sales 
drive on the low-priced electric refrig- 
erators designed to fill the needs of the 
minimum bill customer. 

Third is an aggressive campaign for 
sales of study lamps and better lighting 
equipment along the “Better Light-Better 
Sight” theme. Nine home lighting girls 
will make personal calls in the districts 
in this activity. 

Fourth will be increased activity for 

sales of electric ranges and water heat- 
ers by the company. 
In order to make a special effort to re- 
place worn-out ranges with electric 
ranges a special offer will be made 
customers. A quota of 750 I.E.S. study 
and reading lamps, 390 indirect port- 
able lamps, 310 pin-it-up lamps and 
625 renu-a-lites has been set for the 
“Better Light-Better Sight” program. A 
quota of 180 waffle irons has been set 
for the system for that contest. It is 
pointed out that the stimulated activity 
along these lines can be capitalized up- 
on at the same time by dealers who 
handle these appliances and lighting 
equipment. 

Total range sales for 1934 equalled 
486, and a quota of 540 has been set for 


Ad 


1935. Water heater sales totalled 376, 
and a quota of 540 has been set for 
1935. Total refrigerator sales in 1934 
were 635. The quota for 1935 is 586. 
The average consumption per domestic 
consumer in 1934 for the entire system 
was 1,236 kw.-hr. 

Merchandise volume for 1934 for the 
company was $334,338.60 and for deal- 
ers was estimated to have been $993.,- 
006.60. 

The company expects to spend con- 
siderable time on air conditioning, both 
residential and commercial, in a purely 
promotional effort during 1935. 
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Dealers and Company 


Equalled 1930 Sales 
By A. C. MeMICKEN 
General Sales Manager, Portland 
General Electric Co. 

UR company sponsored, and we be- 

lieve carried through to fairly suc- 
cessful conclusion, several cooperative 
load-building activities during the year 
1934. The first major cooperative ac- 
tivity was in behalf of refrigerator 
dealers between April 5 and April 14 
when six full page advertisements, three 
120-inch advertisements, and ten 48-inch 
advertisements were run in local papers, 
the copy tending to create a desire for 
immediate ownership of electric re- 
frigerators. In addition, dash signs 
were placed on street cars, dealers were 
furnished with window displays, and 
truck banners were used on our own 
trucks and the trucks of cooperative 
dealers. We were assisted in the suc- 
cessful conduct of this activity by all 
distributors of electric refrigerators in 
the territory. 

Our second activity consisted of two 
short table appliance cooperative cam- 
paigns—one in April and one in May— 

From the middle of June until the 
first of August we conducted an electric 
ironer activity, paying for all news- 
paper advertising, and in cooperation 
with ironing machine distributors giv- 
ing away each week an ironing machine 
as a prize for a slogan contest. There 
were five of such weekly prizes. In 
addition to newspaper advertising, spe- 
cial window trims were prepared and 
given to all cooperative dealers and we 
had again the full cooperation of dis- 
tributors who encouraged window and 
floor demonstrations. More than one 
hundred dealers participated. This ac- 
tivity resulted in the sale of more iron- 
ing machines than in any previous six- 
month period in spite of the fact that it 
was conducted during the height of the 


Dealer 


water-front strike. 

During August and September we 
sponsored and conducted in coopera- 
tion with distributors and dealers a run- 
ning water activity, furnishing all 
dealers selling electric water systems 
with the names and addresses of cus- 
tomers on our system not having run- 
ning water but using our service. 

On Sept. 26 we opened a five-week 
electric range campaign, with a dinner 
attended by one hundred eighty dealers 
and dealers’ salesmen. We also con- 
ducted a school under the direction of 
our merchandise manager, O. E. Crites, 
for dealers and dealers’ salesmen. It 
had an average attendance of more than 
seventy people for the three nights it 
ran. We expended in excess of $6,000 
in advertising and with the cooperation 
of distributors gave away five ranges as 
weekly prizes for the best jingle sub- 
mitted. These jingles had to be turned 
in at dealers’ stores in order to qualify 
in the contest. This brought an average 
of more than twelve hundred people a 
week into dealers’ stores. 

Our own direct merchandise sales in 
dollar volume were almost exactly 100 
per cent better in 1934 than for the 
year 1933. 

We present below a _ comparative 
table for the years 1933 and 1934. 

In the early part of 1934 we got the 
best possible reports and dealers’ sales 
in our territory from several distribu- 
tors of electric refrigerators which indi- 
cate for the year 1933 we had sold ap- 
proximately 9 per cent of the total sales. 
If a 9 or 10 per cent factor for our sales 
were held good in 1934, it would indi- 
cate that all dealer sales amounted to 
more than 5,000 refrigerator units. We 
know that refrigerator sales in our ter- 
ritory were very much better in 1934 
than in 1933 and believe it is safe to 
assume that approximately 4,500 units 
were sold by dealers. 


The number of kilowatt hours sold 
per domestic customer for 1934 was 
991.9 for the entire property. If only 
the City of Portland and immediate ter- 
ritory is considered, the average for the 
Portland division is 1,014 kw.-hr. kilo- 
watt hour sales in 1934 compared with 
1933 show a slight decrease for the 
property as a whole: 991.9 in 1934; 
994.1 in 1933. For Portland and im- 
mediate vicinity the 1934 figure is only 
A of a kilowatt hour less in 1933 than 
in 1934. 


Our plans for 1935 call for increased 
activity in the sale of water heaters and 
ranges, with less effort put upon refrig- 


Ranges Refrigerators Water Heaters 
1933 1934 1933 1934 1933 1934 
432 468 ‘os oF sae waa 
408 818 308 552 241 708 
840 1286 308 552 241 708 
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erator seles. We believe that our own 
organiz*tion and cooperating dealers 
will add approximately two thousand 
rangcs during the year 1934 and twelve 
hundred water heaters. We have al- 
ready scheduled another cooperative 
running water activity to help dealers 
to sell electric pumping systems through- 
out our territory, and will again “kick 
off” the electric refrigerator activity 
with suitable advertising in behalf of 
dealers about the first of April. We 
now plan to have four intensive range 
and water heater campaigns during the 
year, and to feature throughout the yeor 
the all-e'ectric kitchen and kitchen mod- 
ernization as a part of the Federal Hous- 
ing Act program and in connection with 
our own kitchen-planning bureau ac- 
tivities. 

We plan and expect this year to do 
more advertising in behalf of lamp 
stocket appliances sold through dealers 
than at any time since 1930. 

It may be interesting to note that if 
we reduce to the basis of range units 
a'l appliances sold by ourselves and co- 
operating dealers, our 1934 sales equal 
our 1930 sales. In other words, by re- 
ducing all appliances to the basis of 
annual revenues of $36, we and cooper- 
ating dealers sold sufficient appliances 
during 1934 to equal similar combined 
sales of the year 1930. 

* 


Electric Water Systems 
Council of Portland 
ORMED in the Spring of 1934 to 


conduct an electric water systems 
campaign in the rural areas surround- 
ing Portland, the Electric Water Sys- 
tems Council of Portland conducted a 
very successful campaign last year. The 
Council is composed of 10 distributor 
members, who handle automatic electric 
systems and in many cases other farm 
equipment and implements, and the two 
utilities in Portland. 

Officers of the Council are: Wade 
Newbegin, of R. M. Wade Co., chair- 
man; assisted by a committee consisting 
of M. Donald Spencer, manufacturers’ 
agent, and J. B. Mitchell, Lewis & Sta- 
ver Co. 

The campaign sponsored by the 
Council ran from Aug. 15 to Oct. 15, 
1934, and consisted of general advertis- 
ing, newspaper and direct mail, by the 
utilities in their rural areas. A window 
display contest for dealers and a slogan 
contest for the public was used to ob- 
tain prospects. 

At the close of the campaign the 
Council took steps to perpetuate its or- 
ganization but to date has not formally 
organized except to continue Mr. New- 
begin as chairman of the Council. It 
also decided that the 1934 campaign 
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was successful enough to warrant a 
somewhat similar activity in 1935 and 
plans are being made now for this 
activity. This year it will probably 
begin in April. 


Seattle’s City Tight 
Sets Subs'an‘ial Quotas 
By J. D. ROSS 
Suncr'r’erden* of L'«"ting D-nt.. Sea**le 
E HAVE just compiled our De- 
cember figures and have the totals 
now for 1934. 

The number of ra~ges sold on our 
system in 1934 was 1,154. Our 1935 
quota is set at 1,500 ranges. 

The number of water heaters sold in 
1934 was 279. Our quota for 1935 is 
500. 

Refrigera‘ors sold by our department 
in 1934 totalled 198. Our quota for 
1935 is 400. 

The number of washing machines 
sold bv us in 1934 was 293. Our quota 
for 1935 is 350. 

The number of ironers sold in 1934 
was 53. Our quota for 1935 is 100. 

Average domestic kilowatt-hour con- 
sumption per residential consumer for 
our system was 1,050 kw.-hr. This is 
for residence and domestic power cus- 
tomers together, as our lighting and 
domestic power rate is the same. 

3 


Replacement Program Was 
Successful Sales Feature 


By TOM D. FULFORD 
General Sales Manager, Puget Sound 
Power & Light Co., Seattle 
BRIEF resume of our commercial 
activities for the past 12 months 
will describe the type of commercial 
development work which we propose 
to carry forward again this year. 

The “Kid Quota” Campaign—April, 
May and June—featuring off-peak water 
heaters, with a quota of 300 units, 
showed a total sale of 681 units, which 
was 227 per cent of quota. In addition, 
range and refrigerator sales amounted 
to 343 and 320 respectively. 

Replacement Cam paign—through the 
month of August a “Replacement” cam- 
paign, featuring hi-speed elements and 
repairs to equipment in general, was 
conducted with the result that 765 items, 
including ranges and water heaters, 
were sold. 

Major Three Units—from Sept. 4 to 
Oct. 15, a campaign featuring the three 
major units, namely, waterheaters, 
ranges and refrigerators, was conduct- 
ed. The results of this campaign 
showed a total sale of 111 off-peak 
water heaters, 293 ranges and 58 re- 
frigerators. 

Lighting—in eleven weeks our “Better 
Light for Better Sight” campaign 
brought about substantial results in 


obtaining 228 per cent of the bogey. 

Agricultural Power Development- 
brought encouraging results. There 
were 1,154 stricily farm service appli- 
ances such as dairy water heaters, steri- 
lizers, chick brooders, incubators, farm 
motors, etc., to our lines. Of special 
interest in this connection is that more 
farm motors were added than in any 
previous year. Domestic pump increase 
was substantial also. 

Farm Electrification Department has 
been broadcasting twice a week in the 
interest of improving the efficiency and 
profitable income of the farmer, at the 
same time increasing the trade volume 
for dealers handling this equipment. 

The Holiday Sales Program, devel- 
oped around the theme, “Gifts that 
Serve Are Electrical” was received en- 
thusiastically and the results were grat- 
ifying. 

Below is a tabulation showing our 
sales results and quotas, including 
dealer sales for 1934. 


Water Total 
1934 Sales Heaters Ranges Refrig. Units 
CP oc cntece 783 1,192 540 2,515 
ED hinniesr wes 301 478 3,642 4,432 
1935 Quotas 
Company ........ 5,200 5,500 700 11,406 


Dealers—(not yet completed) . 
The kilowatt-hour consumption per domestic 
customer for 1934 was 993 kw.-hr. 


Merchandise Supervisor 


Helps Dealers Make Sales 
By LEWIS A. LEWIS 
Assistant General Manager, in Charge of 
Sales, The Washington Water 
Power Co., Spokane 
AM sure you know by this time how 
I hate to write, but I will give what 
information we have at the present time 
Although our reports will not be com- 
pleted for a few weeks yet the informa- 
tion herewith is fairly reliable. 

The 1934 commercial program em- 
phasized commercial lighting and air 
conditioning. In air conditioning our 
effort was spent in educational work, 
principally through talks before Parent- 
Teacher Associations, commercial and 
civic clubs. We worked very closely 
with manufacturers’ agents and dealers. 
resulting in the second annual Air Con- 
ditioning Exhibit which attracted wide 
attention and was extremely satisfactory 
to the dealers and manufacturers. 

Because of our climatic conditions we 
have not made any full air conditioning 
installations, but have had a large num- 
ber of air changing equipment installa- 
tions. These include ventilating fans and 
air washers. Fruit warehouses are be- 
ginning to realize the value of this serv- 
ice in the preservation of fruit. 

Last year the contract for the Coulee 
Dam construction was consummated, 
providing a rate which yields about lc 
per kw.-hr. for construction, power and 
Vc per kw.-hr. at our 110,009-volt sub- 
station for electric heating. Practically 
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all of the living quarters at Coulee Dam 
are electrically heated. 

Commercial lighting has been a major 
part of our program and the lighting 
service has been increased from two to 
twelve men and five women in the home 
lighting field. 

We entered the “Better Light-Better 
Sight” movement very actively with very 
satisfactory results, both in the sale of 
commercial load and the sale of student 
lamps and indirect lighting fixtures. 

The inauguration of a Merchandise 
Supervisor, devoting his entire time in 
building up dealer sales, has been very 
satisfactory and we can notice a very 
much more active interest in the sale 
of merchandise among dealers since the 
inauguration of this service. 

The following summary of sales by 
dealers in Spokane area only is ex- 
tremely interesting and I am submitting 
it for what it is worth: 











Article 1934 Sales 1935 Quota 
DEON Se cas asevivnebeennae 3,047 ,600 
SND. hi wand > ce ehed bes edron 207 _ 250 
cia > ackiy'a ani a0 36's ane 5,635 6,500 
Vacuum cleaners ............- 1,296 1,600 
EE thea cviewvscenss 4p ceabis 3,645 4,300 
IN canis na saute bees ceu neds 3,435 4,100 
IN he gw awe ae 2,711 3,000 
We BOOMS, «5 hc deg pin sada ci 1,117 1,350 
DE 26 sn nce ns Rb kanes Faken ee 2,465 2,500 
PN. seh us oss stenb et eeenkes 865 1,000 
OO: i. s.cs de ney wenn 364 400 
PD ice cnaked ida nhes cal 43 60 
Rar FREED |. 6.2 ose s66%0 6 cepbhes 332 400 
PE: ok akin s al Gtte'’.adcapebeae os 507 600 
NO DUD gis sso nhs bBo se 1,175 1,300 
Lamps, floor, table............ 6,650 8,000 
Immersion heaters ... 300 100 
Gems: o4c iiss cake 112 140 
SEGRE. MOSCOED -. .5W ie Riaddwss ss 25 ane 
CUES seiniin's Se hs nen ene tbweae 3 2,984 3,500 
Sewing machines ............. 387 460 
Refrigerators 2... ec sc cccaeees 1,875 2,400 
NN hae 's dines 6 0 WRK sin Ge «5 186 250 
Water Heaters ......0..00.0%. 52 100 

cso ealdllis wes veheen S 39,421 45,910 


1. Number of ranges sold by ourselves and 


I ah on 4b Cheon a0 0s hmeneee<e 561 
oe te aR Seer oa 750 
2. Number of water heater sales, company 
I MU bls. aus «sm pamanaernes 896 
QU er SONG 8S SincecerenccpabancsNe 1,575 
8. Number of refrigerator sales in 1934: 
Company ...... 462 Quota 1935..... 350 
Dealers ........ 3,027 Quota 1935..... 3,500 
Totals VSG 3,489 Quota 1935..... 3,850 
4. Average kilowatt-hour consumption, 12 
months’ ending Nov. 80, 1934........... 1,610 
5. Merchandise sales for the year 1934 
SE ON Db cichik ne car insecciscets $356,658 


1935 will find us more active in the 
sale of heavy equipment such as ranges 
and water heaters. A movement has 
started to rehabilitate old ranges and to 
replace obsolete ranges with modern 
equipment. 

Off-Peak Water Heating was started 
in May of last year resulting in approxi- 
mately 700 installations, and by expand- 
ing it is estimated fully 1,500 off-peak 
water heaters will be installed in 1935. 

Work among dealers will be continued 
in an effort to secure their cooperation 
in the sale of ranges and the better type 
of lighting equipment together with the 
usual sale of socket devices. 

An air conditioning exhibit will be 
conducted again this year, and lighting 
activities will not lag. 
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Industrial Revival Seen 
In Power Increases 


By R. E. FISHER 


Vice-President in Charge of Public Rela- 
tions and Sales, Pacific Gas and 
Electric Co. 


ACIFIC Gas and Electric Co. sales 
results for the year 1934 from an 
overall viewpoint have been good. Our 
electric quota for the year was set at 
$3,529,632 in annual revenue and we 
were successful in connecting to our 
lines $3,968,662, or an accomplishment 
of 112 per cent. Our accomplishment 
in domestic sales was $1,117,987 in an- 
nual revenue against a quota of $1,223,- 
537 or 91.4 per cent. In the commer- 
cial and industrial classifications, our 
annual revenue accomplishment amount- 
ed to $2,850,675 in annual revenue 
against a quota of $2,306,095 or 123.6 
per cent. 
I think these figures indicate that 
there has been rather a substantial pull- 








Central Pacific... 





up in the manufacturing and merchan- 
dising fields which is further borne out 
by actual kilowatt-hour sales. The gen- 
eral power classification for P. G. & 
E. Co. has increased 12.5 per cent 
above 1933 in kilowatt-hour sales. 
Agricultural kilowatt-hour sales have 
increased 7 per cent above 1933. Min- 
ing power sales have increased 26 per 
cent, and commercial lighting sales 
have increased 7 per cent. 

There is a noticeable lag in domes- 
tic kilowatt-hour sales, with only a 2 
per cent increase, in comparison with 
the commercial and industrial classi- 
fications, even with an increase of some 
15,286 domestic electric consumers. 
The result is that kilowatt-hour sales 





the sale of domestic lighting equipment 
during 1934 was that as a whole con- 
sumers were interested in and _ pur- 
chased more of the higher quality mer- 
chandise, indicating that this type of 
purchaser has a little more money to 
spend and is in a better position to 
buy. We have therefore set a quota of 
25,000 units for 1935. 

In our commercial and industrial 
lighting activity we set a quota of 
$278,000 in annual revenue for 1934 
and were successful in connecting to 
our lines $276,798, or an accomplish- 
ment of 100 per cent. On account of 
the stimulus that is being brought about 
by the “one-half off” discount on excess 
electricity and because of the “Better 
Light-Better Sight” idea being expanded 
into this field, we have increased this 
quota for 1935 to $298,000 in annual 
revenue. 

New and reconnected agricultural 
business taken on during 1934 greatly 
exceeded the quota, the accomplish- 
ment being $550,500 against a quota of 
$382,250 or 144 per cent. 

Likewise in commercial and indus- 
trial power we were successful in con- 
necting some $1,864,500 in annual rev- 
enue against a quota of $1,405,000 or 
133 per cent. About 13 per cent, or 
$250,000 in annual revenue, of the in- 
dustrial power connected in 1934 was 
mining load. 

The important thing about the sales 
outlook for northern California is that 
a substantial foundation for load build- 
ing has been laid during the years 1933 
and 1934. The year 1935 should be a 
very successful sales year; the eco- 
nomic picture is very definitely better. 
All indications are pointing upward 
and it remains for us in the electrical 
field to raise our sights for a bigger 
year in 1935. Do not interpret from 
these statements that sales are going to 
be easier. On the contrary, people 
are still living with the habits of econ- 


Kilowatt-Hour Sales Year 1934 Compared with 1933 


1934 1933 Increase Pet. 
Commercial lighting ............ceeee0-- $224,303,927 $209,749,663 $14,554,264 6.94 
ROS TERS go's sso naseeesdeeccescccs 278,146,655 267,470,599 10,676,056 3.99 
Commercial heating and cooking.......... 22,341,150 23,750.336 1,409,186* 5.93* 
Domestic heating and cookingy............ 98,653,728 102,226,261 3,572,533* 3.49* 
SE a 5358 0s Ukctiewd asc sin sence 163,450,716 129,972,807 33,477,909 25.76 
ONE ok ii Siss ccs cieeses. 280,531,170 261,940,560 18,590,610 7.10 
ee ee SET OUT. SE PO eee 1,035,935,459 920,796,860 115,138,599 12.50 





* Decrease. 


+ Domestic lighting and domestic heating and cooking combined show 2% increase. 


per domestic consumer have decreased 
from 733 in 1933 to 726 in 1934. 
We continued an aggressive domes- 
tic lighting activity throughout the 
year 1934 and were successful in sell- 
ing some 19,456 high wattage domestic 
lighting units. Our plans in this ac- 
tivity are designed to tie in with the na- 
tional “Better Light-Better Sight” cam- 
paign which has been taken up by 
most of the electric utilities throughout 
the country. A significant thing about 


omy developed during the past five 
years. These habits are deep seated 
and the national picture has not cleared 
up sufficiently to satisfy the average 
person that we are definitely on the 
road to better times. For that reason 
they are still cautious and no sales are 
being made or will be made without 
the necessity of a very complete selling 
job in each individual case. It is nat- 
urally the job of the sales and advertis- 
ing departments of the electrical indus- 
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try to break down this deep seated sell- 
ing resistance. 

Our sales and advertising plans for 
1935 call for a budget of approximate- 
ly $1,803,000 for the promotion of elec- 
tric and gas load building and our 
electric and gas quota has been set at 
$5,469,780 in annual revenue. Ap- 
proximately 60 per cent of this budget 
will be expended for developing elec- 
tric load. The electric annual revenue 
quota is $3,565,000. 

The company and dealer sales and 


quotas on electric appliances for 1934- 
1935 are as follows: 


Quota for 1935 
Electric Number 1935 Est. Retail 
Appliances Sold 1934 Quota Mdse. Value 
I: <Zirai cn 2uu 2,479 4,000 $ 460,000 
Water heaters... 2,354 3,000 225,000 
Maj. air heaters. 763 2,000 60,000 
Aux. air heaters 5,459 9,850 59,100 
*Domestic refr... 24,275 27,000 4,320,000 
*Apt. kitchen refr 1,375 1,450 87,000 
*Dish washers .. 92 1 20,000 
*Washing mach.. 26,377 26,150 1,830,500 
*Post type ironers 2,244 2,400 52,800 
*Standard ironers 3,945 4,300 301,000 
| eS 68,383 68,900 3,445,000 
*Vacuum cleaners 20,316 21,400 749,000 
*Sewing machines 12,849 13,000 650,000 
eee 20,000 300,000 
M.'s ing das bwhien hl gbaeeae Tes $12,559,400 
Volume of installation business. . 274,250 
Total electric business........... $12,833,650 


_* Sold exclusively by dealers in PG&E Co. ter- 
ritory. 

Gentlemen, there is the market for 
1934—$12,559,000 in retail sales vol- 
ume and installation work which we 
estimate will run $275,000, but which 
probably will run well over $500,000. 

I think the electrical industry has a 
real job laid out before it in the Pa- 
cific Gas and Electric Company terri- 
tory and it will take real selling and 
advertising programs to put it over. 
We expect to continue activity in co- 
operation with the Electric Appliance 
Society of Northern California, which 
has done a splendid job during 1934 
and which, I understand, expects. to 
more than duplicate the past year’s ac- 
complishment. I think the industry as 
a whole can well thank this group for 
their very successful leadership in the 
general promotion of electrical mer- 
chandising this past year. 

& 


Electric Appliance Society 
of Northern California 


INCE detailed accounts of the va- 

rious campaigns of the Society have 
been carried in the columns of Elec- 
trical West during the past year, and 
since there are only now in preparation 
some of the major plans for 1935, a 
brief resume of the results of the cam- 
paigns conducted will suffice. Under 
negotiation at the present time is an- 
other big vacuum cleaner campaign for 
the month of April. E. S. Rising, of 
Thompson Holmes, has been elected 
chairman of this campaign committee 
and preliminary meetings have been 
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held to outline the campaign features. 

The accompanying tabulation shows 
the results of the first three campaigns 
of last year. Definite figures as to the 
Christmas campaign were not gathered 
because of the rush of the times and of 
the widespread area over which it was 
conducted. This table, however does 
show remarkable increases in sales over 
sales for the same months last year for 
the three campaigns of the Society. In- 
creases of 117, 50 and 61 per cent, for 


Gag liom art, Ol a 


morte 





each campaign, respectively, were shown. 
One of the most successful features of 
the society’s work is that provided by 
the two educational directors who spend 
all of their time out among the dealers, 
training their sales staffs or the dealers 
themselves to use and demonstrate appli- 
ances, help with window trim and store 
displays, arrange demonstrations and 
schools, and generally make the service 
of the Society a really personal and 
human service in addition to the adver- 
tising and promotion in the press and 
by other forms of advertising it does. 

To answer questions as to the Society 
and its operation a little booklet has 
been prepared for those seeking the in- 
formation. Also prepared at Christ- 
mas was a handy pocket sales manual, 
giving briefly and clearly the sales 
points of each appliance. 

Pacific Gas and Electric Co. has lent 
its aid to the Society by newspaper ad- 
vertising, by the aid of its dealer sales 
promotion men, by staging cooperative 
floor and window displays in each of its 
56 or more offices, by bill stickers at- 
tached to each bill, by articles in its 
consumer house organ, P. G. and E. 
Progress, by truck and car cards, and 
by direct mail circulars. The Society 
has usually supplied a campaign poster, 
publicity clip sheets to the newspapers 
in which advertising was to be run and 
from which the papers could work up 
special pages of dealer tie-in advertis- 


ing, window display contests for some 

of the campaigns, and 4 stimulation of 

the distributors and manufacturers of 

the appliances featured to give better 

service and assistance to their dealers. 
* 


Home Lighting Service 
Added for This Year 


By H. W. EDMUND 

Sales Manager, Coast Counties Gas & 

Electric Co., Santa Cruz, Calif. 

HOME lighting service has just 

been added to the new business 
Department of the Coast Counties Gas 
and Electric Co. Miss Evelyn Kelly 
has been selected as demonstrator, and 
the work is being handled through the 
general office at Santa Cruz, under the 
direction of Milo Cain, electric sales 
supervisor. Although it has been un- 
derway only since the first of the year, 
already the results are encouraging. 

We feel there is a great field for this 
type of work. Since lighting is the first 
electric service many consumers receive, 
it is important that they be familiar 
with the benefits to be derived from its 
correct application, and to do this it is 
necessary that they appreciate the direct 
relationship between ‘better light and 
better sight.’ 

Miss Kelly has had considerable 
training in interior decoration and light- 
ing work, and we consider it particu- 
larly fortunate that we were able to 
begin our work with her services. 

The present national campaign in 
this regard makes this a most oppor- 
tune time to inaugurate such a service, 
and we anticipate the building of con- 
tinued better customer good will and 
added electric load as this work pro- 


gresses. 
s 


Alameda Entered Direct 
Selling This Year 


By R. N. HARVEY 


Secretary, Municipal Light and Power 
Dept., Alameda, Calif. 


EGINNING in 1931, the department 

in endeavoring to stimulate the 
sales of domestic equipment, offered 
free wiring for electric ranges, not to 
exceed $40.00; $20.00 for approved 
storage type water heaters. On air heat- 
ing installations, the customer was 
obliged to deposit with the department 
an amount equal to the cost of the in- 
stallation. This amount was returned 
to him as a monthly credit on his elec- 


Electric Appliance Society of Northern California 


Campaign 
Month 
Vacuum cleaners............... March 
DI, cece ccnvcscccceus May 
Ironing machine .............. September 


Washing machine 


eee eee eee weee 


Total washers and ironers.. 


No. Sold *No. Sold Same 


During Campaign Month 1933 % Increase 
2,092 962 117 
3,350 2,233 50 
808 460 78 
2,921 1,839 59 
3,729 2,299 : 61 


*There were no E.A.S. campaigns specifically on these appliances in 1933. 
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tric bill for a period of 24 months. After 
a period of 3 years, during which the 
department expended further sums in 
considerable amounts for educational 
advertising, it was found that the load 
gained was not sufficient to warrant the 
expenditure. In fact, during the year 
1933, the local dealers collectively sold 
1] ranges and 2 water heaters. 


Early in 1934, we found it necessary 
to enter the field of direct selling. We 
were in hopes of retaining the good will 
and cooperation of the local dealers and 
in this we have not been entirely suc- 
cessful, although, all wiring jobs have 
been turned over to them, and on several 
occasions we have been instrumental in 
persuading a customer to buy from the 
local dealer, rather than from the de- 
partment. 


Immediately on beginning of mer- 
chandising work, we reduced the wiring 
allowance on ranges to $25.00, but 
offered to wire in water heaters without 
limit, at cost. This allowance was made 
where the equipment was permanently 
installed, and the customer agreed to 
use it for a period of two years. To 
meet the problem of the rentor who 
could not sign a two year contract for 
service, and for the customer who ob- 
jected to paying an amount above our 
allowance, we developed a_ portable 
range service which has been very satis- 
factory.and which has averaged about 
$31.00 per service, and can be moved 
readily at an approximate cost of $5.00. 
This equipment has been so satisfactory, 
that in recent months comparatively 
few permanent installations have been 
made. 

The department began merchandising 
major domestic equipment about mid 
April, 1934, and up to Dec. 31, 1934, 
we sold 96 ranges on our lines. Dealer 
sales are estimated at 10. 

During the same period, 56 Wesix 
storage type water heaters were in- 
stalled. Incidentally, more than 50 per 
cent of the units sold were all-copper. 

The department began selling re- 
frigerators for the dealers about July 1, 
1934, and during the succeeding 10 
months, sold 10 boxes. This was a co- 
operative plan wherein the dealers dis- 
played refrigerators on our floor, we 
sold them, and in turn purchased from 
the dealer at list price, less the com- 
mission we had paid to our salesman. 
The plan has not worked too well, be- 
cause the dealer sometimes met the pros- 
pect who had previously been contacted 
by our salesman, and offering an un- 
reasonable allowance for a _turned-in 
ice box. 

During the same period, or particu- 
larly during the last 60 days of the year, 
we sold 68 Wesix centawatt heaters. We 
did not put as much effort into heater 
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sales as we had intended doing. 

The average kilowatt-hour consump- 
tion for domestic consumer for 1934 
was 758 kw.-hr. 

During the year, we concentrated on 
the merchandising of major domestic 
equipment, and did very little with 
lighting and power loads, although we 
added approximately 2,500 kw. in power 
loads to our system during the period. 

On Dec. 1, 1934, we established a 
new domestic combination rate for in- 
stallations having a connected load of 
7.5 kw. or more in major equipment. 
This rate, on which there is no service 
charge and no minimum is: 

First—160 kw.-hr. per meter per 


UN a call os sine gia nwvennik 3.5¢ 
All over 160 kw.-hr. per meter 
per wtih 5. ciation sctets sitll 1.0c 


It has proved to be very satisfactory. 
We believe that as an inducement rate, 
it will accomplish its purpose. 

Due to the difficult situation in local 
politics which exists at the moment, our 
program for 1935 is quite unsettled. We 
had set a quota for ourselves of 365 
major units for the year. 

2 


Dealers Build Load 
At Less Cost in Reno 


By H. A. LEMMON 
Commercial Manager, Sierra Pacific 
Power Co. 

NDER the NRA, stenographers and 

secretaries go fishing on Saturdays, 
so I am sending the information re- 
quested in the form it came to me. 

We have 8.902 home customers, an 
increase of 601 over 1933. Our range 
saturation at this moment siands at ap- 
proximately 33 per cent. We increased 
our range installations by 16.2 per cent 
during 1934; in 1933 that increase was 
17.3 per cent. 

Looking back we remember 1931 as 
the year of greatest prosperity Reno has 
ever enjoyed. In fact, we took on some 
of the atmosphere of the old time min- 
ing camp. The company was active in 
heavy appliance sales, and during that 
year sold 304 ranges, while the dealers 
sold 145, or a total of 449. Our sales 
department contained 12 salesmen. 

Nineteen thirty-three was the lowest 
point in Reno’s experience insofar as 
business was concerned. We lost some 
1,100 customers. Just prior to °33, 
however, the company entirely withdrew 
from general sales, and since that time 
has not had a single salesman on its pay- 
roll, turning the whole thing over to the 
electrical dealer and contractor. Dur- 
ing that year our range installations in- 
creased by 390. In 1934 it reached 431. 

Making any comparison between 1931 
and 1933, the first period of glorious 
prosperity and the last one of sounding 












the depths (banks busted, etc.), it is per- 
fectly obvious that, contrary to the gen- 
eral impression, given a_ reasonable 
measure of assistance, a group of 
dealers can place more ranges on the 
lines at less cost than can the power 
company. That, however, is a highly 
controversial statement and constitutes 
a story in itself. 

The following figures give a good 
resume of the appliance sales for the 
past two years and plans for 1935: 

Twenty dealers cooperated to make 
the above records possible, the leading 
dealer selling 257 electric ranges and 
214 electric refrigerators. 

Cooking schools were held at Yering- 
ton, Carson City and Reno. All were 
exceptionally well attended and dealers 
were satisfied that sales resulted. In 
Yerington especially, we were success- 
ful in repelling an invasion of Butane 
gas, with a series of cooking schools. 

A “Better Light-Better Sight” cam- 
paign was conducted in October and 
November. Dealers reported a heavy 
demand for the larger wattage lamps. 
Also it brought to general attention the 
methods and subterfuges used, particu- 
larly by outside salesmen of “gyp” 
lamp distributors to sell lamp and fix- 
tures. The practice of these shysters we 
were able to help stop. 


No particular activity was noted on 
mining, industrial and _ agricultural 
power loads, although we might report 
a greatly increased mining load. 


Continuance during 1935 of our 
dealer cooperative policy is contem- 
plated. It proved so successful during 
1934 that it is planned to meet the prob- 
lems of displacing competitive fuels by 
the assistance and initiative of these co- 
operative dealers. 

As of Dec. 31, 1934 we had 3,069 
ranges connected, bringing the electric 
range saturation to 33% of the total 
wired residential homes and farms; our 
records showing only 66:less electric 


Representative advertising used 
by western utilities in 1934. Broad- 
side to announce a_ successful 
radio feature; humorous series of 
range ads; Puget Sound played 
up safety in its hot water drive; 
“‘Electri-News,” a consumer _pam- 
phlet which has done a fine job in 
mountain region; one of the 
spreads which helped dealers in 
Portland to sell refrigerators; an 
effective pamphlet used to pro- 
mote modernization loans; one 
of Southern California Edison’s 
many clever small ads; Utah 
Power & Light’s ads on water 
heaters; electrical contractors’ and 
electricians’ union in Fresno to 
tie in with “free electricity”; a 
real bargain sale in electricity 
with electric service translated in- 
to one cent sale items 
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ranges than electric refrigerators. 

At the start of the year 1934, we had 
4,906 customers with wired homes and 
farms who were not using electricity for 
cooking. We now show 431 electric 
ranges sold or 8.8% of the unsaturated 
portion of our accounts. 

While we only inquired for the num- 
ber of sales, amusingly enough we later 
found that dealers’ reports of ranges 
and refrigerators sold were “boosted”. 
Beginning Jan. 1934, all reported sales 
have shown the name and address of 
purchaser; and the make, model and 
serial number of the electric appliance 
sold. This has proved a more reliable 
index for both dealers and ourselves. 


Electric Ranges: 
1935 


1934 1933 

Quota Sales Sales 

Cee. ..iccc ccnackakees 10 12 50 
DEE. . 0. ccdueabhouwsane 490 419 340 
Es sav bp kee ke es wee 500 431 390 


Note: An-increase of 41 ranges or 10.5% in- 
crease in 1934 sales over 1933 sales. 
Electric Water Heaters: 


1935 1934 1933 

’ Quota Sales Sales 
COONS. oii catetee bess 15 12 16 
PONE 5s. crane eke ees +0 85 72 54 
SO ics dcime ween ss 100 84 70 


Note: An increase of 14 water heaters or 20% 
increase in 1934 sales over 1933 sales. 
Electric Refrigerators: 


1935 1934 1933 
Quota Sales Sales 
Commaay -...s«céiencetuns 0 4 22 
Genders ois. csdeswbawwes 400 361 269 
ebel..... cs samnesee 400 365 291 
Note: An increase of 74 refrigerators or 25.4% 


increase in 1934 sales over 1933 sales. 
The kilowatt hour consumption per 


domestic consumer for 1934 was 922.8 
kw.-hr. as against 893.2 kw.-hr. in 1933, 
showing an increase of 26.9 kw.-hr. or 
3.3% increase in 1934 over 1933. 


1934 Was Turning Point 
For San Joaquin Valley 


By E. G. STAHL 
Sales Manager, San Joaquin Light and 
Power Corp., Fresno 

HE year 1934 marked the turning 
point in economic conditions in the 
San Joaquin Valley. Improvement in 
agricultural and oil business has caused 
a general feeling of optimism through- 
out our territory, and our “Free Elec- 
tricity” campaign and “Fifty per cent 
discount offer” have given an impetus 
to electric sales which is reflected in all 

classifications of service. 
With a quota of 48,690 kw., our 
actual new business sales for the year 
amounted to 73,115 kw., an average of 


.7 kw per consumer. 
New business 


connected Quota 
1934 1934 
LIGHTING K.W. K.W. 
SOUND ocd sy A Oaw ss b's dew 4,327.49 5,415.00 
Commercial ............. 3.476.46 5,160.00 
Small Appliances ........ 12,004.25 9,425.00 
COOKING AND HEATING 
NN I PETITES | 16,500.98 17,436.00 
CRONIES Ne aac ve ow ewe 1,117.64 12,029.00 
POWER 
ON: sca kada deen 7,943.16 7,535.00 
EE vo cigeksw outa ewany 9,308.97 6,800.00 
BECO i's os wh yee css 18,436.53 17,000.00 
WOR. waichivvess exw 73,115.48 70,000.00 
20 


One of the outstanding results of the 
year’s work was the reconnection of 
9,785 kw. of old load which has been 
disconnected, due principally to eco- 
nomic conditions. Eighty per cent of this 
load was agricultural power. 

Our Home Lighting Division which 
was organized in 1934 has done out- 
standing work and it will be expanded 
during 1935. 

During the year, also, air condition- 
ing and small agricultural appliances 
will receive greater attention than in 
the past. 





Gladys Byrne, one of the Electric 


Appliance Society’s two educa- 
tional directors, showing a dealer 
how he can demonstrate the iron- 


ers he sells 


It was apparent during the latter part 
of 1934 that competitive power activi- 
ties had passed their peak and that with 
anticipated improvement in agricultural 
prices during 1935, we will be able not 
only to retain a greater percentage of 
installations but at the same time re- 
electrify a considerable portion of the 
business that has been lost in the past. 

s 


Special Inducements Build 
Dealer Sales, Add Load 


By H. H. COURTWRIGHT 
Manager, Valley Electrical Supply Co., 
Fresno ; 
HE story of our merchandising and 
load building activities for 1934 is 
wrapped up in the promotional cam- 
paigns in support of the three induce- 
ment offers presented during the year 
by San Joaquin Power, namely, the 
“Free Electricity Offer,’ the “New 
Lower Rate Offer,” and the “50% Dis- 
count Offer.” Each of these offers was 
designed to stimulate our customers to 
increased use of electricity with the 
objective in mind of establishing a per- 
manently lower rate. 
The success of the campaigns depend- 
ed to a large extent upon the sale of 





electrical appliances and equipment 
through dealer channels. Intensive ad- 
vertising and merchandising programs 
were developed and carried out in co- 
operation with the dealers throughout 
the territory. Every advertising medium 
at our command was used to publicize 
and popularize the campaigns. During 
the period of each campaign (ten 
weeks) ads appeared weekly over the 
power company insignia explaining the 
offer and the utility of electrical appli- 
ances. Straight merchandising ads pre- 
pared primarily for the dealer appeared 
weekly over the dealer-cooperative in- 
signia. The radio billboards, truck 
banners, direct mail and personal con- 
tact, were all used to tell the story. 

Our dealer window display service 
which has been so gratefully received 
by the dealers was particularly effective 
in creating customer acceptance of the 
offers and in building dealer sales. 
Special window trims were furnished 
for setting up window displays, together 
with window banners and store cards. 

The “All-Electric Kitchen Coach” 
covered the entire system, staging a 
showing in front of dealers’ stores. The 
Coach displayed in addition to the 
model all-electric kitchen many other 
time and labor saving devices. More 
than 35,000 visitors passed through the 
coach. Prospects obtained through reg- 
istration cards were passed on to the 
dealers in each community. 

The kitchen coach was transformed 
into a lighting coach in the latter part 
of 1934 and toured the territory show- 
ing a complete display of the latest 
lighting equipment, featuring the re- 
flector lamp. This activity was a part 
of the lighting campaign to promote a 
better customer and dealer acceptance 
of the reflector lamp and point out to 
the dealer the fine merchandising possi- 
bilities it offered. 

In April, electrical appliance expo- 
sitions were held in Fresno and Bakers- 
field. While these exhibits carried dis- 
plays of all electrical appliances, re- 
frigerators were given the ‘spotlight. 

Another activity undertaken in 1934 
in connection with our dealer coopera- 
tive effort was the compilation of a 
monthly summary of electrical appli- 
ance sales. Through the cooperation of 
more than one hundred dealers in the 
territory we have been able to start this 
service. The report is valuable to the 
dealer in that he can see how much bus- 
iness is being done in his locality and 
can judge whether he is obtaining his 
fair share or not. 

It is valuable to the merchandising 
division of the power company in that 
the weak spots on sales can be located 
and more advertising and dealer cooper- 
ative helps can be directed to the dis- 
tricts where needed. 
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The report on range, water heater and 
refrigerator sales for 1934 together with 
quota for 1935 follows: 


1934 Actual 1935 Quota 
SERA SCR oer ere 1,212 1,500 
See ee 634 750 
ee ree 5,238 5,120 


Our records show the average annual 
kilowatt hour consumption per domestic 
consumer for 1934 to be 972. 

Business conditions over the San 
Joaquin and Midland Counties system, 
from all available reports, seem to be 
on the upgrade and every indication 
points to a continued improvement in 
1935. 

It is our policy to help all dealers 
with their merchandising problems. Our 
two stores, located in Fresno and Bak- 
ersfield, are used as sales training head- 
quarters in our dealer cultivation work. 
‘Here we train salesmen who are to be- 
come our dealers’ employees. In these 
stores merchandising plans are tested 
to assure that those we pass on to our 
cooperative dealers are practical. 

We will carry on aggressively in 1935 
the heavy duty appliance program, 
which includes cooking schools, special 
campaigns, electrical expositions, the 
All-Electric Kitchen Coach and dealer 
cooperative helps. All sales will pass 
through dealer outlets. The sale of 
small or lamp socket appliances will 
also be promoted vigorously. 

A determined effort will be made to 
stimulate the minimum consumer to in- 
crease his use of electricity. A mer- 
chandising program built up around 
low priced quality equipment on reas- 
onable terms will be carried on. Appli- 
ances which will be featured include 
the lift-top refrigerator, the radio, the 
iron, the reflector type Jamp and laun- 
dry equipment. With the “50% Dis- 
count Offer” as an inducement, the min- 
imum consumer can enjoy the comfort 
and convenience of these appliances at 
an extremely low operating cost. 

Our window display service will be 
continued and enlarged in scope. We 
will also include in our dealer cooper- 
ative program newspaper advertising 
for the dealer, display coach, district 
office displays, campaigns on _ table 
cookery, promotion of electrical appli- 
ance exhibits and monthly summary re- 
port on the sale of electrical appliances. 
Much work has been done in foster- 
ing the Fresno Gas and Electrical Ap- 
pliance Society through which prices 
and trade in allowances on electrical 
appliances are better maintained. 

We will enter upon our sales and 
merchandising program for the year 
1935 with a trained organization. Our 


experience with the “Free Electricity” 
_ and the “Lower Rate Offer” Campaigns 
will prove invaluable in promoting the 


“50% Discount Offer.” 
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Plan to Campaign 
Range and Water Heater 


By R. C. BRAGG 
Assistant Manager, Vallejo Electric 
Light and Power Co. 
UR commercial program for 1934 
was practically nothing. We had 
a small range campaign in the early 
spring of 1934, which was primarily to 
find out how the people felt in refer- 
ence to electric ranges, after some two 
years of practically no activity on this 
appliance. 

The campaign was very satisfactory 
from our point of view,.as some 75 
ranges were sold in a period of 30 days. 

As yet we have not all the details pre- 
pared for 1935 activities, but we intend 
to campaign the range and water heater 
quite extensively. 

The number of ranges sold on our 
system in 1934 was 115, and the quota 
for 1935 is 250. Water heaters sold 
numbered 15, and the quota for 1935 is 
75. There were 350 refrigerators sold 
in 1934 and the quota for 1935 is 475. 

Kilowatt-hour consuraption per do- 
mestic consumer for 1934 was 789. 
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Trial-Rental Range Plan 
Starts Load Building 


By ROBERT MEAD 
Public Service Dept., City of Burbank, 
California 

URING March of last year we 

conducted a survey of all the 
electric ranges then in use in the city. 
Contacts with electric range users were 
established, and all ranges then in use 
were placed in good operating condi- 
tion. A cooperative merchandising plan 
was then inaugurated, providing for 
the sale of ranges by the dealers and 
by this Department. The plan also in- 
cluded a trial-rental feature whereby 
dealers and Department representatives 
could arrange for trial installations at 
rental fees varying between $1.50 and 
$2.00 per month, depending upon how 
the range was equipped. When a range 
was purchased by a trial range user, all 
rental fees paid to date were applied 
against the purchase price of whatever 
range the customer selected for his per- 
manent use. 

Before the end of the year, we had 
completed the installation of an electric 
kitchen; and had secured a home econ- 
omist for home demonstration purposes, 
and to assist in sales work. During 
1935 we plan to conduct regularly 
small cooking schools for the benefit 
of present range users and selected 


prospects. 


We cooperated in the staging of two 
newspaper cooking schools at one of 
the theatres—one in May and the other 
in November. 

During 1935 we plan to proceed with 
the range merchandising plan in its 
present form. The total saturation at 
the present time on electric ranges is 
1.82%. We do not feel that this is 
anywhere near great enough to justify 
discontinuance of the trial-rental plan, 
which seems to us to be the most satis- 
factory method of obtaining mass ac- 
ceptance of the electric range. 

As in 1934, we will continue to do a 
certain amount of advertising in the 
newspapers, and will send out with the 
bills each month circulars carrying the 
story of electric cookery, water heating, 
space heating, and lighting. 

We plan to coordinate our activities 
with those of the Southern California 
Edison Co., the Los Angeles Bureau of 
Power and Light, the City of Glendale, 
and other utilities in this territory— 
hoping that they as well as ourselves 
will enjoy a great load-building year 
in 1935. The City of Burbank recently 
acquired, through purchase from the 
Southern California Edison Co., some 
830 new services, raising our total num- 
ber of domestic customers to 5,170. All 
electric services within the city limits 
are now a part of our system. 

The total number of electric ranges 
installed last year was 63. This total 
was divided as follows: Ranges sold 
30; Ranges installed on trial-rental 
basis 26; Move-ins 7. 

We have set no quota for 1935. How- 
ever, we are optimistic and expect a 
better year in 1935 than was enjoyed in 
1934. The above figures summarize 
our range activity for the last nine 
months of 1934 only. We started mer- 
chandising activities about April 1. 

Of the 30 ranges sold, 19 were sold 
by the dealers and 11 by this Depart- 
ment. Of the 26 trial installations, 12 
were secured by the dealers and 14 by 
ourselves. 

We placed very little selling effort 
on water heaters, since we have not a 
definitely established policy with regard 
to a water heating rate. We installed 4 
electric water heaters on a l-cent flat 
rate, with no provision for off-peak. 

As with ranges, we have established 
no quota for 1935. We will probably 
do more promotional work on electric 
water heating than was done in 1934. 

Electric refrigerators sold in 1934 
totaled 136. Our work on refrigera- 
tion is entirely promotional. All direct 
selling is done by the dealers. 

Kilowatt-hour consumption per do- 
mestic consumer for 1934 was 533; an 
average per consumer per month of 
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VATISFACTION- 
At Her Finger Jips 3 


@ HE clicks a switch, and instantly 
2 every comer of the room beams 
with mellow light. 


She commands an army of depend- 
able electric servants. They cook her: 
family’s meals, protect their food, 
provide an abundance of hot water, 
wash the dishes. and adapt them- 
selves to the performance of many 
other tasks. 


She typifies the modern home-maker. 
By intelligent use of a modest budget 
she enjoys all the comforts end con- 
veniences that could be desired in 
any household. 


Here, indeed, is sctisiection — at her 


finger tips. 
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Figures Show Business 
Conditions Improving 


By A. W. ELLIOTT 


Business Agent’s Division, Bureau of 


Power & Light, Los Angeles 
ILOWATT-HOUR sales and reve- 


nue figures present a much better 
indication of rising business conditions 
for 1934 than they did for 1933. The 
total kilowatt-hour sales show an in- 
crease of 4.8 per cent over the previous 
year. Total power sales show an in- 
crease of 6 per cent. Industrial power 
increased 6.6 per cent. Lighting and 
appliance sales were up 4.3 per cent. 

On the other hand the increase in 
meters for the calendar year 1934 was 
small, as indicated from the meter gain 
of 1,097, which is only a 0.4 per cent 
increase from the 269,169 meters as of 
Dec. 31, 1933. 

Ranges added during 1934 totalled 
884, and we have set a quota of 1,100 
for 1935. The department does not 
directly merchandise, and all sales made 
by the department’s range specialists 
are in cooperation with, and for the 
dealers. 

Water heaters added during 1934 
numbered 132. We have set no quota 
for 1935, but with a new rate, effective 
June 1, 1934, of 1 cent per kilowatt- 
hour for “approved” electric water 
heaters we expect to increase this busi- 
ness materially. Last year, in a sense, 
was experimental in water heating. We 
wanted to see what could be done for 
a family in a practical way with elec- 


Display ideas of unusual merit 
last year were those on the oppo- 
site page. Top, left, was a na- 
tional prize winner in windows 
with which the B. C. Electric Rail- 
way Co. of Victoria won in a 
Canadian central station competi- 
tion award of the Canadian Gen- 
eral Electric Company, its annual 
radiotron display contest. Below 
it, a billboard by which the Rocky 
Mountain Electrical Assn. showed 
itself to be working in close har- 
mony with the government’s mod- 
ernization program. Below that 
is a window which won for North- 
western Electric Co. a prize con- 
test in Portland among the local 
merchants during a civic celebra- 
tion. Bottom, a typical display 
set up by the Valley Electric Sup- 
ply Co. display department, 
headed by J. U. Berry, in dealer 
windows throughout the San Joa- 
quin system during the “free 
electricity” offer. Top, right, a 
dramatic piece worked up by dis- 
playman Frank Bevan of P. G. 
and E. and used extensively ,in 
displays of dealer’s appliances in 
connection with the “half-off” 
offer. Bottom, dramatic photo- 
graph used by Utah Power & 
Light Co. to dramatize electrical 
service, at the year’s big event, 
the modernization exposition in 


Salt Lake City 
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tric water heating and made a number 
of experimental installations at homes 
of employees to study the load and 
operating conditions. 

The Bureau of Power and Light keeps 
no record of refrigerator sales made 
within the city of Los Angeles and so 
figures on this appliance are not avail- 
able. From all indications, however, it 
was a banner year for the dealers and 
distributors of refrigerators in this city. 
The Bureau did aid with its advertising 
and literature on domestic electrifica- 
tion and the all-electric kitchen, and 
by displays of electric appliances in 
model homes, fairs, etc. 

The average kilowatt-hour consump- 
tion per domestic consumer for the year 
1934 was 588.84. 

No change is contemplated in our 
present program, although studies are 
being made looking toward future load 
building in anticipation of Boulder 
Dam power. 
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Electric Cookery Council 
of Southern California 


By CHESTER E. DYE 
President 

UCLEUS from which all electric 

range activities emanate in south- 
ern California is the Electric Cookery 
Council. The electric utilities function- 
ing throughout the southern California 
area sponsor most of the electric range 
advertising programs. The year 1935, 
we feel confident, will be a banner year 
in the electric range industry. The en- 
thusiasm displayed by the various elec- 
tric agencies functioning locally, defi- 
nitely prove to us that the ensuing year 
unquestionably will be an outstanding 
one in the sale of major domestic elec- 
trical appliances in southern California. 


New HEADQUARTERS 


New headquarters for this organiza- 
tion were located during the year. The 
meeting hall has a seating capacity of 
approximately 450. Dinners are served 
at this location at each regular meeting. 
The dinners are prepared in an adjoin- 
ing kitchen which is equipped with 
three modern electric ranges and elec- 
tric refrigeration. In this up-to-date 
model kitchen, a continuous sales school 
for the instruction of dealers and their 
salesmen on the use and operation of 
major domestic electrical appliances 
will be conducted under the auspices of 
the Electric Cookery Council during 
the ensuing year. 


MEMBERSHIP 


The membership of this organization 
consists principally of salesmen who are 
interested primarily in the sale of elec- 
tric ranges, electric range manufacturer 
representatives, distributor representa- 
tives and electric utility men. 


The various activities of this organ- 
ization are financed through surplus 
and profits derived as a result of va- 
rious social activities given throughout 
the year. 

During the year 1934, regular semi- 
monthly meetings were held at which 
time an electrically cooked dinner was 
served to an average attendance of 
about 60. An attendance of 500 elec- 
trical men attended the opening sales 
meeting of the 1934 “spring campaign.” 
The enthusiasm developed at the meet- 
ing decidedly influenced the success of 
this campaign. 

Officers of the organization, elected at 
the annual meeting in December, are: 
Chester H. Dye, Bureau of Power & 
Light, City of Los Angeles, president; 
William Krueger, Estate Stove Co., 
vice-president; Vernon Sheblak, Bureau 
of Power & Light, recording secretary; 
Robert Mead, Public Service Dept., 
City of Burbank, corresponding secre- 
tary; Louis Singleton, Listenwalter & 
Gough, treasurer; Lloyd Bowles, South- 
ern California Edison Co., Ltd., ser- 
geant at arms; Dealer representatives 
on board of directors: Orlander Ham- 
mond, Desmond & Hammond Co.; Wm. 
T. Schenk, Schenk Electric Specialties 
Co.; Salesmen representatives on board 
of directors: Hal Collins, Barker Bros. ; 
Hart Price, Manual Arts Sales Co. 


“THe Evectric RANGER” 


A local news bulletin is issued month- 
ly for the benefit of the members of the 
Cookery Council and for all others in- 
terested in the sale of major domestic 
electrical appliances. This magazine, 
developed during the past year, has 
proved to be a most excellent method 
of disseminating information and of 
tying the electric industry more closely 
together. 


EDUCATIONAL PROGRAMS PRESENTED 


At each meeting of the Cookery Coun- 
cil a portion of the program is devoted 
to sales and educational discussions and 
lectures. Programs of an interesting 
and educational nature have also been 
presented at various times before or- 
ganizations closely affiliated with it. 

oy 


Glendale Trial Ranges 
Build Public Acceptance 
By P. DIEDERICH 


Superintendent, Public Service 
City of Glendale, Calif. 


Dept.. 


HIS department’s activities have 

been centered on endeavoring to 
get public acceptance of electric cook- 
ery. In the past eight months we have 
been offering trial ranges to our custo- 
mers. For the year 1933 there were 
only 60 ranges connected to our system, 
and largely through this inducement 272 
ranges were connected to our system in 
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the year 1934, of which 160 were trial 
range installations. _ 

Heretofore we have not had rates for 
water heaters but for the year 1935 we 
have available a one cent rate, and ex- 
pect to undertake a promotional intro- 
duction of water heating. 

As to refrigerators we have no record 
of sales, as all such sales of this appli- 
ance are made through the dealers. The 
average kilowatt-hour consumption per 
domestic consumer for 1934 was 620 
on our system. 

We have developed no special pro- 
gram for 1935 but intend to continue 
aggressively with our small organiza- 
tion in the effort to get public accept- 
ance of electric cookery and water heat- 
ing. 

s 


Appliance Bureau is 
Most Important Ally 
By A. E. HOLLOWAY 
Vice-President in Charge of Sales, San 
Diego Consolidated Gas & Electric Co. 

INCE you have a separate report of 

the Bureau of Radio and Electrical 
Appliances of San Diego County, which 
gives a complete summary of our joint 
activities with dealers during 1934 and 
our plans for 1935, I will only summar- 
ize the important sales figures here. 
While we were active in all divisions of 
commercial and agricultural power as 
well as domestic sales, we feel that the 
most important features of our 1934 
business were a result of the coopera- 
tive work of the Bureau. 

The number of ranges sold in 1934 
on our system was 229. Our quota for 
1935 is 300. The water heaters sold 
totalled 32, and our quota for 1935 is 
500 for we expect to be far more active 
on this appliance this year. The refrig- 
erators sold by dealers and ourselves 
numbered 3,500, and in 1935 we expect 
that 4,000 will be sold. 

_ Using the N.E.L.A. basis our average 
domestic kilowatt-hour consumption per 
residential consumer was 573. On a 
weighted average basis it was 600. 

In our sales work we have sought to 
be one of the dealers in the appliance 
bureau and hence modeled our own 
sales programs after the programs set 
up by that a 


Bureau of Radio and 
Electrical Appliances 
By J. CLARK CHAMBERLAIN 
Secretary-Manager 
AST January we presumed to the 
extent of predicting considerable 
improvement in the sale of electrical 
appliances during 1934. Our position 
was, that while making no prediction 
as to what business in general would 
do, we believed that the program of 
the Bureau as it developed, would be 


4 


sufficient to cause electrical appliances 
to sell proportionately beyond other 
commodities. And it happened. Radios, 
refrigerators, washing machines, auto- 
matic ironers and numerous other appli- 
ances considerably exceeded 1933 sales, 
and in several instances, established all 
time records for San Diego County. 
Detailed accounts of our 1934 cam- 
paigns have appeared in these columns 
and because space is limited, reference 


to them can be had in previous numbers. . 


Bureau Plans and Prospects for 1935 


It takes no optimist to predict a good 
year for business in general and elec- 
tric appliances in particular, at least as 
far as San Diego County is concerned. 
With our California Pacific Interna- 
tional Exposition coming up soon to 
bring throngs of people here, and with 
the Federal Housing Act destined to 
greatly stimulate local building, the 
year of 1935 should be a good one. As 
in the past, however, our Bureau will 
not be content to allow electric appli- 
ance buying to take its own course, but 
will stimulate the purchase of things 
electrical through our many and varied 
promotions. 

The year started off with an ironer 
campaign, designed to carry washers 
along at the same time. The advertis- 
ing exclusively featured ironers. Dur- 
ing February a special campaign to 
stress radio is in progress. It ties in 
the San Diego exposition, radio dealers 
and the amateur short wave radio enthu- 
siasts in an unusual campaign to give 
publicity to the fair. Plans are also 
being formulated for another Chilled 
Food Institute in April. During the 
remainder of the year something will be 
doing every month so that the people 
of San Diego county may never for a 
moment forget the happiness that can 
be theirs by the greater use of electricity. 
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Dealers on Edison Lines 


Make Excellent Record 
By W. L. FROST 

Vice-President in Charge of Sales 
Southern California Edison Co., Ltd. 

N the latter part of 1933, it was de- 

cided, after considerable discussion, 
to inaugurate a new plan of merchan- 
dising whereby the company would re- 
frain from direct selling in most in- 
stances and all sales would be turned 
over to the dealer. Assistance was to 
be rendered by a corps of company 
trained salesmen whose duty it was to 
assist the dealer in every way possible. 
The dealer was furnished with pros- 
pects for various articles, and was ad- 
vised of the best methods to pursue. 
Ultimately he was often assisted in 
closing the sale. 

Along with this idea the company 
financed dealers contracts, which re- 


lieved them of dealing with any finance 
company, and they were naturally not 
obliged to carry any large stock of 
appliances at any time. 

We also supplied the dealers with 
advance copies of newspaper advertis- 
ing on all campaigns, furnished displav 
material for windows, and in a great 
many ways assisted them generally in 
promoting the use of electric appliances. 

The plan in most instances in our 
opinion has been very satisfactory. As 
a result of this cooperative movement 
during 1934 the following articles were 
added to the company lines: Ranges 
3,219, Refrigerators 1,778, water heat- 
ers 565, small appliances 5,820, wash- 
ers 21,741, ironers 3,281, radios 36,567. 

Our sales to other classes of consu- 
mers during the year 1934, were like- 
wise satisfactory and we added new 
revenue from the following sources: 
Domestic and commercial light $714,- 
000.00; industrial power 688,000.00; 
agricultural power 362,186.00; miscel- 
laneous power revenue $359,814.00. 

The total new income derived from 
all classes of power service amounted to 
$2,124,000.00. 

Our plans for the year 1935, con- 
template a continuation of the 1934 
plan, which in some respects will be 
augmented by additional field salesmen. 

To summarize, the number of ranges 
sold in 1934 was 3,219, all of which 
were sold through dealers. Quota for 
1935 is 4,600. The number of water 
heaters sold in 1934 was 565, all sold 
by both the Edison Company and deal- 
ers. Quota for 1935 is 2,000. Number 
of refrigerators sold in 1934 was 17,- 
867, all sold by dealers. Quota for 
1935 is 22,000. 

Kilowatt hour consumption per do- 
mestic consumer is not accurately avail- 
able, because of a change in accourting 
classification. We estimate the figure 
at 680 kw.-hr. per consumer per year. 

* 


Four Year Term Ranges, 
Flat Rate Water Heaters 


By GEORGE T. BIGELOW 
Manager, Commercial Dept., 
The Southern Sierras Power Co. 
N merchandising we did two things 
in 1934 that were an entire change 
from what we had been doing. On the 
first of March we started with our four 
year plan of selling ranges. This was 
a flat sum per month, which if paid for 
48 months gave title to the range. This 
amount was set up for every range in 
the lmes we carry. There were no ex- 
tras of any kind to be added to this 
amount. 

Consequently, it was possible for any 
employee of the company, merely by 
having a pamphlet showing pictures of 
the ranges and a figure under each pic- 
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A Summary of the 


DEALER SALES REPORT—NOVEMBER-DECEMBER, 1934 


Dealer Reports Compiled by Associations, Societies or Bureaus, or Dealer Contact Departments of Utilities 
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P. G. and E, Co.! San Diego Cons.G.&E.Co.? 1934 San Joaquin Lt.&.P. Corp.* |So. Calif. Edison Co.,Ltd.‘ | Utah Power & Lt. Co.5 
APPLIANCE | Nov. 1934 |Dec. to Nov.| Dec. 1934 jJan.-Dec.'34| Est. total Dec. 1934 {June to Dec. | Dee. 1934 |Jan.-Dec. '34 Nov. 1934 |Year to Date | 
waite eS: eh bt ati Rien ce Spanair ines —___——— —|- pee sebieet 
| 
ek | 109 1,329 | 22 | 203 | 229 | 111 675 251 | 2,690 76 
Water Heaters........ eel 36 476 | 8 | 28 | 32 | 53 76 130 | 620 4 
Air Heaters—aux.......... 909 3,409 284 | 554 | 1,000 prws | ate 345 | 1,349 | 293 
Air Heaters, 220 volt...... 60 | 476 | cae aan | 104 345 ndals 
Refrigerators............ 1,710 24,225 | 137 | 2,620 3,500 | 117 1,564 1,156 18,060 | 148 
Dishwashers.............. 4 | iM ate ene 4 | 14 | reas 
WRENS oe se cca cs 2,914 26,377 220 | 2,283 4,000 | 353 | 2,654 1,955 22,713 665 
ES Giih 5. ae oS iy ¢ 54 687 | 6,189 | 43 | 353 485 | 72 | 366 372 | 3,502 | 39 
Wee, Cieseere: .... .... 1,540 20,316 164 | 850 | 1,400 144 | 700 764 | 5,844 | 732 
| a Sea a er 7,364 | 68,383 | 1,227| 7,690! 10,000 | 878 | 4,032 6,141 | 39,441 1,464 
MES 28s tK ress «20% en 266 | 632 | 950 | 523 | 883 | 1,614 3,798 188 
Cookers & Caseroles....... 65 | 578 735 | 58 | 227 | 124 430 6 
i a ie wal 277 | 1,885| 3,150 | 582 | )27 2,176 13,439 | 858 
Waffle Irons............ .| oe 274 | 592 1,000 | 751 345 | 1,957] 5,102 337 
i ee 366 | 961 1,565 | 647 ,564 1,924 6,750 643 
Table Stoves, Grills, ete... . 39 | 395 710 | 657 ,575 | 917 3,307 1,042 
Heating Pads.......... i 145 | 304 | 450 | 926 2,310 416} 
eae ee sue Cit a ie at 161 902 230 
Percolators & Coffee Makers} ae 217 676 | 1,150 | 561 1,242 1,134 | 3,671 123 
Sewing Machines.......... 1,231 12,849 10 | 50 250 | 
ROME Sched a 2350. “wn Sack geal 495 1,166 1,243 3,962 407 
Ne a ian ee es oH ers 4 2,372 19 
Floor Polishers............ 18 276 | a 
ee te ay 16 | 40 44 274 l 
Portable Lamps.... ; 511 933 3,975 
Yard Lights........ ; eee 27 | 340 
Misc. Small Appl... 380 | 1,486 | 2,000 608 1,587 1,013 4,643 83 
Total Dealers........ oP | 1,440 — | as 100 | 98 528 | 
No. reporting............. 923 | 75 | 75 | 102 536 a 242 











1 P. G. and E. report cumulative from Dec. 1, 1933—Reports obtained only on major appliances upon which accurate reports are available from dealers’ 
accounts. Total dealers include gas as well as electric dealers. November figures latest available because of large territory served. 


Gathered by Bureau of Radio and Electric Appliances of San Diego County. Reports from dealers in first two columns. 


Estimated total sales derived 


with aid of cooperating distributors and knowledge of the few non-reporting outlets. Clocks, fans included under miscellaneous. 


June, 1934. 
‘ 


only 60% of dealers so far. 


* Includes Utah Power & Light Co. territory in Utah, Idaho and Wyoming. 


able because of large territory served. 


ture, to tell any customer just what that 
range would cost. I believe this plan 
is what caused us to more than double 
our range sales. 


On Sept. 24 we started selling under 
our new water heater rate. This is the 
rate we worked out by experimenting 
for a year. Under it a customer pays 
a flat amount for his hot water per 
month. It applies to range users only, 
and the average family of four pay 
$3.00 per month for their hot water, no 
more, no less. 


We sell the water heaters on a six 
year plan; that is, the customer, by 
paving a certain definite amount of 
money each month, owns the water 
heater at the end of six years, or 72 
months. Like the range plan, all 
charges such as interest, sales tax, etc., 
are included in this flat rate, each size 
of water heater having its own price. 
Since this rate has been in effect I be- 
lieve we have sold more water heaters 
in the same space of time than we have 
any other article in the past. 


As our quotas are not finally set up 
for 1935, I cannot give them at this 
time, but the following were sold dur- 
ing 1934, based on 11 months actual 
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Includes dealer reports from Midland Counties Public Service Corp. territory also. 


Compiled by 


Includes reports from dealers on San Joaquin Valley system of the company as well as Southern California areas served by this company. 


and one month estimated sales: Ranges 
506, water heaters 222, refrigerators 
335. 

Figures for November and December 
are not in as yet, but estimated on the 
12 months previous to November, I be- 
lieve our average annual domestic con- 
sumption will run well over 915 kw.-hr. 

In the power field our work has been 
the same as in the past, that is, a 
thorough covering of the field, with the 
exception that under present conditions 
we are devoting more intensive work 
to the mining load. 

During the coming year we expect 
to continue as we always have in the 
past with the tried and proved meth- 
ods, but always on the lookout for new 
plans, as conditions seem to warrant. 





Inter 
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Valley Electrical Supply Co. 


Also Western Colorado Power Co. territory. November figures latest 
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Concentrated on Major 
Appliances and Lighting 
By G. W. MILLIKEN 


Vice-President in Charge of Sales, 
Southern Colorado Power Co., 
Pueblo 

PECIAL merchandising activities for 

the year 1934 were devoted princi- 
pally to major appliances such as 
ranges, water heaters, and refrigerators. 
Various campaigns were conducted 
throughout the year with the heavy duty 
salesmen working constantly on major 
appliances. An extra force of eight men 
were employed on the Fall lamp cam- 
paigns, “Better Light-Better Sight” ac- 
tivity, and on miscellaneous appliances 
throughout the year. 

The number of electric ranges sold on 
our system in 1934 was 124, and the 
quota for 1935 is 228. Water heaters 
to the number of 58 were sold in 1934 
and the quota for 1935 is 120. Refrig- 
erators sold in 1934 totalled 316, exclu- 
sive of dealer sales. While we have no 
complete record of dealer sales over the 
territory our estimate is that 500 were 
sold, making a total for the system of 
about 816. Our own quota for 1935 is 
350. 
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Kilowatt-hour consumption per do- 
mestic consumer for 1934 was 580.08 
kw.-hr. 

Our program for 1935 is set up prac- 
tically along the same lines as 1934, 
with a few additional men in our sales 
organization. We will conduct several 
special campaigns on major appliances 
and make a special effort on commer- 
cial and residential lighting. 

oe 


Conducting Complete 
Range User Survey 


By P. M. PARRY 
Vice-President and Commercial Manager, 
Utah Power & Light Co. 


NE of the first activities which we 

will undertake this year is a com- 
plete survey of every electric range 
customer on our lines. To be sure that 
all equipment is in good operating con- 
dition a special offer will be made on 
new equipment to replace all worn-out 
electric ranges and an effort will be 
made to replace all burned-out units on 
ranges that are still in good condition. 
We also hope to restore to active use 
electric ranges that have been out of 
service because of the depression. This 
program will consume the first ninety 
days of the year and will be followed 
immediately by an intensive campaign 
to secure new customers. 

Electric range sales for the year 1934 
by our company totalled 912. This 
represents a substantial increase over the 
previous year and all things considered, 
such as drouth conditions, lack of build- 
ing, etc., we think is a very reasonable 
performance. We estimate that electric 
range sales will improve during 1935, 
and have established a quota of 1,000. 

We faced a difficult situation with 
respect to water heating during 1934. 
In 1929 and 1930 we sold approximate- 
ly 2,000 electric water heaters on a com- 
bination rate structure which resulted 
in too high a cost for electric water 
heating service. As a result when the 
depression came along we lost almost 
all of this kind of business. A new off- 
peak rate structure was made effective 
in March, 1934. Our first responsibil- 
ity, of course, was to attempt to restore 
to active use water heaters previously 
sold but which were out of service. 

In addition to this program we suc- 
ceeded in selling 92 new installations 
net. Actual new sales were 161, but 69 
repossessions reduced the net figure to 
92. 

We believe that we are going to have 
a reasonably successful year on water 
heaters during 1935 and have estab- 
lished a quota of 500 new installations 
to be made, in addition to further res- 
toration of service where the customer 
already has equipment. 

Refrigerator sales for 1934 amounted 


56 


to 1,232 by our company and approx- 
imately 2,800 by dealers, making a total 
of 4,032. We propose to continue nor- 
mal sales activity on refrigerators, but 
are making no special effort to increase 
our own sales. We prefer to encourage 
dealers to build-up their sales. Conse- 
quently we have established a quota of 
1,200 units for our own sales and expect 
the dealers will sell a minimum of 
3,014, making a total for the territory 
of 4,214. 

The average kilowatt-hour consump- 
tion for our system per customer was 
716. We hope to increase this by 30 
kw.-hr. per customer during 1935. 

All told, we had a very successful 
new business operation in 1934. All 
assignments for gross sales and major 
appliances set-up for the year, with the 
exception of electric water heaters, were 
exceeded by substantial margins. Our 
commercial lighting and heavy duty elec- 





Carrying the electric kitchen ev- 
erywhere on its extended system, 
the Utah Power & Light Co. used 


this special truck. In each city 
the stage and kitchen were set up 
and a school conducted for the 
women of that community. Light- 
ing of the home was also dem- 
onstrated in a one-act skit 


tric cooking load assignments were also 
exceeded by substantial margins. A six 
months’ quota on study lamps, started 
Oct. 1, was secured before Christmas, 
in our home lighting program. This 
assignment represented 5 per cent of our 
customers, or 4,350 units of this type. 

In spite of the fact that there was 
little improvement in the heavy indus- 
tries in our territory, principally min- 
ing, power sales for the year were built 
up somewhat because of drouth condi- 
tions and the need for electric pumping, 
so that a reasonably good showing was 
made also in this department. 

Plans are being made for increased 
quotas in all departments. An analysis 
has been made of the possible sales by 
all agencies in the field, which we are 
attempting to build-up through our 
Dealer Coordination Department, and 
we have an objective of approximately 
$3,000,000 in domestic appliances and 
another $500,000 in commercial. 


Trial Inducement Rate 
Tried Out in One District 


By R. R. ROWELL 
Commercial Superintendent, The West- 
ern Colorado Power Co., Delta, Colo. 

UR commercial program for 1934 

included an electric range replace- 
ment plan, the appeal for complete elec- 
tric kitchens, and a “Better Light-Better 
Sight” campaign beginning Oct. 15. In 
one of our districts we established a 
trial commercial rate which reduced 
previous billings by some 20 per cent to 
see if our customers would actually use 
more kw.-hr. if given a lower rate. 

This trial proposition has been in 
effect for only four months and while 
a large percentage of our commercial 
customers in this district have taken 
advantage of the decreased rate by in- 
creasing their usage, yet the rate has 
not been in effect for a sufficient length 
of time to arrive at any committment. 

In one district we also took a very 
active part in a Modernization Exposi- 
tion, which no doubt stimulated, in that 
locality, business during the fall months 
with respect to building, painting, and 
remodeling and decorating. Our gross 
merchandise sales for 1934 were slight- 
ly in excess of 50 per cent over 1933. 

Our company sold 33 electric ranges, 
the dealers sold 2, making a total of 35 
electric ranges sold on our system in 
1934. The range quota for 1935 is 50. 

No water heaters were sold by either 
ourselves or dealers in 1934. However, 
we have set up a water heater quota of 
25 for 1935 anticipating a more favor- 
able water heating rate for this year. 

Our company sold 95 electric refrig- 
erators, our dealers sold 110, making 
a total of 205 electric refrigerators sold 
on our system in 1934. Our quota of 
electric refrigerators for 1935 is+ 72 
units, which is for our own sales only. 
Our quota for 1935 is smaller than our 
actual sales in 1934 because of the fact 
that we expect greater sales on the part 
of dealers this year than ever before, 
and will encourage dealer sales even 
though it means decreased refrigerator 
sales for our own company. 

The average kilowatt-hour consump- 
tion for 12 months ending November, 
1934 for our urban domestic customer 
is 648. The average for 12 months end- 
ing November 1934 for our rural do- 
mestic customer was 337. 

Our 1935 sales activity will be direct- 
ly or indirectly associated with the na- 
tional housing program. In our opin- 
ion there is going to be a generous ac- 
ceptance of the national housing pro- 
gram on the part of our customers, and 
we in the electrical business are going 
to be rewarded with a proportion of the 
modernization expenditures in direct 
relationship to the effort we put into it. 
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Three-State Program Links 
All Mountain Region 


Public Service Co. of Colorado, Rocky 
Mountain Electrical Association and 
Electrical League of Colorado 
Interwoven in Selling 
Activities 

NTERWOVEN into a composite and 

interrelated sales program which 
affects and embraces every branch and 
function of the electrical industry, the 
intermountain region cannot be broken 
into its individual parts and any one 
of its divisions treated separately. 
Gaylord B. Buck, general commercial 
manager of Public Service Co. of Colo. 
is also president of the Rocky Moun- 
tain Electrical Assn. The two organ- 
izations of which he is an important 
and integral part are so closely related 
from a standpoint of merchandising pro- 
cedure that a report on one almost in- 
evitably involves mention of the other. 
Hence, in summarizing commercial ac- 
tivities at Public Service Co. for 1934, 
and forecasting plans for 1935, there 
is an interlacing of policies which can 
scarcely be avoided. 

Public Service Co.’s increase in ap- 
pliance sales and in load is largely due 
to its direct tie-in and support of Rocky 
Mountain Electrical Assn.’s business de- 
velopment program, now entering its 
second year. And it is worthy of note 
that Guy W. Faller, vice-president and 
general manager of the utility, began 
the New Year by pledging continued 
support to the cooperative activity 
which embraces Colorado, Wyoming 
and New Mexico, including hundreds 
of dealers, distributors and others en- 
gaged in the sale of appliances or ser- 
vice. 

Preliminary to launching the 1935 
program, every manager on the com- 
pany’s system attended a two-day con- 
ference in Denver, Jan. 22-23. The 
managers also attended a two-day con- 
ference sponsored by R.M.E.A., Jan. 
24-25 where practically every utility 
head in the three states participated in 
discussions pointing toward the greatest 
business-capturing movement ever in- 
augurated in the territory. 

An appliance-promotion schedule for 
the first six months of the year was 
drawn up, and every dealer in the 
mountain area furnished copies to guide 
the 1935 activity. Mother’s Day, Better 
Homes Week and even Ground Hog 
Day, as well as other special dates, 
periods and events are listed in the 
schedule. Suggestions to dealers as to 
the best ways in which to tie in their 
merchandising activities to these dates 
are included in the sales plan, which 
will be followed to the letter by Public 
Service Co. of Colo. 

In 1934, Public Service Co. sold, 


gross, electrical appliances amounting 
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to $733,772. Estimated gross sales 
(electrical) for 1935 will be $763,772. 
This does not include appliance and 
equipment turnover in the gas depart- 
ment. Electric ranges sold totaled 196; 
The 1935 budget is 225. The total elec- 
tric water heaters sold were 17, with a 
1935 quota of 10. These appliances, 
however, present no adequate picture of 
sales results. Refrigerator sales by the 
company were 1,376; 1935 quota is 
1,435. 

Average kilowatt-hour consumption 
per domestic customer during 1934 for 
the entire Public Service Co. system was 
498.8. 

Truer measure of the region’s sales 
activities may be gained from the en- 
thusiasm over improved sales by all 
dealers and distributors in the three 
states covered by the R.E.M.A. As an 
index of this activity the Christmas 
campaign just closed is typical of its 
organization and far reaching effect. 

Figures compiled by George E. Lewis, 
executive secretary of the Rocky Moun- 
tain Electrical Assn. show that 125 
Denver firms, in addition to Public 
Service Co. of Colo., participated. Out- 
side the Denver area, 275 dealers and 18 
utilities cooperated in the tri-state cam- 
paign. Conservative estimates place 
15,000 people actively engaged in sell- 
ing something electrical for Christmas. 


OutTpoor LicHTING UNIQUE 


Another unusual department of the 
Public Service Co., unusual in the man- 
ner in which it is run for the upbuilding 
of dealer and contractor business, is the 
outdoor lighting department, under the 
single direction and operation of one 
man, Dana W. Rowton. This depart- 
ment has submitted a report on 1934 
accomplishments which, reduced to 
terms of added power placed on the 
line, equals the sale of 715 electric 
refrigerators. The department lists: 

Fitoop Licutinc: Permanently in- 
creased load by 300 kw.-hr. during the 
Summer and Fall yard and garden 
lighting activity, sponsored jointly by 
the Rocky Mountain News, Rocky 
Mountain Electrical Assn. and Elec- 
trical League of Colo. Temporary flood- 
lighting—7,000 kw.-hr. 


SOFTBALL FIELD INSTALLATIONS: 


Fifty-six new jobs were placed in va- 
rious parts of Colorado tributary to 
Company lines. Mr. Rowton has 
achieved fame for his aggressive pro- 
motion of softball played under lights 
at night. He is largely responsible for 
the softball rage that has swept the 
Rocky Mountain region. 

CuristMas Licutinc: 58 kw. con- 
nected load for nearly two months on 
16th street, Denver’s principal down- 
town merchandising artery; 50 kw. for 





the same length of time for civic illumi- 
nation; 55 kw. for 60 days in commer- 
cial displays, exclusive of municipal 
decorations; 120 kw. connected in resi- 
dence lighting for the Christmas light- 
ing contest. This does not include homes 
not entered in the competition. 

A summary of the departments work 
for the year shows a permanently in- 
creased load of 395,330 watts. 

Emerging from its dynamic Christ- 
mas crusade, R.M.E.A. has already pre- 
sented to the trade a detailed plan of 
procedure for the first six months of 
1935. It began in January with laun- 
dry equipment. Air conditioning is to 
be given a big play. 

Mr. Buck was reelected to the presi- 
dency of the R.M.E.A. and George 
Lewis continues as its active and sales 
minded executive secretary. The Elec- 
trical League of Colorado, which is 
more representative of every branch of 
the industry has just had its annual 
election. The personnel of its officers, 
as well as the leadership of its experi- 
enced and dynamic manager, George 
Bakewell, Jr., assures it of a year in 
1935 which will move the already high 
records of cooperation in this region a 
few notches higher on the national scale. 


At its final 1934 meeting the Elec- 
trical League of Colorado elected E. E. 
(Ernie) Brazier, district manager for 
General Electric Supply Corp., its pres- 
ident.- He succeeds Charles S. Newell 
whose leadership during the past year 
brought the Electrical League into na- 
tional prominence as a result of mul- 
tiple activities on its own account and 
as a powerful factor in Rocky Moun- 
tain region electrical industry Sales 
Rally enterprises. 


Dean D. Clark, who is assistant to 
president of the Mountain States T. & 
T. Co., was elected treasurer; and O. 
L. Mackell, assistant secretary of Public 
Service Co. of Colo, treasurer. 


The four League divisions elected as 
members of the board of directors: 


Contractors: L. A. Vosmer, chair- 
man; R. Y. Chedister, W. A. J. Guscott, 
N. R. Mendenhall, C. F. Oehmler, E. E. 
Stettler, D. D. Sturgeon. 


Manufacturers: John J. Cooper, 
chairman; P. A. Douden, F. L. Easton, 
K. L. Francis, S. J. Kester, W. Trud- 
gian, J. S. Veatch. 


Distributors: J. C. Davidson, chair- 
man; E. V. Beck, E. E. Brazier, A. C. 
Cornell, H. A. Fluckey, L. H. Gross, 
Harry Moll. 

Utilities: R. G. Gentry, chairman; G. 
B. Buck, O. L. Mackell, F. F. McCam- 
mon, H. T. Rankin for the power com- 
panies. Charles S. Newell and G. H. 


Stephens represent the telephone com- 


pany. 
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$5,000,000,000 Market 


| NCLE SAM’S purse is to be replenished to the 

extent of $5,000 million for the purpose of 

financing works projects to create employment 
and prime the pump of the durable goods industries. 
Herein lies a great opportunity for the electrical in- 
dustry—for wholesalers, manufacturers and the pow- 
er companies. With judicious cooperation, many of 
the projects can be directed into channels which will 
create business and load, instead of providing com- 
petition. 

Questionnaires have been sent to cities, towns and 
hamlets, to states and counties, requesting data on 
possible badly needed local projects for which finan- 
cial assistance is required. With the questionnaires 
were lists of suggested undertakings which would be 
considered favorably. Here are some of them: street 
and highway lighting systems, lighted playgrounds 
and swimming pools, improvements to water systems 
and new building construction. Many of the sug- 
gested projects require electrical equipment, material 
and supplies and many require power in their opera- 
tion. To them might be added modernization of 
schools, court houses and other public buildings 
where better lighting equipment should be one of the 
first essentials. 

Through assisting in the preparation of plans for 
undertakings of this character, the industry will not 
only be meeting a public responsibility, but at the 
same time will be building business for itself. 





On the Home Front 


OT even those who predicted that 1934’s elec- 

trical front would be in the domestic field 

could have visualized the extent to which this 

was to come true. Only the figures themselves could 

give credence to the idea, and the figures have cer- 

tainly established the idea as a fact. Although some 

companies did report a material regaining of indus- 

trial load, and mining revival did account for con- 

siderable new business, still it was the home sector 
upon which the most brilliant advances were made. 

Most surprising has been the sudden acceptance 

and adoption of lighting by the public. No small 

measure of this has been due to the sudden awaken- 


ing brought about by the dramatization of the seeing 
side of lighting. Another factor has been the avail- 
ability of a “packaged” article, the I. E. S. lamp, 
which had both appearance and scientific sanction in 
its favor, and which could be purchased and used 
easily and without additional fuss or detail. The 
thinking electrical contractor will read in this a sig- 
nificant idea. Wiring, as it is today, is regarded as 
a nuisance rather than a convenience, and perhaps 
some means should -be found to “package” it if a 
real market, hungry for exploitation, is to be loosened 
and made available. 


The electric range received perhaps its greatest 
ally in the National Housing Act loan provision per- 
mitting appliances permanently connected to be fi- 
nanced under its provisions. And with this has come 
a long built-up desire for an all-electric kitchen 
brought nearer to realization. 

If the “abundant life” is to be electric, the West, 
during the past year, has already made several strides 
in its direction, and 1935 gives all promise that 
the march shall go on. 





The Price Is Too High 


RAFFIC studies repeatedly have shown that the 

lack of proper illumination is a dominant factor 

in the growing frequency and severity of night- 
time automobile accidents. In towns and metropoli- 
tan areas raising the levels of street illumination has, 
without fail, acted to decrease the accident rate. Trial 
installations of modern highway lighting also prom- 
ise a further reduction in the staggering death rate 
and huge economic losses caused by night accidents. 
Typical of the results that can be accomplished by 
adequate highway lighting is the accident record on 
the Bayshore Highway out of San Francisco. On a 
three-mile stretch which has b2en lighted, night ac- 
cidents decreased 40 per cent during a period when 
daytime accidents increased 30 per cent. 


Perhaps no phase of Better-Light-Better-Sight acti- 
vities offers more tangible benefits to humanity than 
highway lighting. Improved highways and stream- 
lined cars invite the high speeds that cannot help but 
increase the accident rate unless visibility for the 
driver is improved. 


Aside from the large potential volume of business 
in new equipment and revenues that its universal 
adoption would bring, highway lighting presents the 
electrical industry with a rare opportunity to enhance 
its record of constructive public service. The re- 
sponsibility for practical and economical highway 
lighting and for the organized efforts necessary for 
its adoption lies with the industry. Some 16,000 
lives a year are the price of delay. 
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Unprofitable Customers 


OW energy rates of themselves will not create a 
market for either electricity or appliances. This 
fact was brought out forcibly by Lester S. Ready, 

eminent consulting engineer now engaged on the Fed- 
eral Power Commission’s surveys of the industry, at 
the Northwest Planning Conference in Seattle recent- 


ly. Mr. Ready said: 


“The effect of lowering rates on domestic consump- 
tion cannot be reduced to a formula, because so many 
other factors are important. Care should be exercised 
in reducing the top steps of rates because of the pos- 
sibility of making a number of already unprofitable 
customers even less profitable.” 


These minimum bill customers to whom Mr. Ready 
refers constitute both a problem and an opportunity. 
On some utility systems they number as high as 30 





per cent of the total residential customers. Analysis 
shows they fall in two groups: those whose incomes 
are so small that every economy must be practiced 
even to keeping their electric bill at a minimum, and 
those who can afford to use more electricity but be- 
cause of misconception or lack of knowledge, keep 
their bills low. Both groups are unprofitable and a 
mere reduction in rates will only make them more so. 
They must be encouraged to increase their use so as to 
earn a lower rate. 

One Pacific Coast utility plans to direct special 
effort at this class of customer during 1935. Its ap- 
proach will be strictly on a service basis. The sales- 
man will actually try to help them to realize greater 
benefits in the form of added convenience and econ- 
omy through using more electrical service. The ex- 
perience of this company may develop a practical 
solution to a problem that has existed ever since the 
industry started. 





For a Fast Getaway 


ACK in 1929 the American business bus crashed 

through a red light. It was going so fast and its 

passengers were so absorbed in pyramiding 
paper profits and bigger and better consolidations that 
they could not even see and hence did not heed the 
yellow caution signal that warned that the light on 
the highway to profits could not always stay green. 
No matter what the cause, the joyride was over. After 
re-assembling the pieces, business has been waiting at 
the intersection four long years for conditions to 
clear and the green light to shine once more. A lot 
of passengers became discouraged and said that the 
light was never going to change again. Others 
climbed off and began to tinker with the mechanism 
that controlled the light. Still others tried to clear 
away some of the congestion. 

Today the yellow light is shining again, warning 
traffic that the business highway is about to be opened. 
The statistics, not only those compiled for this issue of 
ELECTRICAL WEST, but also those recorded in various 
business indices, indicate that the tremendous mass 
of the whole business structure is moving forward, 
as yet almost imperceptibly. Many business men 
characterize the movement as the first symptom of 
the irresistible upward surge of the much-maligned 
business cycle. 

Viewing the past performances of business, this 
improvement is timed almost exactly with the up- 
swings following other reverses. The alphabet jug- 
glers in Washington may have rippled the surface of 
the groundswell of the cycle, but to many seasoned 
economists the fundamental shape of the business 
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curve has not been seriously affected. Either because 
of or in spite of Federal recovery activity, pessimism 
seems to have run its course. 

In 1935, then, heed the yellow light. Analyse what 
it may mean, not in the perspective of the past four 
years of depression, but with the sound common sense 
that tells us that people are going to eat, be clothed, 
entertained, housed and transported in the future just 
as they have in the past; that obsolescence and tech- 
nological advancement will soon catch up with all our 
existing plants; that the natural optimism of the 
American people is bound to reassert itself in a for- 
ward drive for better living. 

In refusing to concede the defeat of American busi- 
ness methods and American standards of living, the 
people of this country are proving that the United 
States is the greatest marketplace on earth. When the 
public decided last fall that further self-denial was 
fruitless and that it was going to enjoy life again in 
spite of the depression, the result was one of the great- 
est Christmas buying seasons in business history. 
And the public has not stopped buying yet. It is 
rapidly becoming a seller’s market for those who have 
what the public wants. 

Think what all this means to the electrical industry 
with literally thousands of bargains in conveniences 
and comforts for the home. Think what it means in 
terms of electrical markets for old homes that must he 
modernized and new homes that must be built in the 
next few years. Think what it means in new electrical 
equipment for the progressive industrial plants that 
also will get in step with the times. 
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Northwest Business 
Conclave Program Told 


Vancouver, B. C., Feb. 21 and 22, 
1935, are the place and date of the an- 
nual spring conference of the Business 
Development Section, Northwest Elec- 
tric Light & Power Assn. Headquar- 
ters will be at the Vancouver Hotel and 
sessions will be held in the auditorium 
of the B. C. Electric Railway Co. of that 
city. The meeting will be under the 
direction of Tom D. Fulford, sales man- 
ager, Puget Sound Power & Light Co., 
Seattle, chairman of the Section, while 
local arrangements are in the hands of 
W. C. Mainwaring of the British Co- 
lumbia Electric Railway Co., Van- 
couver. 

The program this year, as usual, will 
divide into the principal fields of com- 
mercial activity—domestic, commercial 
and industrial, and rural. The theme 
of the program will be the exposition 
of successful load building practices. 
In some cases reports will be by com- 
mittees, and in others, individual com- 
panies that have made an outstanding 
success in the promotion of load in a 
particular field will be asked to report 
fully how this success was attained. 
Motion pictures and skits will form an 
important feature of the program. 

Outside speakers tentatively arranged 
for at the time of writing are Dr. G. W. 
Allison, Edison Electric Institute, New 
York; Davis DeBard, sales engineer, 
Engineers Public Service Co., New 
York; William Christy, Hotpoint Co., 
Atlanta; and possibly an optometrist 
to discuss the relation of modern op- 
tometry to the “Better Light-Better 
Sight” movement. Among outside sub- 
jects to receive attention will be the 
latest information on the progress of 
the E. F. H. A. in promoting the use 
of electrical appliances in the Tennes- 
see Valley. 

In the Residential Sales Bureau un- 
der Glenn L. Jackson, The California 
Oregon Power Co., Medford, chairman, 
beside the showing of promotional 
films and skits, there will be individual 
company reports on successful cam- 
paign methods on various appliances. 
One of the most elaborate and effective 
dealer organization plans in the terri- 
tory, i. e. that set up throughout the 
territory served by the Idaho Power 
Co., will also be explained. 

The Commercial and _ Industrial 
Sales Bureau with Carl L. Hoffman, 
The Washington Water Power Co., 
Spokane, as chairman, will present re- 
ports of four committees. The report 
of the Industrial Power Committee will 
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include a factual study covering com- 
petition with small Deisel engines. 

C. J. Hurd, Mountain States Power 
Co., Albany, chairman of the Rural 
Sales Bureau, will present his program 
in two parts: (1) A sound film en- 
titled “Jim Stays on the Farm” written, 
acted and edited largely by men in his 
own company, illustrating some 20 ap- 
plications of farm uses of electricity; 
(2) An analytical study entitled “Does 
Rural Electrification Pay?” by J. C. 
Scott, Puget Sound Power & Light Co., 
bringing out the economic value of 
rural electrification to the general ter- 
ritory in which it is promoted. 


Pasadena Utility to Spend 
$375,000 During 1935 


Construction of a new 12,000-kw. 
capacity substation and extensive instal- 
lation of underground conduits is plan- 
ned by the Pasadena, Municipal Light 
‘and Power Department as principal 
units in its 1935 program of extensions 
and betterments, according to C. W. 
Koiner, Pasadena city manager. The 
new substation, to be known as the 
Maryland station, will be erected on 
Los Robles Ave. near Colorado St. 

The total cost of the substation, de- 
signed to take care of the present over- 
load on the downtown system, is esti- 
mated at $375,000. The department has 
set aside $120,000 of department funds 
for underground conduits during the 
year. The first of these will be installed 
on Washington St., one of the principal 
east and west thoroughfares. This 
work, according to Mr. Koiner and Ben- 
jamin Delanty, general manager of the 
department, is expected to provide con- 
siderable employment for Pasadena 
workers during the year. 


© Work oF REBUILDING the second Sal- 
mon Creek power plant in Juneau, 
Alaska, involving the expenditure of 
approximately $100,000, is now under- 
way according to L. H. Metzgar, gen- 
eral manager of the Alaska Juneau 
Gold Mining Co. A fireproof building 
will house the new plant. Two miles of 
flume are included in the improvement. 


® THe Sounp Construction & En- 
GINEERING Co., Northern Life Tower, 
Seattle, submitted the low bid of $286,- 
240 to the Seattle board of public 
works for construction of the “City 
Light” Building on Third avenue and 
Madison street. Fifteen bids were 


handed in. 


Plan Spring Conclave 
at Fresno for P.C.E.A. 


Plans for a joint spring conclave of 
the Operating Economics and Business 
Development Sections of the Pacific 
Coast Electrical Assn., to be held in 
Fresno some time in April, have been 
announced by A. H. Markwart, presi- 
dent of the Association. The conclaves 
are being held for the presentation of 
the winning problem papers in the con- 
test now being sponsored by the Asso- 
ciation. 

Interest in the preparation of papers 
offering solutions to the eight prob- 
lems presented in the December issue 
of Etectricat West will be stimulated 
by the announcement that winners are 
to present their solutions at the Fresno 
meeting. Plans are being laid for intra- 
company contests in many cases. 

Pacific Gas and Electric Co. has de- 
veloped a plan whereby its system is 
divided into three divisions with a sep- 
arate contest to be conducted on each 
one of the eight problems in each di- 
vision. The employee preparing the 


‘best solution to each of the eight prob- 


lems in the three divisions will win as 
a prize a trip to the Fresno meeting. A 
somewhat similar program will be con- 
ducted by the Southern California Edi- 
son Co. Various means are being em- 
ployed by other companies to stimulate 
interest in the submission of solutions 
to the problem papers. 

Those in charge of the contest for the 
Association have asked that emphasis 
be placed on the fact that an employee 
must be a member of the P.C.E.A. in 
order to compete for the $680 in prizes 
set up for the eight problems. 


® Awarp oF ConTRACTs totaling $371,- 
330 for oil circuit breakers for the Los 
Angeles Bureau of Power and Light 
Boulder Dam transmission system has 
been made by the Municipal Board of 
Water and Power Commissioners. Gen- 
eral Electric Co. was given the contract 
to furnish four special 138,000-volt oil 
circuit breakers at the price of $120,450. 
The Kelman Electric & Manufacturing 
Co. was awarded the contract to furnish 
sixteen oil circuit breakers at a figure 
of $250,880. The equipment will be 


used at the Bureau’s receiving stations. 
* 


® Hawaan Extectric Co., Ltp., Hon- 
olulu, is preparing plans for placing a 
portion of its Honolulu distribution sys- 
tem underground. It is estimated that 
the work will require the expenditure 
of approximately $300,000. 
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Rate Reductions Ordered 
For Washington Utilities 


Reduction in the rates of three power 
utilities serving Raymond and South 
Bend in Pacific County, Westland and 
Graylands in Grays Harbor County and 
Forks, in Clallam county, Washington, 
were ordered on January 4 by the 
Washington State Department of Pub- 
lic Works. The orders affected three 
utilities: the Willapa Electric Co., serv- 
ing the South Bend—Raymond district; 
Twin Harbors Electric Co., Westport—- 
Graylands District, and the Olympic 
Public Service Co., Forks and vicinity. 

Rate reductions averaging 12.63 per 
cent were approved for the Willapa 
company in a supplemental order is- 
sued by the department. The new rate 
schedule was made retroactive to Jan- 
uary 1. The savings to customers will 
amount to $10,700 a year. The rate 
schedule order in the Willapa com- 
pany’s case supplements an original 
order which directed the company to 
revise and lower its rate schedules in 
cooperation with the department’s en- 
gineers. The same procedure was fol- 
lowed by the department in the other 
two cases. The two companies were 
given 15 days to file new schedules for 
consideration by the department. The 
department also ordered the Olympic 
company to eliminate a service charge 
of 75 cents per meter per month for 
residential and commercial customers. 


Legislature Approves 
Los Angeles Amendments 


Unanimous ratification by both the 
California senate and assembly of the 
ten city charter amendments, proposed 
by the Los Angeles Department of 
Water and Power and adopted by a 
heavy vote at the September 27 election, 
will enable the city to proceed with its 
plans to acquire the electric system of 
the Los Angeles Gas and Electric Corp. 
according to members of the board. 

Three of the ten amendments, 16-A, 
17-A and 18-A, adopted by the voters 
and ratified by the legislature, enable 
the Water and Power Commissioners to 
proceed on a more satisfactory basis 
with negotiations for acquiring the com- 
pany’s electric system. One of the 
amendments authorizes the department 
to borrow money from the Federal gov- 
ernment, or-any of its agencies, for this 
purpose, the principal and interest on 
such loans to be paid from the revenues 
of the Bureau of Power and Light. 

The other two amendments permit the 
purchase of the system, subject to out- 
standing bonds of the utility, and pro- 
vide for retaining employees of the 
company when the electric system is ac- 
quired by the city. 
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® OFrFiciALs of the Washington Water 
Power Co. at Spokane announce the 
completion of plans by Architects 
Whitehouse & Price, Spokane, for a 
two-story reinforced concrete and steel 
addition to the company’s office build- 
ing on Lincoln St. The structure, which 
will be used for office, display and 
warehousing purposes, will be 72 x 125 
ft., and will cost $175,000. The first 
floor, as planned, will house depart- 
ments for warehousing and sale of elec- 
trical appliances and for departments 
which meet the public and the second 
floor will be set aside for a large audi- 
torium. Date for starting work has not 
been announced. 
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SQUARE D 
Outdoor Safety 


enclosures are not required. 


ized steel coated with aluminum paint. 


At right is illustrated the Square D 
outdoor safety switch in closed 
Features: 
hinged cover; wide overlapping 
flanges on cover; drip hole in bot- 
tom, preventing accumulation of 
water - tight 
around operating handle; all metal 
parts of switch cadmium plated; 


cover for ease of 


© STEEL Is now being erected for the 
new plant of the Premier mine at 
Stewart, B. C., which will replace the 


one recently destroyed by fire. Three 
630-hp., six-cylinder, Fairbanks Diesel 
engines, together with usual auxiliaries, 
will be supplied by Canadian Fair- 
banks-Morse Co., Ltd., Vancouver, while 
the Dominion Bridge Co.. Ltd., will 
supply the steel. 
* 

© EXTENsIONs to the street lighting sys- 
tem of Palo Alto, Calif., costing approx- 
imately $25,000 are contemplated by the 
city council. The installation would 


include bracket lights on some streets 
and standards on others. 





Switches 


REQUIRE 
NO Protective Enclosure 


Square D outdoor switches are for every outdoor lighting 
Water-tight top and overlapping joints effectively 
seal the switch against moisture, so that unsightly protective 


All knock-outs are located 


Switch box is fabricated of heavy galvan- 


The outdoor safety 


switch is another Square D achievement pioneered in the 


Water-tight 
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Bristol’s West Coast Service 
Laboratory and Assembly Plant 





Service Laboratory 
and 


Assembly Plant 


to serve your instrument 
needs promptly 


Whenever you need spare 
parts for your Bristol’s Re- 
corders or additional supplies 
of charts or ink, get in touch 
with our San Francisco or Los 
Angeles Branch Office. Per- 
haps you may even wish to 
remodel an old recorder in 
order to use it under today’s 
changed working conditions. 
If you do, you will find our fa- 
cilities complete to serve your 
instrument needs promptly. 
In returning recorders for 
reconditioning or moderniz- 
ing, pack carefully and ship 
direct to The Bristol Co., 311 
Minna St., San Francisco. Also 
send shipping notice and or- 
der authorizing work to near- 


est branch office. 


THE BRISTOLCOMPANY 


an a: Rialto Bldg., San Francisco 
7 Warchouse St., Los Angeles 
Branch lth 311 Minna St., San Francisco 


TRADE MARK 


BRISTOL'S 


S. PAT. OFF 
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City Appeals NRA 
Loan Judgment 


An appeal has been forwarded to the 
Federal district court of appeals at San 
Francisco by W. B. McFarland, Couer 
d’Alene, Idaho, city attorney and his 
associates, in the suit of the Washing- 
ton Water Power Co. against the city of 
Couer d’Alene, in which an order was 
issued by Federal Judge C. C. Cavanah 
recently restraining the city from pro- 
ceeding to secure funds from the PWA 
to construct municipal electric and 
water systems. 

It is believed that the hearing of the 
appeal will be expedited at San Fran- 
cisco and from there it is expected that 
the case will go to the United States 
Supreme Court. 

The power company contends that the 
proposed loan would be unconstitution- 
al and Federal Judge Cavanah ruled 
that it was not within the scope of the 
National Industrial Recovery Act. 


Governor Merriam Asks 
for State Power Survey 


Calling for complete candor on a 
matter which has become “an issue fre- 
quently misunderstood and misrepre- 
sented, in politics and political cam- 
paigns,” Governor Frank F. Merriam, 
of California, in his message to the 
Legislature recommended the appoint- 
ment of a commission to investigate 
the state’s water and power program, 
to be authorized to investigate the 
feasibility and desirability, from a 
standpoint of public interest, of the 
acquisition by the state of electric power 
generating and distributing facilities 
now under both private and public 
ownership. 

He pointed out that there are two 
electric power groups, one owned by 
thousands of investors opérated : under 
private management, and the other 
owned by the people: and managed by 
public authority, developing and utiliz- 
ing the same resources. No wide differ- 
ence exists in the general rates charged 
by these competitive groups. The pri- 
vately owned utilities, he pointed out, 
were subject to regulation by the gov- 
ernment and required to pay. various 
kinds of taxes, whereas the publicly 
owned utilities have‘ not done so. 

“This problem should not be ap- 
proached from the standpoint of the 
partisans either of public or private 
ownership, but solely from that of the 
economic well being of the state as a 
whole,” he said. Entrance of the Fed- 
eral Government into gigantic power 
development projects, he said, has added 
to the uncertain status of the privately 
owned utilities. The commission, he 
suggested, should have not less than 


nine or exceed fifteen persons and 
should “discuss the possible purchase 
and obtain independent estimates of the 
sale value of both privately and pub- 
licly owned operating systems.” 

“It must be kept in mind that there 
are more than 250,000 men and women 
in California whose savings are in- 
vested in the privately owned electrical 
industry, and that this very large group 
of our population is entitled to fair 
treatment in any negotiations looking 
to the acquisition, by purchase, of the 
properties whose securities are held by 
the investing public.” 

He went on to say that whether pri- 
vately or publicly owned it was to the 
public interest to interconnect the entire 
systems in order to bring to the public 
the benefit of the best diversity of load 
now serving agriculture, industry and 
residential areas. 

For jobless relief, Governor Merriam 
also advocated a 3 per cent consumers’ 
tax on electricity, gas, telephone, tele- 
graph and other utility services, both 
public and private, to yield an estimated 
annual revenue of $16,000,000. 

s 


Rate Expert Claims 
Goodwill of No Value 


Rate expert Guy Kenny for the city 
of Fresno placed a valuation of $1,- 
388,411 on the city’s distribution sys- 
tem of the San Joaquin Light and 
Power Corp. at a continuation of the 
valuations hearings being conducted 
before the California Railroad Com- 
mission. An alternate valuation of $1,- 
622,398 based on a 51% per cent sink- 
ing fund basis of depreciation also was 
submitted. 

These figures compare with valua- 
tions ranging between $1,400,000 and 
$1,800,000 submitted by engineers of 
the Railroad Commission. No figures 
have been submitted as yet by the com- 
pany. 

The city’s rate expert allowed a go- 
ing concern value of $173,500, physi- 
cal severance damages of $64,000 and 
a telephone severance damage of $16,- 
500. In response to a question regard- 
ing allowance for going concern value, 
the rate expert stated: 

“A public utility as a rule does not 
have much good will. It would be very 
difficult to establish a good will value, 
because by the nature of the business 
itself, a spirit of antagonism is built 
up rather than good will. Public utili- 
ties have a monopoly and the people 
are forced to patronize them whether 
they like it or not. This situation does 
not call for much good will and I be- 
lieve there is no such value in these 
cases.” 

The hearing will be continued on 
Feb. 26. 
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Utility’s Suit Contends 
NRA Loans Unconstitutional 


Public Service Co. of Colorado, in 
its fight against municipal ownership at 
Fort Collins, Colo., has filed a suit in 
equity with the Federal district court 
at Denver, asking for an interlocutory 
injunction to restrain the city of Fort 
Collins from building a publicly-owned 
power plant with funds derived from 
Public Works Administration funds. 

This petition reopens a case which 
dates back to August 10, 1933, when 
application for a grant and loan for 
acquiring or constructing a municipal 
plant was made. PWA entered into 
agreement to purchase $663,000 muni- 
cipal bonds for this purpose, under 
stipulated conditions. Since that time, 
the city of Fort Collins has been at- 
tempting to qualify for the government 
loan by seeking to acquire Public Ser- 
vice company’s Fort Collins distribut- 
tion system—an effort thus far unsuc- 
cessful since appraisals by city engin- 
eers and Company experts have been 
far apart. 

Suit by Public Service company con- 
stitutes another challenge to legality of 
the National Recovery Act. The com- 
plaint set forth that Public Service com- 
pany provides electric service for 123, 
000 customers in Colorado; has $26,- 
579,000 in outstanding first mortgage 
bonds; that Fort Collins has a popula- 
tion of 12,000 and 3,500 electrical 
users; further, that building of a city- 
owned plant with federal aid would 
cause numerous other cities to ask gov- 
ernment loans for similar purposes and 
impair the company’s operations. 

The petition asks the court to pre- 
vent Fort Collins ‘from selling munici- 
pal power plant bonds or taking any 
further steps toward acquisition of an 
electrical system before the city council 
adopts a definite “plan of acquisition.” 

In attacking the issue, the complaint 
charges that Fort Collins’ plan “is un- 
lawful and invalid because NRA does 
not authorize the PWA to loan money 
for municipal plants” and contends 
that the projected loan is “contrary to 
the policies of NRA.” 

e 


© AssemBLy Has BEEN Startep of the 
first of four electric whirleys to be used 
in cofferdam construction for the Grand 
Coulee project in central Washington 
by the Mason-Walsh-Atkinson-Kier Co. 
The whirleys will operate on the coffer- 
dam trestle on the downstream side of 
the cofferdam. Driving of piling is 
being rushed as the contractors are en- 
deavoring to get the cofferdam in place 
before the spring run-off of the Colum- 
bia river starts. Construction of the 30 
engineers houses at the site is expected 
to be completed in the next few weeks. 
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WHERE TO BUY ...IN THE WEST 


KEARNEY 
FITALL) CARP 


FUSE LINK Insulators 


Lapp Line Post Insulators eliminate 
radio interference due to both dirt 
and electro-static conditions. 
Write for Bulletin No. 112 de- 
scribing and cataloguing these 
insulators. 

LAPP INSULATOR CO.., Inc. 

Le Roy, N.Y. 





Underground 


No. 1 for 12-in. Buttonhead 
No. 2 for Flat Terminal 


No. 3 for 34-in. Buttonhead sear 
. [Transmission 
Triple terminal—spring feature on ' : 
low amperages—all metal corrosion a ae ao ~~ Without 
resistant—accurate performance— erings. Sealtite repre- Conduit 
one link for all 15,000 volt expulsion sents a distinct ad- 
a - vance in parkway cable 
or tension type cartridges. construction. It is more 


5 pliable than any other 
Bulletin 312 Gives Complete Information underground cable... 
and costs are consid- 
erably lower. 





"CRUCIBLE.,, 
(opperbond 


Write for booklet 
offering suggested 
uses and explain- 


ing long life. 


SEALTITE 


Parkway and Airport 
Cable with Maximum 
Flexibility by 


PROVIDENCE 


Made by the “Controlled Molten Welding Process” 










McLAUGHLIN 





For Telephone 
NON RUSTING—Guy Strand, Messenger Strand, and 
Overhead Ground Wire, Line Wire, Telephone Wire, 
Composite Conductors, Ground Rods, ete., made by 
World’s Largest Manufacturers of High Grade Steels 


Telegraph Lines. 
CRUCIBLE STEEL CO. OF AMERICA 


IBLE, STEEL 60. OF AME GLAss INSULATORS 
MAYDWELL& HARTZELL 


: FACTORY DISTRIBUTORS 
LOS ANGELES SAN FRANCISCO 
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PITTSBURGH, CHICAGO 


A THRU-BOLT 


ANSWER! — 


When it is HUBBARD 
No. 9812 
The REASONS: 


THREADING—Finger Nut fit. 
Scientifically threaded to meet 
the requirements of general Line 
Construction practice. 


STRONG—Rolled threads—not 
cut. Rolling toughens the surface 
metal and increases strength. 


TESTED—Exceeds by a wide 


margin the N.E.L.A.requirements 
for tensile strength. 


LASTING—The HUBBARD 
process insures clean galvanizing 
with more than sufficient zinc 
coating on threaded portions. 


QUALITY—Ductility is assured 
by the use of NEW Open Hearth 
Steel. There is no brittleness such 
as is found in products made from 
rerolled rails or other second-hand 
rolling. 


Seattle Voters May Pass 
On Utility Purchase 


Seattle voters may be called upon 
soon to register their views as to the 
proposed purchase by Seattle City Light 
of the properties of the Puget Sound 
Power & Light Co. Superintendent J. 
D. Ross of City Light has stated that 
he is seriously considering asking the 
city council to provide for an advisory 
ballot at the municipal election March 
12, 1935. 

“I am not fully decided as yet and 
will not act until I have conferred with 
members of the Council,” Mr. Ross 
said. “It may be better to defer the 
advisory ballot until later in the year, 
so that the people will have more op- 
portunity to become fully familiar with 
the proposal. We have covered the 
field outside Seattle in which the Puget 
Sound Power & Light Co. operates and 
find the reaction generally favorable 
to the consolidation plan, but the initial 
steps must be taken here in Seattle.” 

® 


Sacramento District 
Seeks to Validate Bonds 


Suit has been instituted by the Sacra- 
mento Municipal Utility District to 
validate the $12,000,000 bond issue 
voted for the construction of an elec- 
trical generating and distribution sys- 
tem. The court is asked to declare the 
bonds valid and to issue a judgment to 
that effect. 

Directors of the district have voted 
to make an amended application to the 
public works administration for a loan 
to construct the proposed system. An 
application for funds to build the Sil- 
ver Creek water and power project was 
approved by PWA early in 1934 but 
the district never utilized this loan. 

& 


Westinghouse Meetings 
Introduce New Line 


Dramatic sales presentations of the 
new “streamlined” line of Westinghouse 
electric refrigerators are being staged 
by a group of executives from the mer- 
chandising division of Westinghouse 
Electric & Manufacturing Co., Mans- 
field, in thirteen cities in the West dur- 
ing late January and early February. 
J. G. Baird, sales promotion manager, 
is in charge of the troupe which in- 
cludes V. E. Vining, domestic refriger- 
ator section; E. H. Culver, commercial 
refrigerator sales; and C. E. Newcomb, 
advertising department, all from Mans- 
field. 

In their western presentations the 
group from Mansfield will be accom- 
panied and assisted by C. A. Meier, 
merchandising division manager; A. B. 


OAKLAND,cauIFORNIA Murphy, sales promotion manager; J. 


G. Miles, Jr., refrigeration supervisor, 
all of San Francisco; C. H. Kaufman, 
merchandising supervisor, Los Angeles; 
C. W. Kaylor, merchandising super- 
visor, Salt Lake City; and J. A. Clark, 


merchandising supervisor, Seattle. 


Meetings held for distributors and 
their dealers were scheduled for Phoe- 
nix, San Diego, Los Angeles, San Fran- 
cisco, Sacramento, Stockton, Reno, Salt 
Lake City, Boise, Portland, Seattle, 
Spokane and Butte. 


Northwest Accountants 
Will Convene in June 


Meeting in Portland, Ore., in Janu- 
ary, the executive committee of the Ac- 
counting and Business Practice Section, 
Northwest Electric Light & Power 
Assn., set June 17 and 18 at Portland 
as the date and place of the annual 
section meeting. 


Among subjects tentatively set for 
discussion were credits and collections, 
customer contact, taxes, budgetary con- 
trol, general statement procedure, in- 
ternal auditing, classification of ac- 
counts, activities of utility security 
owners associations, and the securities 
and stock exchange act. 


® Los ANcELEs Bureau of Power and 
Light has announced a schedule of im- 
provement work, to be carried on at a 
cost of $230,735, which started during 
January. E. F. Scattergood, chief en- 
gineer and general manager of the de- 
partment, announced that the program 
would include: $119,900 for additions 
to various distributing stations of the 
city system; $85,000 for improvement 
and extension of the low-voltage over- 
head and underground system; $13,200 
for additions to the 33,000-volt over- 
head and underground system; and $1,- 
200 for special research in connection 
with the Boulder Canyon power plant. 


® THE VaALuaTion THEORY followed by 
the Washington State Department of 
Public Works in its state-wide investi- 
gation of the rates and valuations of 
private power, water and gas utilities 
has been upheld by the state supreme 
court. The validity of the department’s 
theory was challenged by the Winlock 
Water Co., Inc. In a suit to overturn 
a valuation fixed for its properties by 
the department. The Thurston County 
superior court upheld the department, 
the supreme court affirming the judg- 
ment. The supreme court’s ruling 
marked the first time it has passed upon 
the valuation method used by the de- 
partment in its general investigations. 
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Maydwell & Hartzell 
Make Organization Changes 


Organization changes involving the 
creation of separate San Francisco and 
Los Angeles sales departments, as well 
as a general department, have been an- 
nounced by Maydwell & Hartzell, Inc., 
Pacific Coast factory distributors for 
electrical construction hardware, equip- 
ment, materials and supplies. 

Under the new arrangement R. G. 
Harris becomes San Francisco district 
manager in charge of all sales activities 
of the northern California organization. 





R. G. HARRIS 


Mr. Harris was Pacific Coast manager 
for Standard Underground Cable Co. 
from 1920 to 1929 and later was con- 
nected with its successor, the General 
Cable Corp., both on the Pacific Coast 
and in Colorado. Two years ago he 
joined the Maydwell & Hartzell organi- 
zation. He is an engineering graduate 
of Cornell University and prior to com- 
ing to the Pacific Coast was fn charge 
of Standard Underground Cable Co.’s 
Canadian operations at Montreal, Can. 
E. S. Condon is the Los Angeles dis- 
trict manager for the company. The 
general department under the new or- 
ganization plan will consist of C. A. 
Maydwell, president; H. F. Hartzell, 
vice-president and general manager; 
Eugene Braun, assistant general man- 
ager; H. S. DeLancie, general engineer 
and R. W. Hall, secretary-treasurer. 
e 


® ScHWEITZER & Conrap, INc., has an- 
nounced the appointment of L. A. Nott 
& Co., 1061 Howard St., San Francisco 
as sales correspondent in the northern 
California territory. Mr. Nott, who has 
been in the electrical business in the 
Pacific Coast territory for many years 
will continue to handle, with the 
Schweitzer & Conrad line of protective 
equipment, the products of the Sangamo 
Electric Co. He was formerly with the 
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old Standard Underground Cable Co. 


© CHaRLeEs Crort, district manager of 

Railway & Industrial Engineering Co., 

recently announced the moving of his 

office from 2450 Hunter St., Los An- 

geles, to 357 South Hill St., Room 701. 
& 


© Witutiam P. Swartz, Pacific Coast 
sales manager for the Standard Electric 
Stove Co., has been appointed Pacific 
Coast sales manager for the Elgin metal 
kitchen cabinets, manufactured by the 
Elgin Stove & Oven Co., Elgin, IIl., and 
for the Conover dishwashers, manufac- 
tured by the Conover Co., Chicago. Mr. 





Swartz will cover the seven Pacific 
Coast states for all three of these or- 
ganizations. 

a 
® GrayBarR Exectric Co., Inc., has be- 
come the franchised distributor of 
Leonard refrigerators in the Los An- 
geles and San Francisco districts, ac- 
cording to an announcement by Sales 
Manager G. Strelinger, of Leonard Re- 
frigerator Co. 

* 
® Century Evectric Co., formerly at 
822 Standard Oil Building, Los An- 
geles, recently moved to 1855 Industrial 
St., Room 310, Los Angeles. 


STEP UP wattace and PROFITS 


with this SMOOT-HOLMAN Unit Light 





In color at 
no extra charge 


Quality meets 
most severe 
standards 


This ‘SIGHT- 
CRAFT?’ industri- 
al unit gives ALL 
that any unit can 
give in durability, 


efficiency, appearance and cost—plus—quick 
delivery and engineering service 
WESTERN plant. Worth investigation! 


This SIGHT-CRAFT 
unit is going places! 


Yes, indeed! This ‘APOLLO’ 
Luminaire is ‘crashing through’ be- 
eause of its incomparable appearance 
and efficiency. Has white interiors and 


ivory exteriors. Reflectors and hoods 
are of finest enameling iron cu which 
is fired 3 coats of Vitro-Lux at 1600° F. 
An outstanding value in “seeing effi- 
ciency.” 


Lg SMODT HOLMAN COMPANY) cP 


INGLEWODD CALIFORNIA) 





INGLEWOOD, CALIFORNIA 





from its 


for KITCHENS and 


BATHROOMS 


Screws into existing lamp sockets 
therefore lends itself to quick dem- 
onstration at the point of sale. 
Metal Holder . . . of superior porce- 
lain 
Globe . .. white or decorated green, 
orchid or black. A leader for vol- 
ume sales. 


enamel—white or _ colors. 








Made 
in the 
WEST 


QUICK 


Delivery 


FINEST 


Quality 


COMPANY 


612 Howard St.. SAN FRANCISCO 


SEATTLE—J. Edwin Roberts, 532 First Ave. So. 
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Death Calls Graybar 
Merchandise Manager 


Harry C. Goldrick, merchandising 
manager of the Los Angeles office of 
the Graybar Electric Co., died Jan. 9. 
He was 56 years of age. His death fol- 
lowed an extended period of illness, 
during the last five weeks of which he 
had been confined to the hospital. 

Mr. Goldrick was born in East 
Brady, Pa., May 1, 1877. He attended 
Purdue University and also studied 
civil engineering prior to entering the 
electrical field. From 1905 to 1915 he 
was connected with the Kellogg Switch- 
board and Supply Co. and held the 
position of sales manager at the time 
he decided to cast his lot with the West- 
ern Electric Co. in its sales department 
at San Francisco. Later in the same 
year he moved east to the general tele- 
phone sales department at Hawthorne, 
Til. 

In 1916 he was sent to Chicago, in 
1917 he moved back to the general de- 
partment in New York and in 1918 he 
was transferred to Syracuse. He man- 
aged the office there until 1922 when 
he moved to Los Angeles. In 1923 he 
was appointed merchandising manager, 
a position he held until his death. He 
was an active figure in electrical affairs 
in southern California, having served 
in various committee capacities in the 
Pacific Coast Electrical Bureau and in 
the Los Angeles Electric Club. 

& 


G. E. Supply Shifts 
Managerial Posts 


Promotions and re-assignments of 
duties in the San Francisco, Oakland 
and Los Angeles districts of the Gen- 
eral Electric Supply Corp. were an- 
nounced by Vice-President Dave E. 
Harris beginning Jan. 1. 

Fred J. Airey was transferred from 
the Los Angeles district where he has 
been district manager since 1917 to be- 
come assistant to Vice-President Harris 
in San Francisco. Mr. Airey, born in 
New York, educated in Buffalo, was 
first associated with American Electric 
Supply Co. at Buffalo which was later 
consolidated with F. P. Little Electric 
Co. In 1911 he entered the employ of 
Pacific States Electric Co. and became 
district manager in 1917. 

Fred C. Todt, district manager in San 
Francisco, was transferred to Los An- 
geles to become district manager there. 
Mr. Todt was born and educated in San 
Francisco and his first electrical ex- 
perience was as a railroad telegrapher 
for Southern Pacific Co. In 1906 he be- 


came associated with Western Electric 
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Co., San Francisco, as warehouse clerk 
and later on the road in a sales capac- 
ity. In 1911 he became a salesman in 
Portland for the Pacific States Electric 
Co. and was later transferred to the Los 
Angeles office for a short period and 
then made district manager of Pacific 
States Electric Co. in San Francisco in 
1922. 

Eugene W. Garcia, who has been 
assistant to D. E. Harris, was trans- 
ferred to Oakland as manager of the 
Supply Corp. there. Mr. Garcia, who 
has been with the General Electric Co. 
and Supply Corp. for 25 years, was 
born in San Leandro, educated in pub- 
lic schools of Alameda County and Uni- 
versity of California. He joined the 
staff of General Electric Co., San Fran- 
cisco, 1910 and became associated with 
Pacific States Electric Co. in 1920, head- 
ing up the lamp department. In 1929 
he became assistant to Mr. Harris. 

Charles W. Goodwin, Jr. was pro- 
moted to district manager in place of 
Mr. Todt. Mr. Goodwin was born and 
educated in San Francisco and joined 
the Pacific States Electric Co. in March, 
1910. He was later made district credit 
manager in 1916, which position he 
maintained until 1930. In 1930 he was 
made district sales manager of the Gen- 
eral Electric Supply Corp., from which 
position he was promoted to that of dis- 
trict manager Jan. 1. 

& 
® Frank R. Deviin, San Francisco at- 
torney, has been re-appointed by Gov- 
ernor Frank F. Merriam for the full 
six-year term as a member of the Cali- 
fornia Railroad Commission. Mr. Dev- 
lin, who served on the Commission dur- 
ing Hiram Johnson’s gubernatorial 
regime, was re-appointed to that body 
by Governor Merriam in October of 
last year to succeed Clyde L. Seavey. 
Leon O. Whitsell has been re-elected 
president of the Commission for the year 
1935. He has been a member of that 


body since 1925. 


® Tosey Yost, for more than 17 years 
Pacific Coast manager of the Trumbull 
Electric Manufacturing Co., has estab- 
lished a manufacturers’ agency known 
as the Henry F. Yost Co., 1264 Folsom 
St., San Francisco. The company will 
represent and warehouse a number of 
nationally known electrical lines in the 
northern California territory. One of 
the lines represented is the floodlight- 
ing equipment of the S & M Lamp Co., 
Inc., of Los Angeles. 

@ 


® CrarK H. Minor, president of the 
International General Electric Co., New 
York, spent some time on the Pacific 
Coast last month prior to returning to 
his headquarters from a trip to the 
Orient. 





® Norman G. REINICKER; general man- 
ager of the Pennsylvania Power & Light 
Co., Allentown, Pa., spent several weeks 
on the Pacific Coast recently. He re- 
turned to the East by way of the 
Panama Canal. 


REPLACEMENT RANGE UNITS 
Bring Old Ranges Up-to-Date 


and give range owners a new conception 
of the convenience and speed of electric 
cooking. Many power, companies offer free 
trial of these units—and sell the set easily, 
building up the power load and, in many 
eases, preventing switching to other meth- 
ods of cooking. 

We have an easy resultful sales cam- 
paign. Ask your nearest representative. 
Write today. 


EDWIN L. WIEGAND CO. 
PITTSBURGH, PA. 


MONTGOMERY BROTHERS 
911 Western Ave., Seattle, Wash. 
524 S. W. Pine St., Portland, Ore. 
61 Fremont St., San Francisco, Calif. 
912 E. 8rd St., Los Angeles, Calif. 


THE PETERSON COMPANY 
1921 Blake St., Denver, Colo. 


PROFESSIONAL 
SERVICES 


BYLLESBY 


ENGINEERING & MANAGEMENT 
CORPORATION 


Wholly-owned Subsidiary of 
Standard Gas and Electric Company 


231°South LaSalle Street, Chicago 
New York Pittsburgh San Francisco 


ELECTRICAL TESTING 
LABORATORIES 


capa at Manufactory 
80th St. and East End Ave., New York 


ARTHUR R. KELLEY 
CONSULTING ENGINEER 


Reports and Valuations, Public Utility 
Industrial Properties 


Edison Bldg. Los Angeles 





THE J. G. WHITE 
ENGINEERING CORPORATION 
Engineers—Contractors 


Oil Refineries and Pipe Lines, Steam and 

Water Power Plants, Transmission 

Apartments, Office and justrial 
Buildings, Railroads. 







43 Exchange Place New York 
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Portland Electric Club 
Installs New Officers 


Induction of officers who had been 
elected December 20 took place at the 
luncheon of the Portland Electric Club 
on January 10. The chief speaker at 
that meeting was Franklin T. Griffith, 
honorary member of the club. Mr. 
Griffith had just returned from the East 
where he had gathered many impres- 
sions as to the state of the nation. 

The new officers are as follows: Pres- 
ident, Y. C. Bressie, Bressie Electric 
Co., electrical contractor and dealer; 
first vice-president, Walter E. Potter, 





Y. C. BRESSIE 


incandescent lamp department of the 
General Electric Co.; second vice-pres- 
ident, W. A. Kenney, Ramsey Sign Co.; 
secretary, F. Earl Davis, Westinghouse 
Electric Supply Co.; treasurer, J. W. 
Wisdom, Jr., Northwestern Electric Co.; 
sergeant-at-arms, George Kelly, Portland 
General Electric Co.; Executive com- 
mittee members at large, Orr Crites, 
Portland General Electric Co., Fred 
Zaugg, North Coast Electric Co., E. F. 
Pearson, Northwestern Electric Co., re 
tiring president, remains on the execu- 
tive committee. Berkeley Snow was ap- 
pointed executive secretary. 

The Portland Electric Club now has 
135 members. Every effort will be made 
by the incoming administration to in- 
crease this membership as well as raise 
the average attendance at meetings. 


S..F. Contractors Name 


Jj. Carlson President 
FTER an election of Officers replete 


with interest and speculation, and 
for which a record turn-out of the 
Association was present to cast its bal- 
lot, Joseph Carlson, Central Electric 
Co., San Francisco, was named presi- 
dent of the San Francisco Electrical 
Contractors Assn., Inc., Dec. 28. George 
Draeger, Draeger Electric Co., was 
named vice-president; Edward Martin, 
veteran of the position, was returned to 
the secretaryship after a year’s relief, 
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succeeding Ken Ryals, Stone-Ryals Elec- 
tric Co. 
Kenny Co., was re-elected treasurer. 
The board of directors, in addition to 
the officers, includes Charles A. Lang- 
lais, who made a spectacular record as 
president of the Association last year; 
H. C. Reid; L. J. Douat, Buzzell Elec- 
tric Works; Ed Conroy, Collonan Elec- 
tric & Manufacturing Co.; Sam Radel- 
finger, Radelfinger Bros.; Victor Le- 
moge; and Lloyd Flatland, Globe Elec- 
tric Works, who is chairman of the 12th 
Region, Code Authority for the elec- 
trical contracting industry. 

Although an appointed body, the list 
of officers and members of the board of 
operation was submitted to ballot. After 
the election those selected were appoint- 
ed by the new president, Mr. Carlson. 
The board of operation is chairmanned 


by Clyde L. Chamblin, California Elec- 


ee * 


4227 Hollis Street 
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The NEW 
Type "C" 575 Volt NOARK 
Industrial Safety Switches 


New in design from top to bottom, the im- 
proved Noark Type “‘C’’ switches are built 


for closer banking, longer life, greater eff- 
ciency. New type unit block construction— 
new handle and cover catch Write for 


complete details. 


Electrical Division 


C. B. Kenney, NePage-Mc- 
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MOTOR STARTERS 


RENEWABLE 


trical Construction Co. and former pres- 
ident of the national association. Frank 
F. Goodman is vice-chairman and C. C. 
McLean, Paragon Electric Co., is secre- 
tary. The remaining members of the 
board of operation include R. W. 
Griffin, Scott-Buttner: Electric Co.; Seth 
Butler, Wiedenthal-Gosliner Electric 
Works; Charles H. Shipman, Atlas Elec- 
tric & Engineering Corp.; A. L. Biber, 
Eureka Electric Co.; L. A. Delatour, 
Delatour Electric Co.; James Galvin, 
Galvin Bros. Electric Co.; Charles X. 
Schmitt, Superior Electric Co.; William 
Weindorf; Ike Fross; A. T. Lipscomb, 
Economy Electric Co. and Ed. Brum- 
field, Brumfield Electric Sign Co. 
a 


® Gorpon Davies, proprietor, Davies 
Electric Co., recently announced a move 
from 1328 West Glenoaks St. to 640 
West Borchett St., Glendale. 


Want to SAVE Money 


— on TRANSFORMERS? 


*® Because we are specialists in the transformer field we can 
manufacture transformers better and at a saving to our cus- 
tomers. Twenty-five years of experience enables us to build 
reliable transformers to meet every specification. 

We have equipped our modern plant to render the finest 


transformer service in the West, both for economical repairing = 
and for quick order filling on new transformers in all voltages = 
and sizes. 

Write or call our nearest agent for satisfactory transformer 
service. 


GARDNER ELECTRIC MFG. CO. 


Emeryville, Calif. 


+ egg at E—Nicolay Sales Co., 304 Westlake North; PORTLAND—Ear! Gooding 
o., Security Bldg. ; DENVER— Kranefe.d Eng. Co 4417 E. nee h Ave LOS 
‘ANG ELES—Utilities Supply C 1736 KB. 15th St Decla Sales Co Neo 


Only) 342 Towne St 
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FUSES 


QUADBREAK AND DUALBREAK TYPE A 


SAFETY SWITCHES 


DUAL BREAK AND NUBLADE TYPE C 


SAFETY SWITCHES 


TYPE D SWITCHES 

MOTOR STARTERS 

METER SERVICE SWITCHES 
COMBINATION RANGE AND ENTRANCE 


SWITCHES 


INDICATING AND NON- 
INDICATING FUSES 


FUSE ACCESSORIES + 
CAST IRON BOXES AND FITTINGS 
LINE MATERIAL 


PACIFIC COAST REPRESENTATIVE 


H. B. SQUIRES COMPANY 


San Francisco — Los Angeles — Seattle 


COLt’s PATENT FIRE ARMS MFG, Co. 


Hartford, Conn. 
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McGraw Award Given 
to Buck in Big Rally 


“.. As president of the Rocky Moun- 
tain Electrical Association he saw pos- 
sibilities of creating a broader influence 
upon public opinion and developing a 
more intensive merchandising operation 
within the industry by coordinating 
the sales activities of electrical men 
throughout the entire area served by 
that organization. By his vigorous and 
stimulating leadership and the example 
of his own success in load building in 
Denver, he aroused the enthusiasm and 
confidence of the industry and won their 
cooperation in a program of promotion 
and marketing to sell the electrical idea 
and increase the volume of the electrical 
business throughout the states of Colo- 
rado, Wyoming and New Mexico. In 
some 60 communities the dealers, con- 
tractors, wholesalers and utilities com- 
bined their efforts and fired with his en- 
thusiasm and sincerity staged an Elec- 
trical Sales Rally that ran the cycle of 
the season, capitalizing the dramatic ap- 
peal of electric service in a series of 
campaigns that featured modern light- 
ing, as well as the principal appliances 
and market opportunities . . .” 

The citation, James H. McGraw 
medal and purse “in recognition of .. . 
constructive contribution to the ad- 
vancement of cooperation in the elec- 
trical industry” were tendered to Gay- 
lord B. Buck, general commercial man- 
ager of Public Service Co. of Colo., Jan. 
24, at a complimentary banquet in Den- 
ver where Colorado’s Governor Edwin 
C. Johnson and business dignitaries 
from various parts of the nation were 
assembled. George C. Tenney, editor 
of ELectricaL WEsT, representing the 
McGraw committee on awards, pre- 
sented the symbols which bestow one of 
the highest honors within the gift of 
North America’s electrical industry. 

E. E. Brazier, local manager of the 
General Electric Supply Corp. and new- 
ly elected president of the Electrical 
League of Colorado, acted as toastmas- 
ter for the occasion. He was intro- 
duced to the 250 banqueters by George 
E. Lewis, executive secretary of the 
Rocky Mountain Electrical Assn. Prior 
to the presentation ceremonies lauda- 
tory speeches were made by Gov. John- 
son; R. E. Burger, vice-president and 
general manager of Cities Service Power 
and Light Co.; Guy W. Faller, vice- 
president and general manager of Pub- 
lic Service Co. of Colo.; W. D. John- 
ston, manager of the Mountain States 
Power Co., Casper, Wyoming; V. L. 
Board and John E. Loiseau, general 
superintendent and secretary, respective- 
ly, of Public Service Co. 

Mr. Buck’s response to Mr. Tenney’s 


68 


presentation speech pledging continued 
and constructive cooperative activities 
on the part of himself, the utility of 
which he is an executive, the Rocky 
Mountain Electrical Assn., received a 
memorable ovation. 

Telegrams from industry leaders in 
all sections of the United States con- 
tinued to pour into the banquet room 
during the evening, congratulating the 
man who (to further quote the citation: ) 

—through his unflagging energy and 
zeal, sound judgment and wise counsel 
—made himself the welcome and 
acknowledged leader in electrical de- 
velopment for this broad region and— 
established a spirit of devotion to a 
common progress that holds fine prom- 
ise for continuing benefits—.” 

€ 


P. F. Diehl Returns to Coast 
With Phelps-Dodge 


With his appointment by Phelps- 
Dodge Copper Products Corp. as their 
representative for Northern California, 
Peter F. Diehl finally returns to the city 





P. F. DIEHL 


of his birth after many years of elec- 
trical service on both sides of the globe. 

Mr. Diehl’s first position was with the 
Western Electric Co. supply department, 
(now the Graybar Electric Co.) in 1906. 
After 11 years in the San Francisco 
and Los Angeles offices he went to 
Honolulu early in 1917 with the Ha- 
waiian Electric Co. Less than a year 
later he returned to the mainland to 
enlist in the 37th Engineers with whom 
he served overseas and on the Rhine. 

The war over, he returned to Hono- 
lulu, but left shortly to enter the em- 
ploy of Catton & Neill (now Ramsey 
& Co.) in Manila. After several years 
in the Philippines and Far East, he 
again entered Graybar employ as cen- 
tral station salesman in the New York 
office. 

After five years in this phase of the 
business he returned to the Pacific 
Coast, and now is making his headquar- 
ters with the Graybar’s San Francisco 
house. Graybar has always handled 


Habirshaw rubber and lead wires and 
has now been appointed agent for 
Phelps-Dodge weatherproof and bare 
copper wires as well, carrying stocks 
in all branches on the Pacific Coast. 

e 


Chet Dye Heads 
Junior Cookery Council 


Chester H. Dye, range sales super- 
visor of the Bureau of Power and Light, 
Los Angeles, was named president of 
the Junior Electric Cookery Council, of 
Los Angeles, at its meeting in Decem- 
ber. William Krueger, Estate Stove Co. 
and well known to the dealers of that 
region, was made vice-president. The 
installation of officers took place at the 


.annual Christmas party of the council. 


Other officers installed were: Vernon 
B. Sheblak, Bureau of Power and Light, 
recording secretary; Robert Mead, city 
of Burbank, corresponding secretary; 
Louis Singleton, Listenwalter & Gough, 
treasurer; Lloyd Bowles, Southern Cal- 
ifornia Edison Co., sergeant-at-arms; 
Orlando Hammond, Desmond & Ham- 
mond, and William Schenk, Schenk 
Specialty Co., dealer representatives; 
Hal Collins of Barker’s downtown store, 
and Hart Price, of Manual Arts Sales 
Co., salesman representatives. 

Presentation of a gift pencil was 
made to Mr. Hammond in appreciation 
of his services as the council’s president 
during the past year. 

ae 


Power Transmission Engineer 
To Visit Coast 


Victor A. Hanson, engineer of the 
Power Transmission Council, will tour 
the Western states during February and 
March for the purpose of inspecting 
Western industrial plants and address- 
ing organizations interested in power 
transmission problems. Mr. Hanson is 
a recognized authority on group drives 
and power transmission economies. Un- 
der his direction, 56 Power Transmis- 
sion Clubs have been organized and 
trained to provide engineering service in 
the industrial centers of the country. 
During his visit, Power Transmission 
Clubs in the various Pacific Coast cities 
will be his hosts. Engineering groups 
in the West interested in attending the 
meetings at which Mr. Hanson will 
speak may secure information on his 
itinerary by communicating with H. 
Nelson Cook, 401 Howard St., San 
Francisco. 

e 

© J. S. ALLAN, safety supervisor of The 
Nevada-California Power Co. and asso- 
ciated companies, was elected president 
of the California Safety Society, South- 
ern Division, at a recent meeting in Los 
Angeles. He had served as vice-presi- 
dent for the year previous. 
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in New Equipment 








G-E Secondary Network Protector 


General Electric Co. has announced a new 
type of secondary network unit consisting of a 
three-phase, subway-type transformer and a 
submersible-type, light-duty network protector. 
These units are available in ratings from 45 to 
150 kva. and they extend the field of appli- 
cation of secondary network systems to areas 
of lower load density than heretofore prac- 
tical. The new models are compact and may 
be installed in very small manholes. They 
perform their functions in essentially the 
same manner as the heavier-duty devices pre- 
viously available. The breaker is equipped 
with compression-type arc interrupters and 
an a.c. solenoid-operated, trip-free operating 
mechanism. The relays are of the new induc- 
tion-cylinder design recently developed for 
use in network protectors. Light-duty pro- 
tectors of like ratings have been announced 
for separate mounting in manholes, in build- 
ing vaults or on poles. 





New Switch Box Design 


A slotted opening in the center of the 
knockout to facilitate its removal simply by 
inserting a screwdriver, without the neces- 
sity of using the hands or another tool, is a 
new feature of the outlet and switch boxes 
of the National Electric Products Corp., Pitts- 
burg, Pa. The product carries the trade- 
mark “Centr-pri.” Each National box is now 
designated with a red edge around its top 
edge (trade marked “Redege”) to identify 
the box as having met Underwriters Labora- 
tories testing standards. This facilitates in- 
spection. 


New Breaker and 
Expulsion Contacts 


An expulsion oil circuit breaker has been 
announced by the Pacific Electric Manufac- 
turing Corporation. The breaker retains the 
horizontal multi-break principle with which 
is incorporated recently developed arc quench- 
ing devices that greatly reduce arcing time, 
contact burning, and oil deterioration, ac- 
cording to the company’s report. The new 
breaker is available in standard ratings from 
15,000 to 287,000. Expulsion contacts are 
also available for installation in Pacific break- 
ers already in service. Installation of these 
devices is said to increase the interrupting 
capacities and greatly reduce maintenance ex- 
penses. 
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Modern Design for 
30-Amp. Switch 


Modern design has been applied to a new 
30-amp. safety switch introduced by Cutler- 
Hammer, Inc., Milwaukee. Listed as stand- 
ard by the Underwriters’ Laboratories, the 
new switch is adaptable to a wide variety of 
installations. Small size is a feature, the 
switch being 3% x5'%x3% in. To facilitate 
wiring the complete mechanism can be re- 
moved by loosening two screws, the wires 
pulled through and the mechanism replaced. 
The toggle mechanism, front operated, is 
double pole, positive make and break, and 
the switch is of the fusible type. The oper- 
ating lever has been made of a special arc 
resisting laminated horn fibre. The switch is 
finished in black baked enamel with cadmium 
trim. 

* 


Lightweight Power Capacitors 


Westinghouse Electric & Manufacturing Co. 
has announced a new line of hermetically 
sealed power capacitors about one-half the 
size and one-third the weight of the conven- 
tional oil-filled units. The individual units 
are impregnated with the new Westinghouse 
fireproof impregnating medium, “Inerteen,” to 
secure weight reduction. They are housed in 
welded steel cases and individual units are 
assembled in newly designed welded racks, 
frames or cabinets for any sort of mounting. 
Because design is based on standard compon- 
ent parts practically any size capacitor is 
available from 5 kva. at 230 volts up to 1,200 
kva. at 6,900 volts. 

& 


Turbo-Blower 


Introduction of a new, compact centrifugal 
compressor (turbo-blower), making use of a 
gearmotor, has been introduced by the Allis- 
Chalmers Mfg. Co., Milwaukee, Wis. By 
using the gearmotor for speed increase, the 
advantages claimed are twofold; namely—a 
blower that can be run at higher than motor 
speed and with much better performance. 
Application of the unit is recommended for 
oil and gas furnaces, pneumatic conveying. 
agitation and aeration, and similar low 
pressure air or gas supply services. 


Norge Announces 1935 
Refrigerators 


Norge Corp., Detroit, has announced its 
1935 refrigerator line consisting of eleven 
models, ranging in size from 4.25 cu. ft. to 
11.17 cu. ft. and priced from $119.50 to 
$369.50 f.o.b. Muskegon, Mich. This is ex- 
clusive of a chest type model with a capacity 
of 2.31 cu. ft. The former DeLuxe line with 
its rounded corners and perpendicular lines 
has now become standard and is available at 
competitive prices. Norge also is introducing 
a new line of kitchen ranges, both gas and 
electric. 






















































Modern Design For Washers 


Modern design has been applied to the 
1935 washing machine line just announced 
by the Apex Rotarex Manufacturing Co., Oak- 
land. The striking appearance of the new 
models is illustrated by the DeLuxe model. 
Agitator action for which the Apex double 
dasher is employed is controlled by a pedal 
located just above floor level. The washing 
period may be set automatically by a timer 
attached to the wringer column. Discharge 
of waste water is controlled by a pedal situ- 
ated close to the floor line. Safety provisions 
include a grounded filler hose, an interlock- 
ing wringerhead, and finger tip release on 
wringer rolls. The complete Apex line in- 
cludes seven models, three of the wringer- 
less type and four with wringer. The latter 
may be had with or without motor driven 
pump. Prices range from $159.50 down. 





es 
Trade Literature 


TRANSFORMERS for instrument and metering 
service are described in catalog No. 152 just 
issued by the Allis-Chalmers Manufacturing 
Co., Milwaukee. The catalog describes the 
complete line of indoor and outdoor current 
transformers and indoor and outdoor poten- 
tial transformers as well as the outdoor meter- 
ing outfits manufactured by the company. 


Many New DeveELopMeEnts are listed in cat- 
alog No. 21 just issued by the Ohio Brass 
Co., Mansfield. The new catalog incorporates 
a section finder which materially increases 
its usefulness. Among the new developments 
which it lists are the newly designed O-B pin- 
type insulators, the new one-piece insulators 
for use on line sections where breakage is 
frequently experienced due to shooting and 
stone-throwing, a new line of strain insulator 
fittings and an improved line of suspension 
insulators. 


SwITcHGEAR including metal clad _ units, 
control panels, switch houses and cubicles is 
described in catalog No. 8 just issued by the 
Roller-Smith Co., New York. Largely pic- 
torial, the catalog shows the wide variety of 
equipment available through this company. 


Retays ARE THE SuBsect of a new series 
of bulletins just issued by the General Elec- 
tric Co. No. 1997 describes instantaneous 
overcurrent relays, types PHC and PYC. No. 
2006 is devoted to auxiliary relays with mer- 
cury contacts. Directional ground relays are 
described in No. 2009. Transfer relays for 
current transformer tripping are the subject 
of No. 2012 and No. 2014 is devoted to current 
balance relays. ’ 
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Air Conditioning 


Frigidaire Corp. 
General Elec. Co. 
Graybar Elec. Co., Inc. 


Anchors, Guy 
James R. Kearney Corp. 


Appliances, Household 
Apex Rotarex Mfg. Co. 


Edison Gen. Elec. Appliance Co., 


Ine. 
General Elec. Co. 
General Elec. Supply Corp. 
Graybar Elec. Co., Inc. 


Lindemann & Hoverson Co., A. J. 


Malleable Iron Range Co. 


Mary Dowd Reardon Studios Ltd. 


Swartzbaugh Mfg. Co. 
Westinghouse Elec. Supply Co. 


Boxes 

General Cable Corp. 
General Elec. Co. 
Russell & Stoll Co. 


Brackets, Wood 
Locust Pin Co. 


Bus Fittings 
Burndy Eng’g Co. 
General Elec. Co. 


Buses 
Aluminum Co. of America .. 


Cable Accessories 

General Cable Corp. 

General Elec. Co. 

John A. Roebling’s Sons Co. 


Cables 

Aluminum Co. of America 
American Steel & Wire Co. 
Columbia Steel Co. 

Crucible Steel Co. of America 
General Cable Corp. 

General Elec. Co. 

Graybar wy Co., Inc. 
Maydwell & Hartzell, Inc. 
Providence Insulated Wire Co. 
John A. Roebling’s Sons Co. 
Westinghouse Elec. & Mfg. Co 
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Carbon Brushes 

National Carbon Co., Inc. 
Carbon Products 

National Carbon Co., Inc. 
Central Station Equipment 
Tom Wood 

Chimes 

Square D Co., Ine. 
Circuit Breakers 

General Elec. Co. 
Westinghouse Elec. & Mfg. Co. 
Cleaners, Vacuum 

Apex Rotarex Mfg. Co. 
Clements Mfg. Co. 
Cramer Elec. Co. 





CRAMER’S 

REBUILT CLEANERS 
Parts for all makes 
Write for Catalog 

CRAMER ELEC. CO. 


1301 W. Washington 
Los Angeles, Cal. 





Coil Winding 
Jeffries Transformer Co. 


Compounds, Insulating 
John C. Dolph Co. 
General Cable Corp. 
General Elec. Co. 











THERMADOR 


Air Heaters and 
Thermador - Everhot Water Heaters 


“Seven 


Ahead” 
THERMADOR ELECTRICAL MFG. CO. 
116 LLEWELLYN STREET LOS ANGELES, CALIF. 


e@ Nineteen hardy Siberian ponies, match- 
ing their sturdiness against the storms of 
the Antarctic, helped Captain Robert F. 
Scott to reach the South Pole. 

National Carbon Brushes, matching 
sturdiness and carefully chosen character- 
istics against sudden peaks and prolonged 
overloads, maintain continuous service 
through the rigorous winter months. 


NATIONAL CARBON COMPANY, INC. 
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Farm Electrification Equipment 
General Elec. Co. 


Fittings, Conduit 
General Elec. Co. 


Fixtures, Lighting 
General Elec. Co. 
Russell & Stoll Co. 
Smoot-Holman Co. 


Floodlighting 
General Elec. Co. 





Condensers, Electric 
Allis-Chalmers Mfg. Co. 

J. G. Corrin 

General Elec. Co. 

Westinghouse Elec. & Mfg. Co. 


Conduit 

Aluminum Co. a America 
General Elec. Co. 

Youngstown Sheet & Tube Co. 


Conduit, Underground 


Fire Proof Wall Co. 
Johns-Manville Corp. ae oo 


Connectors Pues 


Burndy Eng’g Co. ; 
James R. Kearney Corp. Trico Fuse —. Co. 


Gasoline 
Cutouts , 
James R. Kearney Corp. Union Oil Co. 
General Elec. Co. Genetaters 


Westinghouse Elec. & Mfg. Co. 


Demand Control 
General Elec. Co. 
Wesix, Ine. 


Distribution Specialties 
General Elec. Co. 

James R. Kearney Corp. 
W. N. Matthews Corp. 
Maydwell & Hartzell, Inc. 


Allis-Chalmers Mfg. Co. 
General Elec. Co. 
Westinghouse Elec. & Mfg. Co. 
Graphite Products 

National Carbon Co., Inc. 


Ground Rods 
Crucible Steel Co. 
Maydwell & Hartzell, Inc. 


St. Louis Malleable Casting Co. ae ee Blee. heels On 
Electrodes, Arc Welding Montgomery 


Bros. 
Noblitt-Sparks Industries, Inc. 


John A. Roebling’s Sons Co. 
. Sandoval Sales Co. 


General Elec. Co. 


Fans Thermador Elec’! Mfg. Co. 
General Elec. Co. 


Wesix Inc. 
Edw. L. Wiegand Co. 


Heaters, Water 
Edison Gen. Elec. Appliance Co. 


Malleable Iron Range Co. 
Sandoval Sales Co. 

Thermador Elec’] Mfg. Co. 
Wesix Inc. 

Westinghouse Elec. & Mfg. Co. 
Heating Element—Repair Part 
Mend-It Sleeve Mfg. Co. 

Edw. L. Wiegand Co. 
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Lindemann & Hoverson Co., A, J. 
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Illuminating Glassware 
Inland Glass Works, Inc. 


Instruments, Measuring and 
Recording 

The Bristol Co. 

General Elec, Co. 

Quality Elec. Co. 

Roller-Smith Co. 

Westinghouse Elec. & Mfg. Co. 
Weston Elec’l. Instrument Corp. 


Insulation 

General Elec. Co. 
Johns-Manville Corp. 
Cc. D. LaMoree 


Insulators 
Corning Glass Works 
Graybar Elec. Co., Inc. 
Hemingray Glass Co. 
Illinois Elec. Porcelain Co. 
Lapp Insulator Co., Inc. 
Locke Insulator Corp. 
McLaughlin Glass Co. 
Owens-Illinois Glass Co. 
Westinghouse Elec. & Mfg. Co. 


Troners 

Apex Rotarex Mfg. Co. 
General Elec. Co. 

Ironite Ironer Co. 

Mary Dowd Reardon Studios 
Savage Distributing Co 
Gordon E. Wilkins 


Lamps, Mazda 

General Elec. Co. 
Westinghouse Lamp Co. 
Lamps, Sun 

General Elec. Co. 
Lighting Equipment 
Smoot-Holman Co. 


Wuelker Reflector Lighting Corp. 


Line Material 

Maydwell & Hartzell, Inc. 
Meters 

The Bristol Co. 

General Elec. Co. 

L. A. Nott 

Sangamo Elec. Co. 
Westinghouse Elec. & Mfg. Co. 
Weston Elec’! Instrument Corp. 


Molded Material 
Cc. D. La Moree 


Motors 

Allis-Chalmers Mfg. Co. 
General Elec. Co. 
Westinghouse Elec. & Mfg. Co. 


Motor Starters 

Allis-Chalmers Mfg. Co. 
General Elec. Co. 

Ward Leonard Elec. Co. 
Westinghouse Elec. & Mfg. Co. 
Oil, Lubricating 

Union Oil Co. 
Oil, Transformer & Switch 
General Elec. Co. 

Union Oil Co. 

Panel Boards 

General Elec. Co. 
Westinghouse Elec. & Mfg. Co. 
Photoelectric Cells 

General Elec. Co. 

Weston Elec’] Instrument Corp. 
Pins, Wood 

Locust Pin Co. 

Pole Line Hardware 

General Electric Supply Corp. 
Graybar Electric Co., Inc. 
Hubbard & Company 

Joslyn Co. of Calif. 

Kortick Mfg. Co. 

Locke Insulator Corp. 
Maydwell & Hartzell, Inc. 
Public Address Systems 
Electro-Acoustics Products Co. 
Public Utilities 

California Oregon Power Co. 
Idaho Power Co. 

Mountain States Power Co. 
Northwestern Electric Co. 


Pacific Gas and Electric Co. 
Pacific Power & Light Co. 
Portland General Electric Co. 
Puget Sound Power & Light Co. 
San Joaquin Light & Power Corp. 
Southern California Edison Co., L 
Southern California Edison Co. Ltd. 
Utah Power & Light Co. 
Washington Water Power Co. 
Pumps 

Pelton Water Wheel Co. 


Range Units 

Edison Gen. Elec. Appliance Co. 
L. W. ng wee 

Fm lg Wiegand Co. 


Redon Gen. —_ Appliance Co. 
General Elec. Co. 

General Elec. Supply Corp. 
Lindemann & Hoverson Co., A. J. 
Malleable Iron Range Co. 
Standard Elec. Stove Co. 

Walker & Pratt Mfg. Co. 


Refrigerator Parts & Accessories 
California Refrigerator Co. 
Refrigerators 

Frigidaire Corp. 

General Elec. Co. 

General Elec. Supply Corp. 
Graybar Elec. Co., Inc. 
Malleable Iron Range Co. 
Westinghouse Elec. & Mfg. Co. 


Relays 

General Elec. Co. 
Leach Relay Co. 

Ward Leonard Elec. Co. 


Rheostats & Resistors 

General Elec. Co. 

Ward Leonard Elec. Co. 
Westinghouse Elec. & Mfg. Co. 


Service Organizations 
Elec’! Testing Labs. 
McGraw-Hill Book Co. 
Northwest Elec. Light & Power 
Association 
Pacific Coast Elec’! Ass’n 
Pacific Coast Elec’] Bureau 


Signs, High Voltage 

W. D. Howze Sales Co. 
Strand, Guy 

Crucible Steel Co. 
Maydwell & Hartzell, Inc. 
Pacific Wire Rope Co. 
Switchboards 
Allis-Chalmers Mfg. Co. 
General Elec. Co. 
Square D Co., Inc. 
Switches, Coin Operated 
Welcome Meter Co. 


Switches, High Tension 
Bowie Switch Co. 

James R. Kearney Corp. 
General Elec. Co. 

Cc. D. LaMoree 

Pacific Elec. Mfg. Co. 
Switches, Meter Test 
General Elec. Co. 
Meter Devices Co. 


Switches—Pressure and Temperature 
The Bristol Co. 
Garland-Affolter Eng’g Corp. 


Switches, Safety 

Colt’s Patent Fire Arms Mfg. Co. 
Meyers Safety Switch Co., Inc. 
Mongerson’s Elec’] Mach. Works. 
Parker Elec’] Mfg. Corp. 

Square D Co., Inc. 


Switches, Time 

R. W. Cramer & Co. 
General Elec. Co. 
Sangamo Elec. Co. 
Tork Clocks, Inc. 


Switchgear 

Allis-Chalmers Mfg. Co. 

Condit Elec’l Mfg. Corp 
General Elec. Co. 

Pacific Elec. Mfg. Co. 
Westinghouse Elec. & Mfg. Co. 
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s DEPENDABLE TRANSFORMERS * 


For Dry Type Industrial and Signal Use 


Repair Service for distribution transformers, Auto-starters 
and similar equipment. 





TRANSFORMER CO., 5706 Long Beach Ave., Los Angeles 
Electric Agencies, 2059 Webster St., Oakland, California 





Terminals, Cable 
General Cable Corp. 
General Elec. Co. 


Testing Devices 
Electrical Facilities, Inc. 


Tools, Live Line 

James R. Kearney Corp. 
Transformers 

Allis-Chalmers Mfg. Co. 
American Transformer Co. 

E. H. Bell 

Gardner Elec. Mfg. Co. 
General Elec. Co. 

Jeffries Transformer Co. 
Pennsylvania Transformer Co. 
Sangamo Elec. Co. 

Western Transformer Co. 
Westinghouse Elec. & Mfg. Co. 
Tubing, Elec’] Metallic 
Aluminum Co. of America 
Turbines 

Newport News Shipbuilding & Dry 

Dock Co. 
Pelton Water Wheel Co. 


Valves 
Pelton Water Wheel Co. 


Authorized Factory 
Replacement Parts Service 


Gainaday, 

Horton, Meadows, Roto Verso 

and Universal Washers and 
Ironers 

Parts and Rolls for All Makes 

Washing Machine Parts Co. 

1241 S. Hope St., Los Angeles 


ae 
Easy, 


Automatic, 


Washers, Clothes 

Apex Rotarex Mfg. Co. 

Elec’t Appliance Service Corp. 
General Elec. Co. 





PARTS & ASSESSORIES 
For SAVAGE fbdnen 


@ PROMPT DELIVERY 
@ COMPLETE STOCKS 


Savage Distributing Co., Inc. 
383 Brannan St., San Francisco 








Little Giant, Inc., Ltd. 
Savage Distributing Co. 
Washing Machine Parts Co. 


Water Wheels 
Pelton Water Wheel Co. 


Wire 

Aluminum Co. of America 
American Steel & Wire Co. 
Columbia Steel] Co. 

Crescent Ins. Wire & Cable Co. 
Crucible Steel Co. 
Driver-Harris Co. 

General Cable Corp. 

General Elec. Co. 

Graybar Elec. Co., Inc. 

Indiana Steel & Wire Co. 

Cc. E. Ingalls 

Maydwell & Hartzell, Inc. 
Pacific Wire Rope Co. 
Providence Insulated Wire Co. 
John A. Roebling’s Sons Co. 
Westinghouse Elec. & Mfg. Co. 


Wiring Supplies 

Gen. Elec. Supply Corp. 
Graybar Elec. Co., Inc. 
Russell & Stoll Co. 

H. B. Squires Co. 
Westinghouse Elec. Supply Co. 


Place your product be- 
fore your customers 
every month. An ad- 
vertisement in ELEC- 
TRICAL WEST brings 
you, without cost, a 
listing every month in 
this “Where to Buy It 


in the West” directory. 
It gives you this plus 
value in addition to the 
interested attention of 
an alert readership of 


active, energetic busi- 
ness men and _ engi- 
neers. 








1935 New Business Note: 








© Turn the opportunities of the $200,- 


000,000 Western electrical market 


into 


profits by capitalizing on Electrical West’s 
economical, effective and complete cover- 


age of ALL your prospects. 


For the elec- 


trical manufacturer the Sixteenth Annual 
Review and Progress Number, out Feb- 
ruary 5, with its intensified reader interest, 


offers 


an outstanding opportunity for 


STANDARD ELECTRIC RANGES handled by 
Arizona—Tucson: Albert Siteinfield & Co. California—San Fran- 
cisco: Kaemper-Barrett Corp., The Geo. H. Eberhard Co. Los 
Angeles: Listenwalter & Gough, Graham-Reynolds Elec. Co. Nevada 
—Reno: H. E. Saviers & Son. Utah—Salt Lake City: W. H. 
Bintz Co. Washingten—Tacoma: Home Electric Co. Honolulu, 
T. H.—von Hamm-Young Co., Ltd. 

District Representative: WM. P. SWARTZ 
629 S. Serrano, Los Angeles, Calif. 


launching an advertising campaign to back 
up field selling efforts in the West in 1935. 


ELECTRICAL WEST ADVERTISING PAYS 
PREFERRED DIVIDENDS IN THE WEST 
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i SOLD—a word with many meanings! SOLD— in its application to you 
SOLD—on a sales tag tied to a piece (speaking electrically) should also 
of electrical merchandise means—or mean loyalty to the industry of which 
| should mean—PROFITS. all of us are a part. 

i SOLD—should mean profits to the More than ever is a united electrical in- 

of | utility when the meter is registering dustry of great importance to every 

4 KHW—and profits also to the con- _ factor in it. Get SOLD on the various 

ne) sumer in added comfort through branches of the whole industry. It’s 






the use of adequate lighting, heat, 
radio and other modern electric 
ccnveniences. 





447 Cutter Street, San Francisco 


THE WAY OF TODAY IS THE ELECTRIC WAY 


* 





























a mighty good start in keeping the 
customer and consumer sold on the 
idea that... 


601 West Fifth Street, Los Angeles 





